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; 1927... 50 LING COMING... 
| A New Idea. Gendron of Course! 


| Each new year forecasts improvements Our new book tells the whole story. It’s 


























in wheel goods, as in most mechanical a book for dealers. Loaded down with 
commodities—but when we say: ‘‘Watch new sales ideas. 

Gendron—there’s something coming’ : 

we mean something unusual, some- Get this book at once. Put the ideas to 
thing big in the way of sales cooperation work NOW. Make this your “sales 
this year—all of this in addition to a bible’”” during 1927—then watch sales 





. : . . Here is the big il- 
thousand-odd engineering perfections. jump. ees 
of new sales ideas. 
Everything made 
clear. The dealer 
has only to read 


aes Gendron Wheel Company wicicnt®. ana 





follow the plans. 


We furnish all the 
Toledo, Ohio needed material. 
Send today for 
your copy! 
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“Pioneer Line’ 
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HARDWARE AGE 








Announcing the NEW 


PIECES of 8 SET 








lome office orders prove the Pieces 
of 8 Idea is changing the entire na- 
tion's trend in silverware buying. 


It is only a few short months ago that 
“Pieces of 8 was first announced as a new 
merchandising feature in 1847 Rogers Bros. 
Silverplate. 


This new idea in silverware merchandising 
is already sweeping the nation. From coast 
to coast, the demand is for Pieces of 8. 


Pieces of 8 appeals to Mrs. Housewife be- 
cause there is silver to serve the unex- 
pected guest. 


Pieces of 8 appeals to the far-seeing mer- 


‘1847 ROGERS BROS: 


DBILVEA PLATE 


chant because it increases his unit of sale 
one-third. 


Ride with the sweeping tide of this new 
demand. Feature Pieces of 8. And in par- 
ticular, feature the gorgeous Spanish 
Pieces of 8 Treasure Chest. Sales records 
prove that it has a tremendous appeal. 


If vou are in need of window display ma- 
terial, newspaper electros or attractive cir- 
culars and other sales helps to give added 
punch to your sales drive, write to the Sales 
Promotion Department, International Silver 
Company, Meriden, Conn. 
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Here’s a tip worth taking 
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class matter May 


;, published weekly by the JRON 
2, 1913, at the Post Office at New York, under the Act 
25c. each. 


‘ 
=a, 


{GE PUBLISHING CO., at 239 West 39th Street, New York, 


a: a ae 
of March 3, 1879. (Printed in U. 8S. A.). $3.00 


Vol. 119, No. 2. 


A. Entered as second 


per year. 


Single copies 
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It Pays to SELL 
Good Tools 


“I Find the Best Way to Convert a 
Carpenter to the V & B ‘Faith’ is 


to Sell Him a Vanadium Hammer” 


(Experience-story from the manager of the tool department 
of a downtown hardware store in a large city.) 


66 PUSH the whole V&B 
| Line—hammers, planes, 
hatchets, axes, braces, 

etc., because they are all very 
superior tools. But I’ve learned 
that the quickest route to a 
carpenter’s heart is the 
Vaughan Vanadium Hammer. 


“Once I have made that 
sale, I don’t need to work 
very hard to sell him other 
V&B products on his next 
call, because he is sure to find 
the Vanadium Hammer so 
much better than any other 
hammer he ever held in his 
hand that he becomes eager 
to try the rest of the line. 
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Eager to test __ \ 
the rest of f \ 
the line \ 


“No hammer is easier to sell. 
It is beautiful to the eye. It 
feels good to the hand. Its 
balance is perfect. The fact 
that it is made from special- 
analysis vanadium tool steel 
appeals to any mechanic’s 
good sense. And the hammer 
has been pounding, driving 
and pulling on its own account 
for so many years, that every 
mechanic has heard about it 
from his fellow craftsmen. 


For full information about V&B Vanadium Hammers, un- 
































| 4 ERE’S another inter- 

esting fact in sales- 

psychology: The mo- 
ment I show this hammer and 
begin talking about it my 
prospect is sure to indicate an 
awakened interest in, and re- 
spect for, my whole tool stock. 
even if he isn’t in the market 
for a hammer at that partic- 
ular time. 





“The power of appeal of the 
V&B Vanadium Hammer is 
also demonstrated every time 
I give it a window display. I 
use the cards and other excel- 
lent display material that the 
V&B people furnish—and it 
pulls more business than any 
other tool display I make. 


“My advice to other tool de- 
partment managers is to make 
the V&B Vanadium Hammer 
a magnet to attract the best 
tool-buyers to their stocks— 
and to send to V&B for their 
window display material and 
use it again and again. 


Next in importance 






‘‘I also include in my window dis- 
plays that remarkable V&B Unbreak- 
able Plane, with its forged steel bottom 


breakable planes and other good tools, write to -—with a card to carpenters that reads: 
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You wouldn’t use a cast 


PANY iron hammer; 
MANUFACTURING COM Why waste money on cast 


tron planes 
AoKene of Fire ‘Toot a It pays to use GOOD tools. 
Carroll Ave.~ ~ Chicago, lil. U. A. 











Expansion Wedge 


Tests by Underwriters 
show this wedge to add 900 
Ibs. to the holding power of 
the head. Wedge, driven 
between copper pins, sinks 
deep into the wood in 
opposite directions as 
shown. Fasy to tighten 
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STILLSON MAGAZINE ADVERTISING FOR 1927 
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IN 


POWER 
MECHANICAL ENGINEERING 


NATIONAL ENGINEER 
SOUTHERN Power JOURNAL 
PoWER PLANT ENGINEERING 


CHEMICAL & METALLURGICAL 
ENGINEER 


Coat AGF 


Paper Trapg JOURNAL 





Parper INDUSTRY 








ApvVERTISE- 
MENTS like these, 
in pages and half 
pages will present 
plenty of straight- 
forward, common- 
sense selling argu- 
ments, to start the 
sales process that 
you complete when 
you say to your 
customer, “It’s a 
STILLSON; here’s 


the trade mark.” 
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yours frose new? lk ought vo be, i 
the same thing 
The bine: STULSON cakes amvching mp my” 
miter pipe, Pass 1 up with wane of doe 1 eros 
ith eax end 
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WALWORTH - 
| STILLSON 








Raitway MECHANICAL 
ENGINEERING 


Domestic ENGINEERING 


Gas AGrE-RecorD 


MANUFACTURERS’ RECORD 


Mitt SuppPLigs 


OrFiciAL BULLETIN 


Pocket List 


PLUMBERS’ TRADE JOURNAL 


WERSTERN PLUMBER 


SUGAR ” 











228,672 READERS 
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IN 


COUNTRY GENTLEMAN ...... 1,257,024 
AND SUCCESSFUL FARMING... . 1,033,006 


i 








2,290,030 READERS 
The advertising of Walworth STILLSON 


wrenches will be continued this year in two 
magazines of national scope and twenty 
trade publications. Between the two this ad- 
vertising campaign will reach a generous pro- 
portion of the tool buyers to whom a STILL- 
SON is indispensable, and who are particular 
enough to appreciate and demand Walworth 
quality. And those are the customers, after 
all, for whom you will always find it profit- 
able to keep well stocked on the whole line 
of Walworth STILLSON wrenches, from 6 
to 48 inches. 


WALWORTH CO. BOSTON, MASS. 
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PEERLESS LE 
VE Z 
™ TOOL CO. % No. 2 
PEERLESS 
PAT. DEC. 3, 1918 

AUG. 22,1922 


STERLING, ILL: 








Endorsed 
by the Best Mechanics 


PEERLESS Levels are endorsed by Masons 
and Brick Layers because of these features: 


VIALS—Set solid and protected by heavy 
crystals. 








SOCK ETS—Level vials are set in Patented 
Metal Sockets. 


GLASSES — Large oblong sights, painted 
White afford clear vision and easy reading in 
dark places and unhandy positions. 


ees — 


(ED Feet 


Peerless Carpenters Levels in Wood and 
Aluminum are equally popular. All are 


ACCURATE. 
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i Send for prices and Catalog 
which describes the complete line. 
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The Peerless Level @ Tool Co. 
Sterling, Illinois 


I 
Hi 


—— 


WIEBUSCH @ HILGER, Ltd. 
EXCLUSIVE SALES REPRESENTATIVES 
106 to 110 Lafayette Street 
NEW YORK CITY 
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This isthe $1 Oven 


that made good 






UF artic 100,000 women purchase an 

f article the first year it is on the mar- 
') ket—that article has made good. 
That's just what Aunt Sarah’s Oven has 
done. Hardware dealers everywhere say 
it is their best sales producer because these 
100,000 women are telling friends about 
their wonderful Dollar purchase. Aunt 
Sarah’s Oven performs for the dealer be- 
cause it performs in the home. 





Has Made Top-of-Stove Baking Popular 


This top-of-stove oven bakes, browns, toasts and 
broils foods perfectly over the single burner of any 
type gas, gasoline or oil stove. In 
doing so it reduces fuel costs from 
one-third to one-half and does away 
with kitchen oven heat. A two-level 
rack permits either fast or slow bak- 
ing. Special reflector for browning. 
Diameter, 1134 in 


Jackes-Evans Mfg. Co. 





; 8 in. high. cme 











Pa 


1944 North Main ma 


in a Year 


60 Sold in a Day 


Read what one dealer says about Aunt 
Sarah’s Oven: “We put three dozen 
on sale this morning. It is now 3:30 
p. m. and we are sold out of the supply 
and have taken orders for 24 more. 
Please rush a half gross to us.” 


A Hardware Jobber Says 


“Here is another order for Aunt Sarah 
Ovens” making 1200 for this house. 
The shipment of 300 came this after- 
noon and are practically all sold out. 
Have written our other house about 
the possibilities of the article. Will 
determine next week somewhere near 
the quantity we can sell during the 
Spring months.” 
Here then is proof from the 
housewife, dealer and jobber 
that Aunt Sarah’s Oven is all 
that we claim for it. Ask your 
Sy jobber about it and get more 
complete information. 


St. Louis, U. S. A. 
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‘I would rather sell one roll of U. S. Poultry Fence 
than five of any other for when I sell one roll of U. S. 
it sells more for me,” writes a hardware retailer. 


And there, in a few words, is the story of the tre- 
mendous repeating sales power of U. S. Poultry 
Fence. It’s a story of consumer appreciation of a qual- 
ity article,a story of profitable turnover for the dealer. 


U. §S. Poultry Fence, as the first choice of suc- 
cessful poultry raisers everywhere, has set new 
standards for sales and profits in poultry netting. 


Here, for the first time, is a poultry netting that 
buyers ask for by name. 


They know by experience that itis the only netting 
which fulfills every requirement of modern poultry 
husbandry. They know that it stretches straight and 
true from post to post without the aid of top rail or 


U.S Poultry Fence Means More Profits 
Because HtMeansMore Sales / 
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baseboard. They know that it never sags, bags or 
buckles. They have learned that U. S. costs less 
“put up” and gives longer years of service. 


Thousands of dealers over the country are build- 
ing customer good-will and realizing greater profits 
by stocking and selling U. S. Poultry Fence. 


Dealers everywhere use U.S. as a leader for they have 
found that the sale of this better poultry netting leads 
to the sale of many assocjated articles---staples, steel 
posts, poultry supplies, brooder stoves, incubators, 
hinges, hammers, nails and other profitable items. 


There’s a demand in your trade territory for this 
better poultry netting. If you are not already “cashing 
in with U. S.,’’ start now! On entering your orders, 
be sure to specify U.S. Poultry Fence---not just “poul- 
try netting.” 


Indiana Steel & Wire Company 


Muncie, : 





Indiana 
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Sell them with the 


NICHOLSON FILE CHART 


When your customers ask for files show them the NICHOLSON 
File Chart—they will be able to tell at a glance the right file to 
fit the job. 


Clean cut photographs, minute tables giving file size and thick- 
ness in fractions of an inch—saves your time and your customers’ 
in selecting the proper files. 


NICHOLSON File Charts are made in two styles. The hanger 
type, 54” x 27° for wall purposes and the 4-card style, each card 
27” x 12”, for counter use. Both styles have varnished surfaces 
to permit washing. 


If you haven’t already received the NICHOLSON File Chart send us your 
name and address and without obligation on your part we will mail you 
your preference of either the hanger or 4-card style. 





NICHOLSON FILE COMPANY HOLS 


Providence, R.1., U. S.A. 


SSeY 


U.S.A. 


(TRADE MARK! 
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Every tool-user a prospect! 


Machinists, carpenters, motorists 
and amateur wood-workers will ap- 
preciate this popular-priced Stanley 
No. 733 Breast Drill. 


Remind your customers also that 
there is a complete line of Stanley 
Hand Drills, Breast Drills and Bit 
Braces. For correct design, fair 
ela (ey-s-Mame- Tare Mmaliolemmeler-| iia mmalemm i (il-mme) 
elelalale miele) i-mer-limelii-) meta Cm lilies 
the customer or yourself. 


Selling Points of the Stanley No. 773 Breast Drill 


1. Frame made of malleable to taper shank bits as 
iron in one piece; strong well as round shanks STANLEY 
and light in weight. from 4%" to 14" in diam- Breast Drill 


ower. No. 733 
(One of acom- 
plete line of 
Hand Drills, 
Breast Drills 
and Bit 
Braces). 


2. Speed gear gives a range 
of power and can be 4. Jaws are forgings, ma- 
quickly changed from chined and hardened. 


high to low speed. 5. A level, set in the frame, 


3.. Chuck is fitted with uni- assures horizontal posi- 
versal jaws and is adapted tion when drilling. 


THE STANLEY RULE & LEVEL PLANT 
New Britain, Connecticut 
New York Chicago San Francisco Los Angeles Seattle 
















STANLEY TOOLS 


[ STANLEY ] 
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PRING will be here 
before we know it 

—and with it, a score of 
odd repair jobs in every 
home — fixing screens, 
setting locks—each job 
calling for the use of a 
sharp, fast-cutting, de- 
pendable auger bit. 

Show your “home me- 
chanics” customers this 
Irwin Set and the sale is 
made. Four bits and a 
Reambor—all of genuine 
Irwin quality. 

Call your jobber if 
you haven’t this popular 
Irwin number in stock. 
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ITH the coming of Spring and warm weather, there are in- 
numerable repair jobs in every home calling for the use 
of auger bits. Capitalize this need with this handy set of genuine 


Irwin Auger Bits. 
= | This set, identical in quality with the larger Irwin Sets, is the 
5 fastest selling auger bit set in use today. 

= ge , 

= All the bits are Irwin Mainbor general-purpose bits (sizes 4%”, 
: ¥%", Y2", and 4%") and in addition to the bits, there is a screw- 
| pointed Reambor for starting large screws or nails. 

a. 4 Just the set for average home needs. The neat and substan- 
= : tial canvas roll is fitted with two eyelets which enable the user to 
a sue hang the set up when not in use. 
= = Call your jobber or write us direct for further information 
== regarding this and other Irwin Sets. 

, | THE IRWIN AUGER BIT COMPANY 


Wilmington, Ohio 
“Largest Makers of Wood-Boring Tools in the World” 


European Agents: Markt & Hammacher 
193 West Street, New York City 
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POULTRY NETTING 


Galvanized Before and Galvanized c/4fter Weaving? 
OO Ma Oe ee ee ae ae a 







and 
Dark 
Finish 
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GALVANIZED Soon See CLoTH 
IncAll Grades 






€=Look for the tag, carrying our name, at the end of every roll! 


som! Lhe Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 








Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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-PoLICE Goops 


TOWER’S ADJUSTABLE DOUBLE TOWER’S DOUBLE LOCK LEG-IRONS 
LOCK HANDCUFFS 





Length of Chain 6 feet. 
Made in Single or Double Leg Irons Polished. 
Weight of Ball. 





Forged Steel Shackles 


: 12 Ibs. 28 Ibs. 

The Genuine Double Lock Handcuff. Made 15 Ibs. 32 Ibs. 
with two tumbler locks, one self-locking, the 18 Ibs. 40 Ibs. 
second locked with key. Tumblers cannot be 22 Ibs. 50 Ibs. 


picked. 7 25 Ibs. 
. Specify whether Single or Double Leg Irons 
when ordering. . 


TOWER’S PERFECT. TWISTERS | 







TOWER’S TWISTER 
HOLDER 


Designed to hang from sus- 
pender button. Released by 
quick pull. Out of sight. 





Interlocking handles, can be used from either 
side. Weight, 3 oz. = 
_" 


With Swivel and Strap. 
With Strap, with Swivel and Strap. 





LOCUST SERVICE CLUB 


Fluted. 8 inch. 

10 inch. 

 ) 12 inch. 
13 inch. 

Fluted “Night Stick,” 26” long, with strap. 14 inch. 


Buyers 
in @talo 





REG. U. S. PAT. OFF. 


Torrington, Connecticut, U. S. A. 
New York Office: 151 Chambers St. 


ESTABLISHED 1854 INCORPORATED 1864 
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Showing the Way 


to sources of supply covering hardware and kin- 
dred products. An indispensable buying guide to 
the hardware buyer which over 10,000 jobbers and 
retailers have been quick to voice appreciation of. 





It means greater convenience, time saving and 
increased business opportunities to all in the hard- 
ware trade. 


Is it showing you the way to larger sales, too? 


HARDWARE BUYERS CATALOG 


239 W. 39th ST., NEW YORK CITY 
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RELIABLE AUTO SUPPLY COMPANY 


10th Spring Garden Street, Fv 
Philadelphia, Pa, 7, o 
a 
wz 
yy 


October 20, 1926. 


OE PN en OMNI I S  On = ae aa ee eel eel 





The Vlichek Tool Co., 
Cleveland, Ohio, 


Gentlemen: - 


U/, Vike - 
Put me down as being 100% sold on the ~ Uf MY, 


Velchek Tool Display Board, It has ay 
more than come up to expectations, I ¢ Y 
have not calculated the actual amount 

this board has made for me in dollars 

and cents but I should say, at a rough 
estimate, that I now sel] three tools 


Ca TR RE LS RE 





1 i eee A e 


for every two I sold before I installed 
this board, I unhesitatingly recommend 
the Velchek Board to any dealer who 
wants to boost his tool sales, 


Can aa sl 2 


Yours for success, 


fae 





| Paid Its Way In This Philadelphia Store 


T FIRST this dealer was hard to convince, but the jobber’s 
salesman easily proved to him that a $15 stock of tools, well 
displayed, is worth a hundred dollar stock on the shelf . . . the 
letter shows the results. How about your store? This display 
board helps to cut down your investment in stock and at the 
same time increase your sales! Other dealers are making money 
with the Velchek Board, why not your Writé today for com- 
plete information and name of nearest jobber handling the 
Velchek line. 
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‘THE VLCHEK TOOL COMPANY 


3000 East 87th St. 
CLEVELAND, OHIO 


Foreian Dept., "3 Park Place, New York City. 
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Toot CoMPANY 
3000 East 87th Street 
Cleveland, Ohio 


Please give me full infor- 
mation on the Velchek Auto- 
motive Self - Merchandising 
Board. 
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WELCOME NEWS FOR 


AMMUNITION DEALERS 























SPORTING POWDER NEWS 

















STANDARD LOADS 
SHOTGUN QW p 0 POWDERS 
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DUPONT OVAL SMOKELESS 


























| GAU GAU SHOT 
iKind of Game "Saar | son yore sno poneegl- aor Ay 
Geese’ —«|-: VELOCITY IN EXCESS OF 
| 084 
Brant | 4 in flight 
Large Ducks 3” 1-% 2% 1-% 2% ] || Sever decoys 
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| DUPONT (Bulk) SMOKELESS 















































































| 12 GAUGE 16 20 GAU SHOT 
| Kind of Game || prams HOT DRAMS |sHOT| DRAMS. |sHo AL LGatoes 
1 Medium Ducks 
| PrairieChicken| 3% j|1-%!) 2% 1 Wm |% 6 
| Pheasants 
| Squirrels 1 - 
| Rabbits 3 iw% | 2% ] 1% |% 6 
| Small Ducks 
ns 3% (|1-%! 2% 1 % | TV, 
s 
| _ 1 | | 
/ ni om i %, 
Wood dc cock 3 DY 2 1 % 7 8 
| Shore B l-%i 2% 
| Reed & Rail = 3 1) 2% {1} MM |%} 10 
) Trapshooting|| 3 [1%] 2% | 1] 2% |%j 7% 


























in rai. 08 loads only. Use No.2 Shot. 

















DU PONT OVAL for heavy loads 
DU PONT BULK for light and medium loads 


This simplification of stock loads 
was facilitated by the perfection of 
DU PONT OVAL and improvements 
in DU PONT BULK Powders. Their 
range of efficiency increased to such 
an extent that Ballistite and certain 
other brands were no longer neces- 
sary. The sportsman has only two 
names to remember—DU PONT 
OVAL for heavy loads and DU PONT 
BULK for light and medium loads. 

A stock of 26 loads will meet all 
normal shot shell demand: 10 loads 
for 12 gauge; 8 loads for 16 gauge; 
8 loads for 20 gauge. 





These two powders, especially DU 
PONT OVAL, have always been fav- 
orites, leaders. Now you can concen- 
trate on the leaders, A-1 merchan- 
dise. Used in all localities for all 
kinds of game. No dead stock, no 
more slow movers. 

When you’re ordering ammunition, 
remember that 7 out of every 10 
shells loaded with high grade smoke- 
less powders and shot in this country 
are loaded with du Pont Powders. 
Sportmen know what’s best. Specify 
du Pont Powder and get the proper 
powder for the proper load. 





THE PROPER 
POWDER FOR THE 
PROPER LOAD 


10 Loads for 12 Gauge 
8 Loads for 16 Gauge 
8 Loads for 20 Gauge 





Ammunition stocks reduced. Shelf 
space freed! Turnovers increased! 
Now you have only 26 loads to con- 
sider—easier to stock, easier to sell. 
Commencing January, 1927, the du 
Pont Company will manufacture only 
one shotgun powder for a particular 
load. 

The du Pont Company, in coopera- 
tion with shell manufacturers and 
dealers, is discontinuing the manufac- 
ture of Ballistite and other unneces- 
sary brands. 

The Standard Loads Chart has 
been revised accordingly. It is now 
simpler and easier for the sportsman 
to follow. It is now more practical 
for you to carry complete stocks. 
Before placing your order, consult 
the Standard Loads Chart as insur- 
ance against large inventory when 
the season closes. 

There is just one purpese in this 
simplification of stocks—to make 
sporting ammunition better, more 
profitable merchandise for the dealer. 
It is part of Secretary Hoover’s pro- 
gram of waste elimination which has 
worked out so profitably in many 
other lines. 


E.1.DU PONT DE NEMOURS & CO. Inc. 


Sporting Powder Division 
Wilmington, Delaware 
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New Sales-=with a New Reel 


40 Years Old 


CHE last word in fishing reels is the new Meisselbach Flyer— 


level wind, smooth running, quadruple multiplying, made of 
nickeled silver and brass with eternal phosphor-bronze bearings— 
and all this to sell at $7.50 retail. 


It’s a brand new reel with all the latest and wanted features, yet 
its famous Meisselbach name makes it 40 years old in reputation 
and popularity. And like all Meisselbach Reels, the Flyer is made 
with the skill and precision of a fine watch, and is guaranteed for- 
ever against any defect in material or workmanship. Backed by 
nation-wide advertising to sportsmen and by store-helps for your 
Own use. 


Sell it? You couldn’t help it! A beauty to look at and balance 
and spin, and perfect to fish with. Send for a sample, try a few 
casts with it and you’ll know why your customers won’t be able 
to resist the new Flyer. 


THE A. F. MEISSELBACH MFG. CO. 
Sales Offices and Factory — Elyria, Ohio 
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Here’ s the New Longer Range Shotshell 


WIN CHESTER 


TRADE MARK 


REPEATER 


a oll 7 


OW you can offer your trade the world-famous 
Winchester Repeater Shell in a new series of 
top loads. More speed, more power, more 
range! These new Winchester Speed Loads will reach 
and cover and kill at the farthest range at which a 
sportsman can expect to bring down his game. 
Winchester took the newly developed, highly popu- 
lar progressive burning smokeless powders, and with 
these as a base it applied its own experience and scien- 
tific methods of shell loading to work out loads that 
are sure death to the speediest, largest shotgun game. 
These new Winchester Speed Loads are loaded in 
the standard Repeater shell. Yet the powder used, the 
loading standards and actual shooting results make 
them a new step forward in long range shot shells. 



















SMOKELESS 
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Speed Loads are built for that large part of your shot 
shell trade that wants fast, powerful, long range loads 
that are uniform and dependable. Shooters can count on 
them, shell after shell, box after box, day after day. 


Shooters who have previously found their dream of 
power, speed and range realized in Repeater Ovals, 
will find all this ballistic superiority in the new Re- 
peater Speed Loads series. 

Winchester Speéd Loads are rich red in color. They 
are packed in attractive, four-color label cartons. 
These cartons are distinctive in design and have effec- 
tive display of both the top and end labels. 


With Winchester Speed Loads, you can better satisfy 
your present customers and win other sportsmen who 
are waiting for just such a high power, long range 
shell, backed by an established, world recognized name. 
Place your order with your jobber now, for these new 
Speed Loads are bound to go big this year. 


WINCHESTER REPEATING ARMS CO. 


NEW HAVEN, CONN,., U. S. A. 
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America’s Finest - and Favorite - Camp Stove 


To say that more American Kampkooks are used folding oven; handy to set up, handy to take y 
than all others combined is but to repeat what down—an oven that really bakes. The two-quart 
every dealer knows. Unquestioned leadership has detachable safety tank, holding six hours’ fuel 
been maintained, not because Kampkook is the supply. is copper plated, has a leak-proof built-in 
original, but because it is everything a good camp PUMP, hand operated filler plug and large conven- 
onene shall tn ient filler opening. Kampkook No. 8 will attract 
customers because it is different; it will scll—and 
In addition to all the well known Kampkook | stay sold—because it is better—because it is a 
features, Kampkook No. 8 has a handy built-in genuine American Kampkook. 


American Gas Machine Company, Inc. 


NEW YORK FACTORY, ALBERT LEA, MINN. SAN FRANCISCO 














NEW YORK 





























Only the American Kampkook is made in a variety 
of styles and sizes to meet the need of every 
buyer. Each model has all the popular Kampkook 
features; detachable, easy-fill tank; open grate; 
flame spreading, non-clog burners; folding wind 





shield; folding, lock-in-position legs. All fuel 
tanks are copper plated and excepting Model No. 3, 
have leak-proof, built-in pump and hand operated 
filler plug. Many important features can be had 
in no other stove. 


Nationally Advertised 


Big dominant Kampkook ads will appear through- 
out the 1927 season in a large list of popular 
magazines, including the Saturday Evening Post, 
American Magazine, National Geographic and all 


American Gas Machine Company, Inc. 


FACTORY, ALBERT LEA, MINN. 


leading outdoor publications. Attractive sales 
helps available to all Kampkook jobbers and 
dealers on request. Write nearest office for infor- 
mation about the Kampkook line for 1927. 








SAN FRANCISCO 
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When a customer walks into your store 
and demands a certain wrench, what hap- 
pens? Can you step up to an attractive 
display board, quickly find his size and 
hand it to him at a fair price, with a 
guarantee that it will render real service? 
Or, must you search through endless job 
lot batches and finally sell him a misfit 
wrench with fear in your heart that the 
next day it will break? 


The dealer who carries WILLIAMS’ 
Superior Carbon Steel Wrenches has a 
four-fold jump on the job lot store. A 
standardized line, attractively displayed, 
fairly priced and absolutely guaranteed. 
He’s the man that deserves the business 
and he gets it. Why not you? 


Insure the satisfaction of your custom- 
ers. Order yours today. 


J. H. WILLIAMS & CO. 


“The Wrench People” 
New York BUFFALO Chicago 
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of Superior es 
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“SILENT 
SALESMEN” 
STYLE D 


One of the several types of 
attractive display boards 
furnished free to dealers 
purchasing the wrenches 
they carry. 


Os 


SUPERIOR Nec 
CARBON STEEL 


WRENCHES 


& aT RAN PES 
| REE 0 a ES EI: 





SAFER ate eetst-eatiitiba dec snaid denaesekl ad eee ae 


22 HARDWARE AGE 


HOPPE S 


PRODUCTS 


For Guns, Fishing Reels, 
Golf Clubs, Wheel Goods 


and Home Machines 


OR 1927 be sure to always have a good stock of 
Hoppe’s Products on your shelves. Keep up with the 
constantly growing demand for these steady trade 
bringers and @profit builders. Advertised strongly and 
regularly in every shooters’ periodical of merit. Known 
everywhere for dependability—the standard preparations. 


Hoppe’s Nitro Powder Solvent No. 9 you have known for more than 22 
years—the original solvent for gun cleaning. Recom- 
mended by Uncle Sam, and today as always without 


an equal. 
Hoppe’s Oil and Grease 


7 
| ieee 


—— 


HOPPE § 
LUBRICATING 


rich viscosity, essential for the proper lubrica- 
tion of the working parts of all firearms. Ex- 





around the house. Hoppe'’s Gun Grease, com- 





heavy swabbing to prevent rust. 


Sold by leading Jobbers everywhere 


FRANK A. HOPPE, Inc. 


2314-H North 8th Street Philadelphia, Pa. 


Representatives: Ed. W. Simon Co., Inc., 258 Broadway, New York 
H. L. Bowlds, Mason Opera House Bldg., Los Angeles 
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World’s Champion 


Ammunition 
More Sales—More Profit! 
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To YOU a Sign 


To Your Customers a Good Qmen 


HAYE you the sign which identifies the 
stores that fishermen prefer? They’ll 
soon be looking for it—the sign which 
means “Abbey & Imbrie Fishing Tackle 
Sold Here.”’ 

If you have an Abbey & Imbrie Fran- 
chise a new sign has been sent to you. Put 

—— it up on your window. If you have not, 
let us hear from you. 

The Abbey & Imbrie 1927 Exclusive Franchise will put 
life into your Fishing Tackle sales. Will keep you supplied 
with live tackle, the quick selling kind. Selling helps backed 
by 106 years of experience. Write for catalog and discounts. 


Abbey é& Imbrie 


FISHING TACKLE 


87 Chambers St. Dept. A-1 New York 
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Hoppe’s Lubricating Oil is a highly refined, 
acid-free, light, penetrating, dependable oil, of 


cellent also for fishing reels, wheel goods and 


pounded to neutralize acids, is excellent for all 


List 





“CHICAGOS” are the Rolls-Royce of roller skates. Built 
like an auto. Stop with 4 wheel brakes. Noiseless and 
shock-absorbing. Wheels spin 4 times longer. Nationally 
advertised. Fully guaranteed. The only successful Rubber 
Tire Roller Skate. 

When the first warm days arrive, you will have many calls 
for “CHICAGOS.” The coming spring season will be the 
biggest ever. Be ready to meet the demand. Place your 
order now. 


L 
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Get in touch with your jobber or write direct for catalog of 

complete line of “‘Chicago’sa’’-——Rink or Racing Skates with 

shoes attached—Sidewalk Skatea with Rubber Tire or Steel 
W heels. 


CHICAGO ROLLER SKATE CO. 


4456 W. Lake St. Chicago, IIl. 
Established Over 20 Years 











PREMAX TENT EQUIPMENT 
IS PARKERIZED 


HAT means that the steel stakes and telescoping 
tubular steel tent poles made by Premax are 

rustproofed. 
When you tell your customers Premax is Parkerized 
they’ll know the product is good. 
For Parkerizing costs money and only good products 
can afford it. We've put the quality there to make 
them easily sold. 


Samples and prices on request. 


PREMAX PRODUCTS 


Niagara Metal Stamping Corporation 
Niagara Falls, New York 
Dept. HA-2 

























METALCRAFT PLAYONS 





TRACE MARK REG. U.S. PAT. OF 











In demand the whole year 
‘round. The line of Wheel 
Goods that speeds the “turn- 
over” of your business. 

Write for Catalog. 


METALCRAFT CORP. 


x 4215-23 Clayton Avenue 
ST. LOUIS, U.S.A. 


New York Toy Fair 


Room 504 Breslin / 
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COMPANY 














Wood Screws Machine Screws 
Stove Bolts Tire Bolts 








Largest Stock 
Greatest Assortment 
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Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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From Raw Materials to Finished Products 


The above is a Sample Display of WICKWIRE 
BROTHERS Products, each product being made in its 
entirety—from raw material to finished goods by our 
own workmen—in our own plant—under our personal 
supervision. Open hearth steel used exclusively. 


This assures an unvarying quality which has char- 
acterized WICKWIRE BROTHERS Brands of Wire 
Goods for over 50 years.’ 


Special attention is directed to WICKWIRE 
BROTHERS Poultry Netting and Fencing made in 
three styles: Hexagon, Graduated and “W. W.” All 
three are furnished galvanized after or galvanized be- 
fore weaving. 


_ We suggest that you obtain these goods from your 
jobber, who is authorized to stand back of every trans- 
action whether you order a single roll or a hundred. 
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Allen Offers You the ONLY 
Complete Line of 


Parlor Furnaces 


ALLEN’S is the one, big line that enables you to 
meet the requirements of every “above-the-floor fur- 
nace” customer. Most manufacturers make only one 
size in one finish: Allen offers 


A Size—Style—Color and Finish 
to Satisty Hvery A PEO 








Concentrate 


—Your Sales Effort 

: —Your Advertising 

" —Your Floor Samples 
—Your Buying Power 








‘ You will cut sales costs and add to your profits. 
“Wire or Write for Our 1927 Dealers’ Proposition” Modern Heat With 
Oldtime Fireside Cheer} 
ALLEN MANUFACTURING CO. The big, exclusive advan- 
: tage that made ALLEN 
Nashville, Tenn. DEALERS the Leaders 
Distributed from stock in the following cities: of, 1926. 
Boston ame Milwaukee Seattle 
Syracuse ee is Missoula Columbus 
Des Moines oo ne Portland Charleston 
Dallas Joseph Grand Rapids San Francisco 
Model 600 420 700 
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The ONE Complete Line of Parlor Furnaces 





E 
hk 
x3; 





sravinale paelnatiaicapeeier de ee ae eee, ei fee 


ee Ae ee ae 


aye TIR REPORT RI Wean Ky ree ur ff 


26 


HARDWARE 


AGE January 13, 1927 











*“*Tune-in’’ on the 


HOHNER 
HARMONY / 
HOUR e« 


And “Cash In” on the Growing 
Demand for Hohner Harmonicas 











O stimulate interest in good music and 
emphasize the possibilities of the harmon- 
ica, M. Hohner, Inc., is broadcasting its third 
annualseries of musical programsand instruc- 
tion known as the Hohner Harmony Hour. 


On Friday evenings at 8:30 o’clock a varied 
program of high-class harmonica music is 
presented through powerful radio stations 
located in New York, Boston, Philadelphia, 
Pittsburg, Washington, Buffalo, Cleveland, 
Detroit and Chicago, reaching an audience 
of millions of people in all parts of the coun- 
try. In addition to the musical numbers, a 
five-minute period of instruction is conducted 
by a well-known harmonica expert. 


At the close of each program the radio 
audience is invited to procure copies of the 
Free Instruction Book, entitled ‘‘How to 
Play the Hohner Harmonica.’’ Thousands 
of these books are being distributed direct 
and through dealers who are prepared to 
meet the demand; and the steadily increas- 
ing sales indicate that people are buying 
Hohner Harmonicas as a result of this effec- 
tive dealer tie-up. 


M. HOHNER, Inc. 


Dept. 66, 114 East 16th Street New York City 


Canadian Address: 
Hough & Kohler, 468 King Street, W., Toronto 








Wise dealers will obtain an 
ample supply of the Free In- | ae 
struction Books and ‘‘cash — 
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Get ready for 
ACCO Sash Chain Sales 


“National Advertising 
Starts in February. 


Herewith a greatly reduced reproduction of the first of 
a continuous series cf ACCO Sash Chain advertisements, 
directed to the general public. 



















This will appear in the February issue of Better Homes 
>,  & Gardens, the largest and most influential publication 
5 in the field of home owners and: those about to build. 


Es 

Better Homes & Gardens has over 700,000 circulation, 

distributed over the entire country, spreading its 
aggressive influence into every city, town and ham- 

let and out into the country. It will carry this 
powerful ACCO Sash Chain message to your cus- 

tomers and start them considering ACCO Sash 
Chain more seriously than ever. 


ACCO Sash Chain advertising in the past 
has been directed to architects, con- 
tractors and dealers, building up a 
steadily increasing sale of this chain. 


This advertising is being continued 
in 1927 with page advertisements 
in additional publications. 


Write forSales Literature 


Plan, now, to stock and display 
ACCO Sash Chain. 


The public will look for ACCO Sash 
Chain in the better hardware stores. 
To sell ACCO is a mark of 
progressiveness. An ACCO 
window identifies the dealer 
who isin business to give his 
customers the best. 








Write us at once. 


: ae AMERICAN CHAIN COMPANY, Inc. 
_——=—= BRIDGEPORT, CONNECTICUT 
In Canada 
DOMINION CHAIN COMPANY, Limited, Niagara Falls, Ont. 


World’s Largest Manufacturers of Welded and Weldless Chains for All 
Purposes and makers of the Famous WEED ‘Automobile Accessories 
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HANG UP o 
SET DOWN 
DEMONSTRATOR 


yam <P 












Note 1 


This feature gives customer 
an idea for the various sized 


bulbs. 
» Space for imprinting your 
retail prices. 
Note 3 = , 
hee | 60 Days’ 
This hole for hanging dis) slau N ¥ , 
ph on ia siaasii TV O DA < Trial 
; ) . , J | Will Satisfy 
ott TO NIGH a ee Dealer 
Value. 
sie RE Write for 
e Testing Socket an Details 


Cord attachment. 


/ 


The Value of This Demonstrator 
HE Champion “HANG-UP or SET-DOWN” Demonstrator has been made to 


increase the volume of sales and profits on lamps. To prove this, note the special 
features and advantages of this Demonstrator. 





Suggestion to Buyer Note 1. The lamps actually being on display show the several sizes and suggest 
to the buyer their various uses and sizes to buy. 


Make Your Own Note 2. Diamond Shape Tags call attention to the watts or sizes of individual 
Retail Price lamps. Space on tags is left open for imprinting retailers’ prices. 

Added Value as Note 3. Two holes are made in the back of the Demonstrator, making it possi- 
Wall Decoration ble to hang on the walls. As is shown by the illustrations, it makes an 


effective wall decoration. 


Display Each Lamp Note 4. A testing socket and cord attachment is very valuable. Buyers are 

Before Testing enerally better satisfied when lamps are lighted in their presence 
clon leaving the store. You will get a greater sales value by using 
this feature of the Demonstrator. 


Value of Note 5. A Red Lamp is sometimes used as one of the sample lamps and its. 
Colored Lamp color tends to catch the eye of the prospective buyer more easily. 


CONSOLIDATED ELECTRIC LAMP CO. 


DANVERS 208 Maple St. MASSACHUSETTS 
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THE OLD HOMESTEAD 
“Ain't What She Used To Be” 





the pleasures of life. 


The horse and buggy have given way to 
the flivver, the electric light has sup- 
planted the oil lamp, the vacuum sweeper 
makes the old broom last longer, and the 
sooty-black, back-breaking coal or wood 
stove is now classified as an antique, for, 
where gas is not available, the modern 
oil range is now preferred for cooking. 


A long time you'll search before you'll 
find an oil range to equal one equipped 
with Lorain High Speed Oil Burners. 


The Lorain Burner lights easily and cooks 
rapidly because the heat is brought in 
direct, wide-spread contact with the 
cooking utensil. 


The Lorain Burner is as near trouble- 
proof as any mechanical device can be 
made. It has only one part that comes 
in contact with the intense heat of the 
flame, and this part, the inner com- 
bustion tube, is made of heat-resisting 


(SUARANTEE 
Should the inner com- 
bustion tube of the 


Lorain High Speed Oil 
Burner burn out within 
10 years from date of 
purchase, replacement 
will be made entirely 
free of charge. 








O matter where people live nowadays, if they have 
money to spend they seek modern labor-saving 
conveniences to give themselves more time for 





Vesuvius metal and is guaranteed for 
ten years against burning out. Read 
the Guarantee. And, the Lorain Wick, 
especially made for the Lorain Burner, 
gives more burning hours than any other 
wick. 


Five different makes of oil ranges are 
equipped with the Lorain High Speed 
Oil Burner. See below. Each of these 
five makes is built in all popular sizes 
and models. They’re handsome, dur- 
able stoves, too. Nothing tinny, flimsy 
or shoddy about them. And the prices 
are right. 


Your trade will take quickly and kindly 
to Lorain Burner Oil Cook Stoves and 
your profits will be bigger because 
once sold and properly set up you'll get 
no complaints or ‘‘come-backs’’. Write 
to any of the Divisions of American Stove 
Company listed below for catalogs, price 
lists and further information. 






Many famous makes of Oil 
Cook Stoves are now equip- 
ped with Lorain High Speed 
Oil Burners including: 


Direct Action—Direct Action 
Stove Co. Div., Lorain, O. 


New Process—New _ Process 
Stove Co. Div., Cleveland, O. 


Quick Meal—Quick Meal Stove 
Co. Div., St. Louis, Mo. 


Clark Jewel—George M. Clark 
& Co. Div., Chicago, II. 


Dangler— Dangler Stove Co. 
Div., Cleveland, O. 





AMERICAN STOVE COMPANY 


ST. LOUIS, MO. 
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Selling Ice Insurance 


NATIONAL 


McKay Dealers sell “chain pree 9 *°™°32F NO" 


Grand Central Palace 


paredness.” They not only sell eee 


Spaces C-79-80-81 


tire chains during the chain sea- ae | 


Spaces 120-121 











son, but they sell them all the 
year round. There are “every 
month profits’ for YOU in | 

the tire chain business. | 
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And they sell Bumper Preparedness, too. Motorists | 
whose cars are equipped with McKay Red Bead 
Bumpers are ready for every emergency. The McKay 
dealer is out for bumper profits and he gets them. 
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Utility Model 


Junior Medel 75¢c. 
Bench Model | 


Hetels an 
Restaurants $5.00 


BAR 


(“( 


Ch 


J 
Sectional View 
Without 
W 4 

Now all wheel and disc 
types of sharpeners are 
obsolete! The Monarch 
introduces a new princi- 
ple that insures a keen, 


lasting edge without 
wearing the knife. 


Four genuine Butcher 


Steels, cleverly arranged 
in safety form enable the 
housewife to sharpen 
knives as perfectly as 
does the butcher or chef. 
No skill or practice is re- 
quired. A few strokes. 
with slight pressure, im- 
part a sharp, tapered edge 
to stainless steel and 
other knives. 
luxe Model 

(IMustrated) - 
Yo 

/ ~~ . 4 


RETT HARDWARE CO., Joliet, TI. 
BLISH, MIZE & SILLIMAN HARDWARE 


). Atchison, 


\ans. 
BUFFALO HARDWARE CO.. Buffalo. N. Y 
HIB & 


BARD SPENCER 
icago, Il. 


BARTLETT 
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KNIFE 
SHARPENER 


Butcher Steel 


in 
Safety Form 
jor Household Use 














Jaywoolf Manufacturing Company 


512 FIFTH AVENUE - NEW YORK CITY 


Distributed through these leading Jobbers: 
LADORE & CO., 610 Buhl Bldg., Detroit, 
Mich. 


LEE-KOUNTZE HDWE. CO., Omaha, Neb. 
CO.. THE LORING LANE CO., 53 Beach St., 
N k, N. Y. 


New York, 


January 13, 1927 


How It’s Done 


30,000 


Sold in 
One Store 


When a single store can 
sell over 30,000 Monarch 
Safety Knife Sharpeners 
within one year, it proves 
that the article must have 
unusual merit. The Mon- 
arch has. One demon- 
stration will convince any 
housewife that the Mon- 


arch is superior to any 
other sharpener. It is 
beautifully nickel - plated 
and retails for $1.50. 
Backed by a national ad- 
vertising campaign, the 
Monarch is already prov- 
ing itself to be one of the 
biggest sellers in the 
hardware specialty field. 
A carton on your counter 
will attract sales and, in 
addition, dealers are given 
every modern form of 
selling help. 


The Monarch offers a liberal profit and ts sold only through legitimate 
jobbing and retail trade. Write for our attractive dealer proposition. 


MATHEWS & BAUCHER, Rochester, N. Y. 
PAXTON & GALLAGHER CO., Omaha, Neb. 
WEED & CO., Rochester, N. Y. 
WITTE HARDWARE CO., St. Louis, Mo 
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National advertising is winning sales 


The famous Nesco 
urner produces a 
steady, blue flame 
directly under the 
utensil. No smoke 
- noodor — no 
overheating of 
chimney tubes. 
Positive, easy act- 
ing heat control 
handles. No ratch- 
ets and gears. Sim- 
ple—trouble-proof. 


Over one million 
Nesco burners 
in use. 


The Nesco Rock- 
weave Wick is a 
woven fabric made 
from pure as 
fibre wound a 
round brass wires. 
Non-burnable. 

big Nesco exclu- 
sive feature. 
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for Nesco Dealers 


ESCO is one of the most widely advertised 
oil cook stoves on the market. During 
1927, as in years past, a powerful advertis- 

ing campaign starts in the early spring in 30 of 
the leading national magazines and farm papers. 


Nesco is well known and widely accepted today. 
Over one million Nesco burners are serving the 
gasless homes of America. The wide-spread 
program of advertising in 1927 will build added 
reputation and prestige for the line. 


Nesco dealers are increasing their sales because 
they offer the housewife the combination she de- 
mands—quality merchandise at an attractive price. 


Let your jobber tell you why you can make money 
selling Nesco Stoves. He knows your territory 
and knows your problems. His advice is sound. 


Ask your jobber for full details and write 
us for catalog No. 41. Address Dept. N-I. 


NATIONAL ENAMELING & STAMPING CoO., INC. 

Executive Offices: 425 East Water St., Milwaukee, Wis. 

Factories and Branches at: Milwaukee, Chicago, Granite City, IIl., 

St. Louis, New Orleans, New York, Philadelphia, Baltimore. 
Licensed Canadian Manufacturers: 

Dominion Stove & Foundry Co., Penetanguishene, Ontario, Canada. 


NESCO 
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New for 1927 
The greatest oil range 


value on the market! 
Built-in oven, right or 
left, with thermometer. 
Oven burners can be 
used for grate surface 
cooking. White porce- 
lain surfaces make this 
model a beauty. You 
will be amazed at the 


low price. 
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This is the Skillet women lift 





February advertising 
in Women’s National 
Magazines concen- 


HARDWARE AGE 





Sea 


ane fas 
? 
: Bi 


on the Gris- Bai i, 
Skillet-and- eee 


Cover. 







Pe * Patented 
> 


MS 


to feel how heavy it is 


THE new educational advertising in k ebru- 
ary Good Housekeeping, The Ladies’ 
Home Journal, Country Gentleman, 
Woman’s Home Companion—tells women 
that the very heaviness of the Griswold 
Cast Iron Skillet-and-Cover means trium- 
phant cooking. The Skillet-and-Cover over 
the fire makes a wall of perfect heat. Heat 
as thick as the Skillet is thick, and evenly 
hot clear through that thickness—due to 
the Griswold uniformity of casting. There 
isn't a thin place anywhere. 

This means that chicken, ham, other 
meats, vegetables cook perfectly without 
the addition of anything. Waterless, 


GRIS3 


Reg. U.S. 





greaseless cooking. They release their own 
juices and cook themselves in them. Baste 
themselves too! Steam-up and drip their 
rich steaminess from the rings inside the 
Cover. A heavy, moist, active heat all the 
time. Have Griswold Skillets-and-Covers 
out where women can lift them. On your 
counters. On the skillet display stand sent 
free with your order. Wire your jobber, 
or us, at once. The Griswold Mfg. Co., 
Erie, Penna., U.S. A. 

Makers of Extra Finished Cooking Utensils in Cast lron and 
Aluminum, Waffle Irons, Food Choppers, Reversible Stove and 
Furnace Pipe Dampers, Fruit Presses, Mail Boxes, Bolo and 
other Portable Bake Ovens, Gas Hot Plates, Electric Waffle 

Bakers and Electric Hot Plates. 

THE LINE THAT’S FINE AT COOKING TIME 


OLD 


Pat. Off. 
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to-days Bride wilf USC 
™ Can Opener 
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Golden wedding day 


**Turn the thumb-piece and the top is off’’ 





Year after year the Blue Streak Household Can Open- 
ing Machine attacks its job with the same keen-cutting 
zest. With an easy turn of the wrist, it lops tops from 
cans of any shape. Dealers sell this original 100% can 
opener with the assurance of no dissatisfied come-backs. 





A handy bottle opening attach- 
ment makes this kitchen utensil 
doubly efficient. 


Cuts can edges smoothly and 
cleanly — contents come out 
whole and unbroken. No dan- 
ger of cut or infected fingers. 





In individual packages. 
Dozen lots in attractive 
display cartons. 














Torrington 














Susy housewives save 
time by keeping the 
master size Blue Streak 
opener screwed in 
place. 





The Turner & Seymour Mfg. Company 


Fully guaranteed. Endorsed by 
Priscilla Proving Plant and 
(sood Housekeeping Institute. 


Nationally advertised with 
master size Blue Streak and 
Blue Whirl Egg Beater. 


Same quality blade as 
on $2 and $5 Blue 
Streak machines. Brass 
bushings on revolving 
parts. 














Connecticut 




















Let your customer ex- 
amine Jersey Copper in 
the roll, so that he can 
see and test its stiffness 
and great tensile 
strength. Show him the 
Jersey dark finish—near- 
ly invisible; and stays 
that way. 
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You can make a better sale 
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JERSEY 
TAG 
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We Make Sales 
For You 

by persistent national advertising. 

he your customer the Jersey Tag 

at the end of roll. He will know. 

We furnish customers with 


store and window display material. 


A window display of screen 
cloth now will start early buying 
for the repairs and renewals need- 
ed in the Spring. 


=n JERSEY 





HERE is no single article in a hard- 

ware stock which lends itself better 
to making friends—and profits, than 
insect screen cloth;— 


Nothing else more important in its 
day-by-day service to the customer in 
the protection of his home; — 


Nothing else in your store on which 
service from you — in selling the right 


thing for the purpose, will make a bigger ' 


hit or more lasting impression! 


That is true—if you will stop to think 
about it. 


The screening history of nearly every 
house in your locality — possibly of your 
own home, is argument for the stocking 
and selling of Jersey Copper! 


The experience of your neighbors with 
rusted iron or steel, or so-called ‘‘bronze” 
that often masquerades as copper, leaves 
a wide-open opportunity for service in 


..- more friends... more profit 


featuring and recommending a screen 
cloth which you know is all copper, 
pure copper and nothing but copper. 


Jersey Copper Screen Cloth is 99.887 
pure copper! It is the only cloth woven 
from Roebling wire. To the durability 
of pure copper, the Roebling process 
adds tensile strength and stiffness un- 
known in ordinary copper cloth. 


Sell Jersey Copper and you will sell 
satisfaction. One sale in a neighborhood 
begets many other sales. 75> With 
Jersey Copper you will have the means 
of making your screen-cloth business 
grow this Spring! 


For quick delivery of a Six-Roll Sample 
Order, write — The New Jersey Wire 
Cloth Company, 628 South Broad Street, 
Trenton, New Jersey. All Grades of Wire 
Cloth Made of All Kinds of Wire. 


_Jers ey Copper 


INSECT SCREEN CLOTH 


MADE OF ROEBLING COPPER WIRE-—99.88% PURB 
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239 West 39th Street, New York City 
FRITZ J. FRANK, PRESIDENT 
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The Belfry—814" high 





The Night Watch— 
U4” high 


The Wayfarer— 
16” high 





ELDOM has a product been pre- 
G vented to the hardware trade 
which holds so much value from the 
display standpoint as McKinney 
Forged Iron Lanterns. 


These lanterns raise the whole tone 
of the store and get business for all de- 
partments. They catch the eye and 
start the prospect store-ward. Even 
while the store is closed they work— 
attracting attention to the window 
with their soft beam of light falling 
upon the sidewalk, McKinney lanterns 
sell themselves and other products. 


McKinney Forged Iron Lanterns 
are available in six designs—the 
Salem, the Cloister, the Wicket, the 
Wayfarer, the Night Watch and the 
Belfry. All are fashioned from rust- 
resisting Armco Ingot Iron. The metal 
is given an additional special 
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Forged [ron Lanterns 


McKinney weatherproofing before 
receiving a coat of baked-on enamel 


followed by a final finish of Duco. 


McKinney lanterns come equipped 
with a glass cylinder of antique crackle 
and with forged iron bracket or three 
foot overall chain and canopy when 
the lantern is to be hung from the 
ceiling. 

A complete oak display board with 
four lanterns mounted and with long 
cords and push plugs is furnished 
without additional cost. Several sug- 
gestions for window arrangement and 
a beautiful display card will be fur- 
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The Salem—I17" high 
The Clotster—12” high 
The Wicket—8” high 





nished on request. 

Order your display board 
immediately and put it to 
work for you. 


Force Division, McKinney Merc. Co. 
Pittsburgh, Pa. 
Please send us: 
O complete information on McKinney Forged Iron 
Lanterns. 
O also window arrangement suggestions. 





Forge Division Name 


McKinney MANuFAcTURING Co. Address 
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Pittsburgh, Pa. 
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Keep Your Eye on the Public Wants — | 


UNDAMENTALLY, the success of ing what the public wants. ‘This includes 








retail merchandising hinges on a anticipating future needs, and, the time : 
knowledge of what the Public Wants. when things now wanted will lose their i 
[ncidentally, it is well to remember that appeal. . It is fully as important to know 
the public, like the. individual, changes its what to unload and when, as it is to know 
mind frequently. What the public wants what to stock and when to stock it. _, 
today, it may have no desire for ina few ~°© © Public demand will eventually tell. a | ee H 
weeks or months. . -merchant what to stock, and the loss from ) i 
E It therefore behooves every retail mer- . not having it sooner is more or less. prob- 7 
; chant to keep a careful check on the public lematical. Lack of demand will just as % 
wants. fw surely tell him when the public has stopped : 
This is particularly true in the hardware». M ba ‘wanting certain merchandise, but then the | i 
b business, because of the tremendous num- . ‘gloss is real on whatever of that merchan- | 


ber of items and lines carried in the mad-* 43 = “dise remains in his stock. | sisi 
ern hardware store. ‘The profits of the “33°: The only way to play safe is to keep irises | . 
hardware merchant are tied up in thases'3 vatchful eye on the public wants as ex-. 
lines and items until they are sold. When: + Ba: pressed in your sales and in inquiries for . 
any line or item loses public favor, and : © certain goods. When sales on any items 
sales stop, the merchant loses not only the « ‘= show a continued falling off, keep the stock. 
profit he expected to make, but also the “~~~ of those items at a minimum. On the other 






er eee 

















cost of the merchandise and the overhead hand, when sales show a steady increase, 
expense entailed in buying, storing, dis- ... stock to fit the demand. Don’t lose sales.. q 
playing, advertising and finally keeping it. by being out of goods. Lost sales presage 4 
The big part of a merchant’s job is know- lost customers. 7 
at at 
| - _ No One Is in Debt to Macy’s 4 
ACY’S is a’ big, successful, New In the lower right hand corner a few 4 
: York department store. It sells paragraphs in small type explained that : 
for cash only. '  Macy’s sells everything for cash, and that i 
, : On December 31 this ‘big, successful this policy helped Macy’s customers, be- : 
store ran a full page advertisement in va- cause it enabled the firm to sell merchan- H 
rious metropolitan newspapers. What do dise at lower prices. . | 
you suppose was advertised? Not the mer- Stores like Macy’s, chain stores and cat- 
chandise carried; not the services rendered alog houses are educating their customers 
the public; not the prices charged. to buy for cash. Meanwhile most hard- 
Instead, that full page was blank except ware merchants continue to teach their 
for one sentence in heavy type: _.»-..°... Customers to buy on credit. 


“No One Is in Debt to Macy’s.” —°. >... + Wetwonder. why?. 
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How Gates Gets 5 Stockturns on $500 
Worth of Fishing Tackle 


California dealer advertises consistently in newspapers, on moving picture 
screens and by direct mail. Features frequent window displays of various 


fishing tackle equipment 


IVE stockturns a season on fishing tackle 

is pretty good business even if California, 

where all the streams have trout and all the 
lakes have more varieties of fish than you have 
fingers on your hands. Therefore, it is worth 
mentioning that the Gates Hardware Co., Marys- 
ville, Cal., turns a $500 stock of fishing tackle, 
poles, accessories, etc., five times annually. 

Chester Gates, manager of the company, attri- 
butes his success with this line to three things: 
advertising, display and the fact that most of the 
salesmen in the store like to go fishing. 

The firm advertises in the local newspaper, on 
the moving picture screens, and occasionally by 
direct letter to customers and prospects. The 
hshing tackle is on display near the entrance of 
the store during the fishing season, and there are 
frequent window displays featuring various things 
that are dear to the heart of all lovers of the pis- 
catorial art. 

The rack used by the company for displaying 
fshing poles is interesting in that it is home made 
and has been responsible for doubling the sale of 
poles since it was made and put on the floor about 
a year or so ago. It is a simple rack, as the 
accompanying photograph shows. As a matter of 
fact any small stand or table of similar design 
would be equally as serviceable. The feature of 
it is the use of clothes pins to hold the poles. 
Oriyinally small hooks were used, but they were 
found to be awkward and sometimes they 





scratched the poles. So the little clothes pins were 
screwed on to the top of the rack and have served 
the double purpose of holding the poles and of 
attracting the interest of both men and women 
who visit the store. 

That, according to Gates, is one of the advan- 
tages of having such a rack, especially in a farm- 
ing community where appliances and conveniences 
are appreciated for the skill they represent as 
much as for their serviceability. 

Gates also believes that the firm is fortunate in 
having most of its salesforce interested in fishing. 
It is doubly fortunate that most of them are suc- 
cessful fishermen. Their individual and collec- 
tive prowess in the art is one of the most effective 
demonstrations that they could give concerning the 
quality of the fisherman’s equipment that the 
store sells. 

Whenever an unusual catch is made in the 
community the Gates Hardware Co. tries to get 
permission to make a special display of it in their 
store window, which of course has the desired 
effect of directing attention to the Gates store. 

The sales force of the Gates store, being most 
of them devoted fishermen also know a large 
proportion of their fellow fishermen. They know 
where the best streams are located. Consequently, 
when a prospective customer comes in they are 
in a position to give him really worthwhile advice 
respective to the type of equipment he should 
select for the trip he has in mind. 





Note the neat arrangement of this counter display of fisherman’s equipment as used in the store of the Gates Hardware Co., 


Marysville, Cal. 
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Manchester, New Hampshire, holds a 
winter carnival which is a great stimu- 
lator of winter sports—all of which 
means more sporting goods sales. 
Have you ever thought of starting one 
in your town? Skating, Derbies, to- 
bogganing, ski events, bob sledding. 
hockey and many outdoor sports offer 
opportunities for sales making. 








Photos courtesy Manchester Chamber of Commane 
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Keep the Money 
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mill, is a junction point for two streams or 
currents. 


. RETAIL store, like the old water power 


One stream leads away from the store and 
represents the merchandise which goes out to the 
consumer. The other stream represents the money 
which comes back in payment for goods sold. It 
leads to the store and over the imaginary power 
wheel, where it is converted into two things: Profit 
for the merchant and more merchandise to keep 
the out-bound stream going. 





The speed and volume of these two streams and 
the relationship they bear to each other, determine 
the success or failure of every retail store. 


The money stream must equal the merchandise 
stream in speed and volume before the merchant 
can get back the cost of the goods, plus his over- 
head expense. It must equal the merchandise stream 
in speed and exceed it in volume before there can 
be any profit. 


Likewise the speed and volume of both streams 
must be sufficient to keep the business wheel turn- 
ing or eventual failure is inevitable. 


Profits are not paid in merchandise. They can 
only be paid in money which comes back from those 
who buy the merchandise. Goods on the shelves 
are not profits. There can be no profits until the 
merchandise is sold and the money collected. 
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There is a difference between profits and assets. 
Goods are assets. It is well to remember, how- 
ever, that if the assets were put up at a forced 
sale, they would, in all probability, be sold at a 
heavy discount. 
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Also—goods on the shelves are not worth the 
marked price, so far as the merchant is concerned. 
They still owe the original cost, with a portion of 
the general expense, and there are still further 
costs to be incurred before they are sold and the 
money collected. 


Book Profits are not Actual Profits. They are 
only the means whereby a profit may eventually 
be obtained, through collection. 


Book Accounts are not worth their face value, 
because there are both interest and collection 
charges to be added, with a discount to cover those 
which will not be collected. 


Selling is important. Without sales there can 


be no profits and no business. ir 
Buying is important, because goods must be ‘ 

bought before they can be sold. ., ¢ 
Proper Mark-up is tmportant, because mark-up x NX 


is the allowance made for costs and profits. 


Adequate turnover is important, because it is 
the vehicle of expected profits. 















But—selling, buying, mark-up and turnover all 
lose their importance unless the merchant collects 
the money for the merchandise he sells. 


Keep the merchandise stream moving. Increase 
its speed and volume, if possible. But whatever 
else you do see that nothing is allowed to retard 
or dam-up the money stream which furnishes your 
business power. 
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Note the wide variety of items displayed in this toy and sport ing goods department of the Schroeter Brothers Hardware Co., 
St. Louis, Mo. 


Selling Toys All Year Round 


Christmas money, stormy and wet weather, birthdays and a 
little bit of “push” turn toy stocks into money all the time. Mer- 
chants in these four states prove it. 


AST August, in Toledo, Ohio, we missed a toy win- 
dow otf the Horn Hardware Co. by about ten min- 
utes. William Tennyson, the window trimmer, was 

removing the last three pedestals as we parked the Ford. 
l'rom him, and Francis Horn, the smiling son of Henry 
liorn, the owner, we learned that tovs are an all-year 
proposition in this hardware store, and that about once 
a month toys and juvenile vehicles are displayed in the 
windows. The window in August during a rainy week 
sold nearly $50 worth of toys. Mr. Horn senior, who 
is a director of the (hio Hardware Association, told 
us that after the Christmas rush is over only a tew 
merchants are wise enough to feature toys. He does it, 
and finds that many youngsters receive money gifts from 
out-of-town relatives and friends. Some of this money 
can easily be drawn toward the hardware toy department 
with the proper stimulus. 

In February and March, the so-called indoor period 





for kiddies, creates a very substantial market for play- 
things, particularly the smaller items which may be used 
in the home. Games, juvenile books, wheel toys, trains, 
small iron toys and such will help the mothers keep 
young children indoors during the stormy days of the 
next two months. 

Horn Hardware Co. has one showcase up front de- 
voted exclusively to toys throughout the entire year. 
Schroeter Bros. Hardware Co. of St. Louis, Mo., have 
the same arrangement. In both stores these cases are 
up front in prominent places. 

Schroeter bros. make it a practice to handle all lines 
of merchandise which they can sell at a profit steadily. 
Toys all year around come in this classification, as each 
month of the year has some merchandising angle for 
playthings. [arly January trade includes the youngsters 
who have holiday money to spend; also there are many 


(Continued on paae 87) 
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On this page are de- 
picted store displays 
of toys, games and 
juvenile vehicles as 
displayed by four 
middle western 
hardware mer- 
chants who success- 
fully carry’ these 
lines the whole year 


round 
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Top: Cherokee Hdw. 

Co., Louisville, Ky.— 

display of toys and 
vehicles 


Center: Toys and 

games displayed by 

Horn Hdw., Toledo, 
Ohio 


Juvenile vehicle de- 

partment of the J. G. 

DePrez Co., Shelby- 
ville, Ind. 
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An American Character Study 


Part Four 


By Saunders Norvell 


Epitor’s Note—This is the fourth installment of a series of 
articles by Saunders Norvell, telling of the rise of Charles Reier- 
son. The first saw him in the obscure little village of a South- 
ern State where he began life; the second begins with his entry 
into the business world, and closes with Reierson on his first 
territory as a salesman; the third deals with his early career 
as a salesman. 


UT Reierson did not capture all the opening stocks! 
When the writer was president of The Norvell- 
Shapleigh Hardware Company in St. Louis, he 

had some lively battles with Charlie Reierson on new 
stocks. On one occasion a dealer came, I think, from 
Arkansas. He wished to buy a very large new stock. 
In the course of my conversation with him, the dealer 
took a letter out of his pocket. It was a letter from 
Reierson inviting him to come to St. Louis to buy 
the new stock and outlining all the advantages The 
Simmons Hardware Company had to offer. Reierson 
was always an excellent letter writer. I was very much 
interested in reading this letter. He made some points 
that were worth remembering. This particular dealer 
happened to prefer our salesman to Simmons’ man, so 
this time we sold the new stock! Afterward, I per- 
suaded this dealer to allow me to keep Reierson’s letter. 
On a number of other occasions, I must confess that 
I used parts of that letter myself in writing to new 
stock prospects! So we see that bread cast upon the 
waters returns at some future date and virtue is always 
its own reward!!! 

Reierson’s reputation by this time had traveled into 
the East. He was known and discussed in the councils 
of a great corporation on Broadway in the city of 
New York. A sales manager for The Remington Arms 
Company was desired. A man was needed who would 
have the characteristics, the training and the experience 
that had fallen to the lot of the hero of this story. 
All these years, unconsciously, Reierson had just been 
preparing himself for the dramatic sequel to this tale. 

In 1910, Reierson became Western sales manager, with 
headquarters in St. Louis, of The Remington Arms 
Company. 

In 1914, he was appointed general sales manager, with 
headquarters in New York. 

In 1915, he became assistant to the vice-president and 
general manager in New York. 

In 1916, he was elected vice-president. 

In January, 1920, when the company was faced with 
the enormous task of readjustment, he was elected 
president and given this job. He was also a member of 
the executive committee and the finance committee of 
the company, and was president and a director of all 
the subsidiaries of the company—ten of them. He re- 
signed on Nov. 30, 1926, and was therefore just com- 
pleting his seventh year as president. 

The period through which Reierson served in that 
capacity was one of dark days, probably the period of 
greatest concern that ever faced American industry. No 
such times had ever before existed. Therefore they were 
without the guide-posts of precedent to point out the 
way. Huge debts had to be paid. Huge plants had to 
be filled up and put to work. The business had to be 
entirely reorganized and put back upon a_ peace-time 





basis and the “stepping down” of industry is no small 
nor pleasing task. All this, though, was done. All debts 
were paid. All plants were filled. 

The Remington Arms Company is in better con- 
dition than ever before. Its funded debt has been 
materially reduced. Its current liabilities are com- 
paratively nil, the last balance sheet showing current 
assets in the ratio of about 8 to 1 of current liabilities— 
a showing few corporations can equal. Nineteen hun- 
dred and twenty-six will be one of The Remington 
Arms Company’s very prosperous years. | 

You know, when a three-act play is written, the 
first act is given over to the setting of the play and the 
outlining of the characters. The second act develops 
the situation and the curtain goes down with the audience 
either in doubt or mystified. Every well written play, 
at the end of the second act, leaves you wondering how 
things will turn out. Then, in the last act, the denoue- 
ment, as the French call it, takes place. Everybody is 
killed off, as in the tragedy of “Hamlet,” or everybody 
gets straightened out, kisses and gets married, in the 
normal play. What happens to the characters afterward 
only God knows! 

Now, it has always seemed to me that every man’s 
life follows the plan of a well written drama, i.e., first, 
the preparation ; next, a period when a man hangs in the 
balance, as it were—no one knows just how he will 
turn out; he may rise to great heights or, by a curious 
twist of mind, he may suddenly cease to develop; it 
is interesting to note how many men, in the midst of 
their careers, for some reason or other, seem to lose 
power and momentum—to pass out on the job. There- 
fore, this middle period of a man’s life is like the second 
act of a play. Then the curtain rises on the third act. 
It is in this act that man takes his greatest flight to 
success, reputation, independence and wealth or, on the 
other -hand, the climax is a tragedy of unfulfilled life 
hopes. ; 

In this tale, so far, I have told about Charlie, the 
bare-footed, blue-eyed boy. I have carried him through 
Act I, the act of preparation, the story’s unfolding. This 
act lasts from the scenes in Texas to his becoming an 
official of The Simmons Hardware Company. Then, 
with The Simmons Hardware Company, we have Act I] 
of his life—his training as a sales manager and an execu- 
tive. Now the curtain rises on Act III. These other two 
acts have simply been in the form of preparation. This 
last act has for its orchestra the dull roar of the ar- 
tillery on the battlefield of France. Night rockets burst 
in the air over No Man’s Land. Millions of the flower 
of the youth of the world perish on the battlefields of 
France. But here in our story is a character laboring 
night and day as an important actor in the greatest drama 
and tragedy that has ever been staged in the world’s 
history. This, therefore, is the denouement—the climax 
—of the thrilling drama of this man’s life. 

Now the curtain rises on Act III of this dramatic 
story of an American business man. 


REMINGTON IN THE WORLD WAR 


Some one with an unpronounceable name shot an 
Archduke who had never been heard of, in a little 
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town which was not on the maps in our school 
geographies, and the fires of war blazed in Europe. 
Wars can not be fought without munitions. Arms and 
ammunition are essential. Europe turned to the United 
States for such munitions. American manufacturers 
were unprepared for the demands suddenly made upon 
them. The manufacturing capacity did not exist. It 
had to be created. Buildings had to be erected. Equip- 
ment, machinery and machine-tools had to be _ built. 
Skilled workmen did not exist in sufficient numbers 
and had to be trained. 

The first order for military cartridges placed by any 
of the warring European nations was an order for the 
British service cartridge, calibre .303, 25,000,000 such 
cartridges being ordered from The Remington Arms 
Company. Being unprepared to produce such an order 
within any reasonable time, they “farmed out” a portion 
of this order to three of their competitors, all of whom 
later were very sorry for accepting it when other orders 
were offered them direct. However, they filled their 
contracts with The Remington Arms Company, who 
thereby made a profit on the products of their three 
competitors, ONCE! Those competitors took no more 
such sub-contracts. 

Later, after building huge additions to existing plants, 
equipping them with modern cartridge-making machinery 
and training a personnel of workmen to make cartridges, 
The Remington Arms Company accepted orders for 
30 million, 100 million and 500 million military cart- 
ridges without batting an eye! 

Rifles were the next essential. Infantry is the back- 
bone of every army and the rifle is the arm of the in- 
fantryman. Orders for rifles poured in, each nation 
using its own distinctive type of rifle. The service 
rifle of the British Army was the modified Enfield, 
caliber .303, Belgium used the Mauser rifle, caliber 
7.65 mm. Serbia used a Mauser rifle also, but in caliber 
7 mm. The rifle of the French Army was a special 
type known as “Model of 1915,” and in caliber 8 mm. 
The Russian rifle was the “Nagant,” in caliber 7.62 
mm}. 

The Remington Arms Company built a huge rifle- 
making plant adjoining their then existing arms plant 
at Ilion, New York, working day and night, and equipped 
it with the most modern machinery, for the execution 
of a contract for 500,000 British rifles. The Remington 
Arms Company built another, and very much larger, 
plant in Bridgeport, Conn., for the production of 1,000,- 
000 Russian and 250,000 French rifles. They leased and 
equipped an enormous plant, just built for other pur- 
poses, at Eddystone, near Philadelphia, and operated it 
under the name of “The Remington Arms Company of 
Delaware,” where 1,000,000 British rifles were manu- 
factured. After the completion of the rifle contracts 
for which this plant was equipped, the buildings were 
returned to their owners and locomotives are being built 
in them now. 

Such plants with their equipment and their operation 
required vast additions of capital—millions and millions 
of dollars. The credit of The Remington Arms Com- 
pany was good, and with the showing of signed con- 
tracts for hundreds of millions of dollars’ worth of rifles, 
ammunition, etc., the necessary capital was readily se- 
cured, the amount of which gives one a headache merely 
to contemplate. It was more difficult to repay it, but 
they did. 

The Robin Hood Ammunition Company at Swanton, 
Vermont, which had been manufacturing loaded shells 
and sporting ammunition in a small way, were bought by 
The Remington Arms Company. The Robin Hood people 
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had a very desirable order, or contract, with the French 
Government for military ammunition, but they did not 
know how to make it, nor had they the facilities. The 
Remington Arms Company knew how, and executed not 
only that contract, but others, in the old Robin Hood 
plant which was speedily equipped with modern 
machinery. 

Swanton is only a village. There were insufficient 
facilities there for feeding the increased number of em- 
ployees required by The Remington Arms Company. 
A restaurant was built within the plant enclosure, running 
24 hours per day, and at any hour of the day or night, 
a plate of ham-and, a slice of roast beef, a sandwich, a 
slab of pie and a cup of coffee could be had. This 
restaurant developed into one of the social centers of 
Swanton and it became the custom to serve dinners 
or suppers there before and after dances or other en- 
tertainments. 

As Bridgeport very quickly became one of the busiest 
manufacturing cities in the country, the housing shortage 
became acute. The Remington Arms Company had to 
have workmen and they had to be housed. Accordingly, 
the company built “Remington City” in a section of 
Bridgeport adjacent to the company’s two huge plants. 
This meant, not a few houses, but hundreds of them. 
Two, four and six-family houses, as well as apartments 
capable of housing a number of families, sprang up 
quickly. These buildings were permanent buildings, 
largely of brick construction. Dormitories were built 
for the girls, hundreds of whom were employed in the 
big munition plants, each dormitory in charge of a 
matron. In these dormitories, girls secured comfortable, 
heated and lighted rooms at very low rates. Kitchenettes 
were provided where the girls could get up their own 
meals if they so desired. There were dancing rooms with 
Victrolas and plenty of the latest dance records, rest 
rooms with lounges, books, magazines, etc. All of this 
meant more millions of invested capital—many more 
millions. There seemed no other way to house the army 
of employees of The Remington Arms Company. 

The Remington Arms Company had a “powder park” 
of about 375 acres of rugged and wooded land on the 
outskirts of the city of Bridgeport. Here, in hundreds of 
magazines, each isolated from the others and each sur- 
rounded by high bunkers of earth and sod, not unlike 
bunkers seen on many gqglf courses, except for their 
height, thousands of tons of powder were stored. A rail- 
road ran “powder trains” hourly from this park to the 
ammunition factory, the railroad of The Remington 
Arms Company, the idea being not to have too much 
powder in the plant at any one time.. The hazard was 
great enough, at best. This park, the line of railroad, 
the two plants and the grounds surrounding them were 
patrolled day and night by a small army of armed guards. 
Sympathizers of the Central Powers were active in those 
days! 

Then, President Wilson grew tired of writing letters. 
Uncle Sam went to war and jumped in with both feet, 
“to the last dollar, to the last man, to the last drop of 
blood,” in the language of the President. We were 
totally unprepared. We had no reserve of either arms 
or ammunition. The orders which had been placed by 
European nations seemed like “small change” compared 
with the needs of Uncle Sam. 

If the United States Government had gone to war in 
1914, it could not have sent to France such an army of 
splendidly equipped young men in less than two to three 
years’ time. The facilities for the manufacture of the 
required munitions simply did not exist at that time 

(Continued on page 90) 
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Hand-to-Mouth Buying Makes Increased 
Turnover Unprofitable 


By Fayette R. Plumb 


(Reprinted from Printers’ Ink Monthly) 


URNOVER has been a 

good thing for business. 

Sut it has been carried, 

like installment selling, to a 

point where the disadvantages 

in many businesses are great- 
er than the advantages. 

This article is intended, 
therefore, to throw a little 
light on one phase of this 
modern way of trade—that of 
the increased cost of obtaining 
turnover through hand-to- 
mouth buying on the part of 
wholesaler and retailer. It 
is based on the experiences of 
Plumb distributers and deal- 
ers, supplemented by a general 
knowledge of conditions in 
the hardware industry. 

Turnover in itself is a good 
thing, and so far many eco- 
nomic factors have been in its 
favor. Improvements in trans- 
portation have helped it. The 
production capacity of old 
lines since 1920 has been in 
excess of demand, so that, 
with quick delivery, this excess 
production has made it easy 
to build up turnover. A third 
important element in making 
turnover such a great part of 
today’s merchandising has 
been a combination of lack of capital and fear of de- 
clining prices on the part of manufacturer and dis- 
tributer. 

Now the interest of my company in hand-to-mouth 
buying as it tends to make increased turnover un- 
profitable lies in the fact that Plumb tool sales are 
limited by the price the consumer has to pay not only 
for tools but for any other things he wants to buy.” The 
consumer will weigh the value of a hammer or an axe 
at the price he must pay against shoes, hats, amuse- 
ments or any other want he may have. 

At the bottom of the trend toward rapid turnover 1s 
lack of capital. 

Let me illustrate how this factor tends to push dis- 
tributer and dealer into the pitfalls of excessive turn- 
over. The figures apply similarly to wholesaler and 
retailer, though the average number of turns as quoted 
is better than retail and less than wholesale. 

In 1913 a man doing a business of $100,000 a year. 
had an inventory of $40,000 and turned his stock two 
and one-half times. Since 1914, average hardware 
prices have about doubled. (This doubling is not as 
high as it appears in face of general figures showing 
living costs up only 60 per cent, due to the fact that 
raw products and agricultural products have not had 








That the high cost of hand-to-mouth buving offsets the 

advantages of increased turnover so that the dealer 

actually loses money in his efforts to get turnover is the 
theme of this unusual article by Fayette R. Plumb. 


to bear the burden of in- 
creased labor costs. ) 

With prices for hardware 
up 100 per cent, and assum- 
ing that the distributer can 
sell the same physical volume 
as in 1914, he does a business 
today of $200,000. But to do- 
this business he needs an in- 
ventory of $80,000 on the 
basis of two and one-half 
turns per year. This is a 
great deal of money, and the 
distributer finds he must do 
one of two things—he must 
borrow or he must get the 
money out of the actual busi- 
ness. And he does not like to 
borrow. 

As a result he tries to get 
five turns a year instead of 
two and one-half; he tries to 
do the new business on _ half 
the stock. 

He figures that if he can 
double sales he will double 
profits, and he figures that if 
he doubles turnover on the 
old inventory he will double 
his sales at no added cost, with 
proportionate increase in 
profits. To put it in figures: 

Due to doubled costs, his 
$4,000 net profit (4 per cent 
is a little above average) on 1913 $100,000 sales today 
must be $8,000 on $200,000 sales. And he figures that, 
on a stock of $40,000, he can get his $8,000 profit by 
doubling his turnover—from two and one-half to five 
times—instead of by doubling his inventory to $80,000. 

This he sets out to do by cutting the size of his 
orders and getting more frequent deliveries. And right 
here enters the factor that he does not fully understand— 
the high cost of small orders. It is this high cost of 
small orders which makes increased turnover unprofit- 
able. 

While the high cost of executing all orders frequently 
has been discussed, the amount of detail required to 
execute an order by either a manufacturer or a whole- 
saler is not generally realized. So here is the published 
statement of a leading manufacturer who recites the 
steps which he has to take with each order: 





1. Enter order. 

2. Make out acknowledgement and mail to customer. 
3. Tabulate to factory production record. 

4. Tabulate to customer’s order record. 

5. Take items from stock or from tools in process. 
6. Pack specially instead of in standard cases. This 


involves extra cost for a small shipping case and 
extra labor in packing and extra weight 1n pro- 
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portion to the contents for which freight must 
be paid. 

7. Secure bill of lading or express receipt, or parcels 
post receipt. 

8. Make out invoice and mail to customer. 

9. Post invoice in ledger. 

10. Post payment when received. 

“We found,” says this manufacturer, ‘that the cost 
of these ten steps amounted to over $2. 50 per order. 
This is 10 per cent on an order amounting to $25, and, 
on some of the smaller parcels post shipments, amounts 
to more than the selling price!” 

Now it naturally comes about that this cost of filling 
small orders compels us, as manufacturers, to sell at a 
higher price. And this, in turn, reduces our volume— 
for it is true that the lower the selling price, the more 
we can sell. So small orders, then, reduce the manu- 
facturer’s volume and compel him to increase his selling 
price. 

Next comes the effect of small orders on the dis- 
tributer. A prominent hardware jobber states that in 
his house the following plan seems necessary to keep 
proper track of orders: 

1. Opened and sorted. 

2. Stamped with received time stamp. 

3. Tickler card got out and date stamped; and, if mail 
order, copied upon house order blank and checked 
back. 

4. File number and routing put in and spaced for 
departments. 

5. O.K. by credit department. 

6. Registered. 

7. Stamped with time stamp and sent out to ware- 
house. 

8. Layouts selected. 

9. Duplicate copies made. 

10. Stencil for tags cut. 

11. Tags and stickers printed. 

12. Stamped with time stamp. 

13. Original orders and copies sent to various depart- 
ments. 

14. Orders and copies worked and returned. 

15. Copies assembled and checked back against original 
shipping accounts and weights transferred. 

16. Sent to checkers; goods to be packed are checked. 

17. Sent to packers and packed. 

18. Packed goods sent to shipping room. 

19. Order rechecked to catch omissions of original 
shipping accounts and items not filled stamped 
with time stamp. 

20. Sent to office and bill of lading made. 

21. Back order items taken off and stamped with time 
stamp. 

22. Sent to register department and checked off to bill- 
ing department. 

23. Priced by price clerk. 

24. Costed by cost clerk. 

25. Extended and footed. 

26. Extension checked for errors, dating, etc., placed 
on order. 

27. Sent to billers and invoice made. 

28. Order and invoice separated ; order spaced for dis- 
tribution of sales. 

29. Invoices folded and mailed out. 

30. Copy of invoice sent to bookkeepers for posting. 

31. Posted to ledger. 

32. When paid, credited to ledger. 

“The study of our office and warehouse salaries 
shows,” says this executive, “that it costs for labor 
alone just one dollar per order to cover this cost when 
we consider all types of orders handled, with the ex- 
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ception of factory shipments. The average total cost of 
handling is about $3.50 per order.” 

Another prominent jobber recently announced to the 
trade: 

“On account of the excessive cost of filling accom- 
modation orders, where the merchandise amounts to $1 
or less, it has become necessary for us to put into ef- 
fect at once an extra handling charge of twenty-five 
cents.”’ 

This shows how smail orders have helped to increase 
the jobber’s cost of distribution 25 per cent above the 
doubled cost of distribution since 1914. 

And small orders have helped to boost the retailer’s 
selling cost more than 29 per cent above the normal 
doubled cost! Here again it is the additional labor of 
one sort or another involved in the extra ordering that 
brings about the increase. Without realizing fully 
what more frequent ordering does, the retailer actually 
has to: 

Give the salesman the order; make a record of it; 
call at the railroad for the shipment; open and unpack 
the box; put the goods on his shelf. And, because 
usually there is a standard size shipping box, the dealer 
finds that his small order comes in broken lots, so that 
the merchandise has increased chance to get dirty. After 
this the merchant must get the invoice, check it, and pay 
for it. All of this increases his costs for clerical labor. 

On top of this, due to carrying a small stock and 
ordering in small quantities, he frequently is out of 
goods when his customers call. This is an economic 
shopping loss, speaking generally ; and speaking specifi- 
cally, it is a present and future practical loss to the 
dealer, for the customer either goes to a competitor 
or goes to the chain store or to the catalog house. Thus 
it costs the retailer a great deal to go too far with his 
small order buying methods. 

All of this, mind you, from the steps made by the 
manufacturer down to those made by the retail mer- 
chant, is in a perfectly legitimate attempt to get in- 
creased business. These steps are all part of the game. 

But the difficulty is that the average man thinks that 
“the more I sell, the faster my stock sells,’’ and he so 
diversifies his stock that, without his realizing the fact, 
he actually reduces turnover by handling slow movers. 
For increased volume does not bring increased turnover 
when the increase is secyred by adding new lines or 
items at the expense of being out of other items for 
which there is greater demand. Turnover can be se- 
cured from concentrating capital in the articles that 
can be sold most frequently, and concentrating in the 
lines each particular merchant can supply to the best 
advantage may ‘secure a larger total business than spread- 
ing capital and sales efforts too thin. 

Misapprehension of the advantages to be gained by 
a quick turnover is thought to be one of the chief 
causes for the excessive development of small-order 
buying. 

3ecause the average merchandiser has come to regard 
turnover as a panacea for business, he also has fallen 
into the pitfall of trading down or handling lower grade 
products because these cheaper items may sell faster and 
may bring greater total sales in dollars. What happens 
as a result of this trading down in an attempt to get 
this turnover brings us to one of the most interesting 
phases in the development of small-order buying and 
turnover. 

The average merchant figures his selling cost as a 
percentage of his total sales, and he uses the same per- 
centage of mark-up on low-grade as on high-grade 
coods, whereas much of his selling cost depends on the 

(Continued on page 82) 
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ARM up the cash register with January sales. 

Don’t let your sales follow the thermometer or 

the cold contract your business ; zero weather is 

no reason for zero profits. The polar bear days of 

winter need not be any less profitable for you than the 

dog days of summer. Feature and display timely, uni- 
fied lines and you will keep the home fires burning. 

Many merchants limit their business without meaning 
to limit it. They put the brakes on turn-over ; give their 
stocks a holiday when they should be working; creating 
a loss in their profits. This is especially true of the 
hardware trade. Hardware merchants should keep 
plenty of irons in the fire. Instead, too many resemble 
the Western prospector back in the old days who swore 
to shoot the first man he found cheating at cards and 
caught himself making an unfair play in a game of 
solitaire. These merchants don’t mean to be unfair to 
themselves—far from it!—but they do cheat themselves 
by limiting their business. 

They do not always limit it by neglecting to carry 
adequate stock; they usually have the goods. They 
limit it by failing to take advantage of merchandising 
ideas and sales opportunities that would move the stock 
that is already on their shelves. It’s not faults of com- 
mission but of omission that retard them. It’s not what 
they don’t have; but what they don’t do. It’s not the 
“Sorry; we're out of it” position on goods; but the 
“Count us out of it” position toward advertising and 
merchandising suggestions. 

The alert, aggressive hardware merchant can make 
every season of the year bring him increased sales, 
every day prove a “red letter” day without a red figure 
in his books. 

Here is a suggestion that will help stimulate business 
during January on profitable items: 

As you know, January is the coldest month of the 
year. All outdoors and every unheated room is a 
natural cold storage plant. Accordingly, January is 
known in many sections of the country as “The Butcher- 
mg Season.” It is hog-killing time. A great mapy fami- 
lies are led by the high cost of living to put up their 
own hams, bacon, lard, sausages, salt pork, head cheese, 
etc. They take advantage of the cold months of natu- 
ral refrigeration to do their own slaughtering and meat 
preparation. 

This creates a good demand for everything you have 
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Take the Chill Off 
the Till 


Warm up the cash register and don’t let your 
winter sales follow the thermometer or cold 
contract your business. 


By Charles P. Catlin 


in stock that is required for the job from a .22 rifle 
or sticking knife to meat hooks for the smoke house and 
storage room. 

Here is a list of cutlery and hardware items for this 
purpose that should be featured in your local news- 
paper advertisements and window display now: 


Meat Hooks 

Meat Choppers 

Food Choppers 

Sausages Stuffer Attachments 


Butcher Knives 
Sticking Knives 
Skinning Knives 
Boning Knives 
Ham Slicers Lard Presses 

Ham Stringers Tackle Blocks 

Cleavers Rope 

Butcher Saws Platform Scales 

Butcher Steels Scale Beams 

Kitchen Steels Family Scales 

Kitchen Knives Dutch Ovens 

Kitchen Cleavers Round Bottom Pots 
Emery Grinders Cauldron Kettles 

Family Grind Stones Sugar or Butchers’ Kettles 
Oil Stones Ham Boilers 

Hog Scalders .22 Rifles 

Hog Scrapers .22 Cartridges 


When the country folk are buying their butchering 
supplies, take advantage of their presence in your store 
and inquire as to their spring needs. “To cook a hare 
first catch him” is the advice given in an old recipe book. 
Remind the purchasers of butchering supplies that they 
will need before very long such items as hog fence, hog 
and pig rings and ringers, knives for altering and for 
all the cutting jobs on the farm and ranch. 

This plan will help you catch the hardware trade of 
the country folk who live near you—and remember that 
the automobile has brought your store many miles nearer 
all the farms and ranches in your part of the country! 
It will prove to them that you are awake to their needs 
and interests. It will help you gain their good-will. As 
a result, it will help you combat mail order house com- 
petition and help keep home money at home, which 
will work for the enrichment of your entire community 
and of you as its hardware purchasing agent. 

The merchant who makes money is the merchant who 
merchandises. This merchandising plan will help you 
turn January into a money-making sales month. 


29 Ee ereRRE nt REPS 
z : 3 ra a TOSI RS 
. cae ‘ 

















Dye ORRIN et a “1 me sy ip fi 














January 13, 1927 


HARDWARE AGE 5] 


Builders’ Hardware Door by Door 


Church Entrance 


By W.N. Thomas 


EDITOR’S NOTE.—This is the twelfth installment of a new series of articles on builders’ hardware ap- 
pearing every two weeks in the columns of HARDWARE AGE. The author, W. N. Thomas, is an acknowledged 
expert and knows how to tell his story. The next installment will appear in the January 27 issue. Watch for 


it and read it. 


ITH the growth of the Christian religion 
churches became the center of every forward 


step of our modern civilization, and its West- 
ward movement through Southern Europe, up through 
France and Spain and across into England left behind 
a chain of cathedrals that are monuments to the religious 
fervor and indomitable perseverance of the people of 
that time. Cathedrals seen by the men of the A.E.F. 
at Tours, Chaumont, Rheims, Paris, and at Durham, 
Winchester, Lincoln and London, England, some of 
them two hundred and three hundred years in building, 
stand today as models of architectural beauty and en- 
gineering accomplishment that the facilities of today 
have not surpassed. 

With all the present generation wealth, skill and 
art, New York has for over thirty years been building 
the Episcopal Cathedral of Saint John the Divine, 
and it is not yet finished. 

A couple of years ago a wealthy man paid at public 
auction several hundred thousand dollars for some ex- 
amples of stained and leaded glass of the twelfth and 


At left (Pig. 1) 
Ornamen- 
tal hinge straps 
as used on bat- 
ten type doors. 
At right (Fig. 
2) Type of 
panel doer for 
which hinge 
straps are not 
recommended 





thirteenth centuries as an inspiration for the glass 
artisans who were working on the windows for a small 
and very beautiful cathedral that has been building for 
six years or more near Philadelphia for the Church of 
the New Jerusalem. 

In the building of these wonderful cathedrals the 
highest development of every trade and art was called 
upon for its best, and what we now know as “Hardware” 
was no exception. The wrought-iron hinges and handles 
on many of the large entrance doors, with their inter- 
twining scrolls and branches, sometimes covering the 
entire doors, are examples of the iron workers’ art that 
have not since been duplicated. There can be no doubt 
that the making of these was counted by months rather 
than by hours. The haste and bustle of modern produc- 
tion often makes for quantity at the expense of quality 
and beauty. 

The division of the Christian Religion into many de- 


nominations makes for more churches, few as large, but 


many very beautiful and of high-grade construction. 
All the cathedrals and churches referred to above. 


are of Gothic architecture and this style prevails quite 
largely in the churches of America, still almost all other 
styles of architecture are at times employed. Our 
Colonial style is especially adapted to American churches 
and the effect, both from the outside and the inside, 
is especially cheerful and restful. 

The entrance doors are usually quite a prominent 
architectural feature and require hardware particularly in 


At right (Fig. 3) One type of door stop 

and hook adaptable for use with panel 

doors. Other patterns are also usable 
with panel type doors 





harmony with their design and of a quality in keeping 
with the general quality of the building. These doors 
should open out and should be hung on heavy cast brass 
or bronze butts of the proper size, three butts to each 
door. If the doors are especially high it may be well to 
use four butts for each leaf. As these doors open out the 
butt pins are exposed when the doors are closed, for 
this reason it is proper to recommend butts that are 
made so the pins cannot be removed unless the doors 


are open, . Fast pin butts are not very good to use be- 
cause they make it quite difficult to hang a heavy door. 


Ornamental hinge straps to use in connection with the 
butts are quite proper, as well as decorative, provided 
they are used on the right kind of doors, and the right 
kind of doors for these are of the “batten” type (1). 
This type of doors is particularly common in Gothic 
churches, and well designed hinge straps add a very 
natural effect. The straps may be of cast brass or 
bronze, or they may be of wrought iron providing you 
can get them well made by a competent iron-worker. 
The brass or bronze straps have the’advantage of being 
rust proof and therefore there will be no danger of the 
doors being stained by rust streaks. If iron straps are 
used they should be kept well painted with dull black 
to prevent the rust. I cannot recommend hinge straps 
for paneled doors (2). This type of door is more 
modern and the’ hardware treatment should be in keep- 
ing with the design of the doors. 

When the doors are in pairs one leaf must have a 
bolt at the top and one at the bottom. If they are batten 
doors, a surface foot bolt at the bottom and a chain bolt 
at the top may properly be used, but if the doors are 
paneled a mortise lever bolt top and bottom should be 
used—the top bolt being long enough to bring the lever 
not more than six feet from the floor. 

The lock for a “Church Entrance Doors” should be of 
the cylinder type and as the doors are usually 2% in. 
thick, and sometimes thicker—the lock should be suitably 
heavy. It may be of the kind known as “Front Door” 
locks, with stops in the face for setting the outside 
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knob, or it may be of the simple “Knob Lock” kind with- 
out the face stops—this depends upon the ideas of those 
buying the hardware. I would recommend the “stop 
in the face” kind. In any event, the lock should have 
a dead bolt in addition to the latch bolt. This is con- 
trolled on the outside by its key and from the inside 
by a turn knob; then it is not possible to accidentally lock 
anyone in the church. 

The design of the knobs and escutcheons depends on 
the design of the doors. If they are batten, and hinge 
straps are used, then the escutcheon plate and knobs, 
lever handles or ring handles should correspond. If lever 
or ring handles are used the locks must have extra heavy 
hub springs to carry the weight of the handles. It may 
be necessary to use auxiliary springs for the handles 
in addition to that afforded by the hub springs. If ring 
handles are used, be sure the “back-set” of the lock 
is enough so the ring-handle will not overlap the edge of 
the door. 

For paneled doors the knobs and escutcheons should 
harmonize with the design of the doors. The leading 
makers have an assortment of good designs in the various 
schools of architecture from which a suitable selection 
can usually be made. If, however, nothing amongst 
these suits the ideas of the architect, his special design 
will usually be executed by the maker whose goods you 
are selling. This will mean considerable extra cost 
for which factory prices must be obtained and which 
must be included in your cost for the job. This special 
work should carry a good profit as there always is the 
chance that unexpected expense will be incurred for 
which you cannot make an additional charge. 

It is usual to equip these doors with door closers. There 
are several satisfactory makes. The closer should be 


January 13, 1927 


placed on the inside of the door as it would detract from 
the appearance of the door if on the outside, and it 
would not last as long outside as it would inside. To 
place them inside will require the use of brackets or 
special feet designed to fit the top of the door. Be 
sure to use a closer of large enough size to properly and 
easily control the action of the door. In making the 
selection of the proper closer, its size and its bracket 
or feet, follow closely the recommendations of the 
maker whose closers you are selling. In so doing you 
will probably avoid later trouble. 

Door stops and hooks (3) of bronze should be fur- 
nished. Choose the ones whose shape adapts them to 
the location in which they will have to be placed. If on 
stone be sure to supply the proper expansion nuts with 
the screws or bolts. 

And now a word about the finish. If the building 
is Gothic a dark finish on a sanded surface, either in 
brass or bronze, will likely look best—if it is Colonial, 
then I would suggest bright brass or old brass, as the 
best suited. In any event, the hardware should all be of 
the same design and finish. 

Questions : 

1. What kind of Butts would you use? 

2. What can be done to prevent the Butt Pins being 

removed from the outside? 

. Under what conditions are Hinge Straps appro- 
priate ? | 
4. Would you use them on paneled doors? 
5. Should the Door Closers be placed inside or out- 
side? 
6. Should these doors be supplied with Stops or 
Bumpers ? 
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Another Angle of Hand-to-Mouth Buying 


By R. R. Shuman, Advertising Counselor, Chicago. 


HIE greatest objection to hand-to-mouth buying, 

from the advertising man’s angle, is the fact that the 
store filled with little dabs of goods cannot advertise any 
of them in its local papers. 

Another disadvantage, from the retailer's own angle, 
is that, with no quantity-stocks to feature, his salesmen 
have no encouragement to become posted on the vital 
selling points of any particular line of goods. 

If this tendency persists, the present-day hardware 
store salesmen have every reason to fear that their places 
will, one day, be filled with cheap order-taking clerks 
girls, perhaps. 

In my work for manufacturers I endeavor to have 
them offer “deals” involving a sufficient quantity of 
their goods to make it worth merchant’s while to adver- 
tise them, and his store salesmen to study them and 
become proficient in their sale. 

As a case in point, those noteworthy and highly-suc- 
cessful campaigns of Atkins, on “How to Sell a Saw” 
and “How I Sold a Saw” could not have been effective 
with stores that carried a third of a dozen of each of 
two or three numbers of saws or any other kind of tools. 

No store is “oversold” on any purchase of goods that 
are worth local advertising or warrant an intelligent and 
aggressive team-work sales campaign by the force of 
men behind the counter—boss and all. 


Not over-buying, but under-selling has been responsible 
for most business failures, not in hardware alone, but 
in all classes of retail stores. | 

The grocer who buys a carload of potatoes, and fea- 
tures that purchase, not only sells those potatoes, but 
crowds his store with new customers who buy a multi- 
tude of other food products. 

On the other hand, the druggist who stocks a sixth of 
a dozen of each of twenty different kinds of tooth paste 
will get “stuck” on more than half his stock. 

The hardware man who buys a carload of lawn 
mowers, kitchen cabinets or gas ranges makes those 
lines worth the united effort of his whole organization. 
What’s more, such purchases entitle him to—and he will 
usually be given—effective advertising campaigns in 
his own local newspapers to be paid for in whole or in 
part by the manufacturers. 

The difference between a merchant and a dealer is the 
same as between a statesman and a politician. The mer- 
chant and the statesman are as great as the dealer and the 
politician are petty. “Dealers” will always buy from 
hand-to-mouth and will never be more than dealers. Real 
merchants—even those with small capital—have the 
courage to buy in a large way, that they may sell in a 
large way. You read of “merchant princes”; who ever 
heard of a “dealer prince” ? 
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The Contest Winner 


The story of a young man who just naturally enjoyed playing 

games better than doing anything else in the world—and so when 

he fell heir to his late uncle’s hardware store he finally learned 
to play the game 


By Russel Wilmot 


Concluding Chapter 


<¢@ ND I have a plan for you, Ed., and | hope you'll 
A like it.” 

Ed. Bremer looked up expectantly. He was 
beginning to have a little more confidence in this new 
boss ef his. 

“T have been studying the map,” continued C. S., “and 
I find that the country round about us is closely dotted 
with little hamlets which are really community centers 
and prosperous farms and farming sections. | find, upon 
a little investigation, that a very large amount of money 
goes through our local post office to mail order con- 
cerns which advertise extensively. 

“Now understand me, Ed. I am not sore about this. 
I think the average retail merchant who makes a big 
squawk about the unfairness of people dealing with some 
one at a distance is plumb foolish. .\ man earns his 
money, as a rule, by hard work, and I see no reason why 
he shouldn’t spend it where he feels he can get the 
best value for it. It is true that it is economically sound 
to keep the money in circulation locally if we can, but 
the people in the farming community are not especially 
or closely tied up to town interests, and naturally they 
look out for themselves. Frankly you can’t blame ’em. 

“But I’m not going to let it rest at that. I’m going to 
start a campaign, and I want you to help me put it 
across, in which we'll try to prove that the Maitland 
Hardware Store can give as good or better goods, and 
as good or better service, and as courteous attention as 
any other concern which can possibly serve this territory. 

‘It’s going to be a game, Ed., to see whether stores 
in other towns around here, and in the city thirty miles 
away, and the mail order houses, will get the lion’s share 
of this business; or the little old firm of Maitland & 
(Company. 

“T plan that you will spend one and sometimes two 
days a week in these outlying towns and communities. 
(Go straight to a farmer, talk with him, show him some 
of the things you have along with you, find out how 
he is prospering, where he is trading, what he’s going 
to be in the market for during the coming season, 
whether he is anticipating any building or not, whether 
the wife is going to have some conveniences to make 
her work easier, and so on and so on. I'll spend one 
day a week at least in follow-up work, and we'll work 
from this spot as a radius and build up a volume of 
good will and confidence in us and in our concern which 
will build business that will really pay. 

‘“Here’s a program that I’ve made out. Look it over. 
It gives the general policy of the store, week by week, 
in point of sales, special offerings, window displays, and 
advertising for a period of three months; also the part 
you'll play and what I’ll do and what Mrs. Jenks is 
planning to put across. If you can make any im- 
provements or suggestions, I'll be glad to have them.” 


Kd. Bremer took the sheets of paper which were 
handed him with the brief remark: 

“T believe you are on the right track, Mr. Jenks, and 
Ill do my level best to help you.” 

“And remember,” added C. S. enthusiastically, “‘that 
we're going to get a lot of new customers, BUT it will 
cost us money, perhaps from one to two dollars apiece 
to bring these new prospects in. I can’t very well afford 
it if that is all there is to the matter. Where I will win 
out—where I must win out, is to render such good ser- 
vice and to give such good goods at fair prices, that 
people will come back, not once or twice, but regularly, 
season after season and year after year. It is this 
REPEAT BUSINESS upon which I am going to stake 
my own winning of the game of SUCCESS in Oak- 
mount. 

“I don’t mind telling you, Ed., that when I came to 
Oakmount, the town seemed like rather small potatoes 
to me. Now ! know that it was because .1 wasn’t 
acquainted with life from this particular angle. | didn’t 
know the opportunities which were here, and now that 
I have begun to realize them, I propose to uncover this 
business which actually exists right here for us. The 
people are reliable, earnest, and permanent in their inter- 
ests. They are not drifters. 

“What I want to do is to put my shoulder to the 
wheel and help make Oakmount the most attractive 
town in seven counties. The other merchants are get- 
ting the vision too, and if we do this by means of the 
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“I congratulate you,” said Reuben Lash, and right behind him 
stood an elderly man. It was Ed. Bremer 





best roads, the best stores, the best parking accommoda- 
tions, the best places to eat, the best entertainments, and 
the best values to be found anywhere—why people will 
come and spend their money here, and move here, and 
help us boost. 

“Talk about your game, Ed. Why, business is the 
greatest contest in the world, and I am finding that | 
can have as much or more fun working for the champion- 
ship in this line as in any other sport I ever tried out. 
And the best part of it is, that when you get done, you 
are going to have something worth-while to show.” 





The year that followed was the busiest one in the 
whole life of Mabel and C. S. Jenks. They no longer 
looked forward to the time when they would have money 
enough to move to a larger place. In fact, they were 
taking root so deeply that they had no idea of locating 
elsewhere at any time. They began to visualize them- 
selves as permanent and prosperous residents of Oak- 
mount. 

C. S. was developing a marvelous capacity for look- 
ing ahead, and sometimes he would say: 

‘Mabel, there ought to be a park in the center of 
this town where we could have band concerts on summer 
evenings ;” or, “For all Oakmount is a small community, 
the kiddies are not well provided with places to play. 
Let’s get busy and work up interest in one or two 
splendid public playgrounds.”’ 

And people began to notice that what C. S. Jenks advo- 
cated, he was ready to help push through to a successful 
finish himself. 

From time to time the young hardware merchant 
would drop in to have a visit or a special conference 
with Henry Bird, and it was noticeable that this gentle- 
man now greeted his caller with the utmost deference 
and respect. The banker was no longer worrying about 
the indebtedness of the Maitland firm, for the finances 
were being successfully handled. To be sure, C. S. often 
needed a little advice, but he was wise enough to ask 
for it and to put the cards frankly on the table, and 
unvaryingly he listened to the advice given, and while 
he didn’t always agree, he was open minded and not 
inclined to take any unnecessary risks. 

As the months rolled on, he found that he had been 
wise in his day and generation to permit Mabel to have 
her way in handling and popularizing the house furnish- 
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ing end of his business ; also that he had been far-sighted 
in going after the rural trade definitely and systematic- 
ally. 

By proving himself a good mixer, an interested citizen, 
and an intelligent cooperator with farmers, builders, con- 
tractors, carpenters, plumbers, town home owners, and 
motor operators, he had won a place in their scheme of 
things. 

But with all this greatly increased patronage, C. S. was 
not inclined to give way, in any sense, the advantages 
he was winning. From the first he recognized that he 
was in business to give service, but that he must con- 
duct his affairs on a sound, financial basis or he would 
not be able to stay in the field long. 

So his credit system was business-like and his collec- 
tions well handled and everything connected therewith 
was frankly and sensibly managed, so that no one thought 
of taking offense, and in place of thousands of dollars 
of book accounts which he had to go after to get, he was 
steadily educating his customers to take care of their 
indebtedness promptly that he, in turn, might be able to 
do the best possible for them as their personal repre- 
sentative in buying and selling. 

When the third Anniversary Sale was staged—and 
three years are not such a long time—Common Sense 
Jenks had become a community force to reckon with. 
No name in the whole countryside was better known, and 
the reaction of the public to the unusualness of the 
“Common Sense” part of his cognomen, was a-happy 
one, for as many a hard-headed business man remarked, 
‘That chap has common sense by name and by nature. 
You can depend on him any day to meet you half way, 
and what he says, he'll do!” 

C. S. had not entirely given up sports. He still liked 
to go hunting, to play a good game of golf, or to have 
an evening of bridge with friends who could play a real 
game. But what counted most in point of real satisfac- 
tion with him, was the business—his business—was 
giving a good account of itself, and that he was clearly 
out-distancing his competitors. 

Mabel and he had bought a modest but comfortable 
home, knowing that too much of an outlay in this direc- 
tion at the present time would be too heavy a drain upon 
the business. 





One day a stranger walked into the Maitland Hard- 
ware Storé. It was none other than Reuben Lash, his 
old-time chief in the rope factory days. When the first 
greetings were over, Reuben Lash looked about ap- 
praisingly. 

“Say,” he said, “you’ve surprised me, C. S. I didn’t 
think you had it in you, but I’ve been hearing about 
you for a long time, and always something surprising 
about the way you were making things hum out in this 
neck of the woods. And I’m giving myself just a little 
credit,” and Reuben Lash stopped and smiled. “TI believe 
in the old days I helped to train you in thoroughness 
and in the principles of the game of ‘How to Be a 
Winner,’ and my boy, it’s clear to me that in this, the 
biggest contest of your life, so far, you have taken first 
honors. 

“T congratulate you!” 

Right behind Reuben Lash stood an elderly man. 
It was Ed Bremer. 

“And my idea is,” interrupted the older man, “that 
his parents came pretty near knowing what they were 
doing when they christened him ‘Common Sense.’ I 
wasn’t quite sure of it when he first arrived and took 
hold here, but believe me, his Uncle Samuel would be 
proud of him! The hull town is!” 
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Committees Appointed 
for Ensuing Year by 
President Donlevy 





National Hardware Ass’n President 
Announces Committees and 
Members for Ensuing Year 


W. H. Donlevy, president of the Na- 
tional Hardware Association of the United 
States, with headquarters in Philadelphia, 
has appointed the following committees 
for the ensuing year: 


Transportation Committee — Chairman, 
George W. Huntley of the Cutler Hard- 
ware Co., Waterloo, Iowa. Members— 
Frank A. Bare, the Tritch Hardware Co., 
Denver, Colo.; Charles F. Sharrocks, 
Baker, Hamilton & Pacific Co., San Fran- 
cisco, Cal.; L. C. Sheller, Union Hard- 
ware & Metal Co., Los Angeles, Cal., and 
D. D. Peden, the Peden Iron & Steel Co., 
Houston, Tex. 


Code of Ethics Committee—Chairman, 
S. Z. Moore, the Steinman Hardware Co., 
Lancaster, Pa. Members—A. H. Nichols, 
Buhl Sons Co., Detroit, Mich.; F. L. 
Hawes, Burhans & Black, Inc., Syracuse, 
N. Y.; R. J. Ogilvie, Thomas-Ogilvie 
Hardware Co., Shreveport, La.;, and John 
P. Ayer, Talbot Brooks & Ayer, Portland, 
Me. 


Overhead Expense Committee—Chair- 
man, A. L. Philbrick, the Congdon & 
Carpenter Co., Providence, R. I. Mem- 
bers—E. R. Masback, Masback Hardware 
Co., New York., and S. Z. Moore, the 
Steinman Hardware Co., Lancaster; Pa. 


Nad Extra Committee—Chairman, D. M. 
Fulton, the Carlin & Fulton Co., Baltimore, 
Md. Members—Charles L. Schwartz, Lee 
Hardware Co., Salina, Kan.; R. W. Shap- 
leigh, Shapleigh Hardware Co., St. Louis, 
Mo.; Seth Marshall, Marshall-Wells Co., 
Duluth, Minn.; W. A. Hopkins, Decatur 
& Hopkins Co., Boston, Mass.; A. J. 
Bihler, James C. Lindsay Hardware Co., 
Pittsburgh, Pa.; J. D. Moore, Moore, 
Handley Hardware Co., Birmingham, Ala. ; 
FE. A. Peden, Peden Iron & Steel Co., 
Houston, Tex.; A. B. Wainwright,. A. B. 
Wainwright Co., Philadelphia, Pa. ; Charles 
F. Sharrocks, Baker, Hamilton & Pacific 
Co., San Francisco, Cal.; A. H. Nichols, 
Buhl Sons Co., Detroit, Mich., and J. A. 
Warner, Wyeth Hardware & Mfg. Co., 
St. Joseph, Mo. 

Fraternal Relations Commuittee—Chair- 
man, Mark Lyons, McGowin-Lyons Hard- 
ware & Supply Co., Mobile, Ala. Mem- 
bers—A. C. Cade, Allen & Jemison Co., 
Tuscaloosa, Ala.; John T. Martindale, 
Van Camp Hardware & Iron Co., Indian- 
apolis, Ind.; W. M. Ferguson, Townley 
Metal & Hardware Co., Kansas City, Mo., 
and R. W. Standart, Jr., Standart Brothers 
Hardware Corp., Detroit, Mich. 

Membership Committee — Chairman, 
Stanley Bright, Bright & Co., Reading, 
Pa. Members—W. C. Holleyman, Beck 
& Gregg Hardware Co., Atlanta, Ga.; 
Marcus W. Jacobi, M. Jacobi Hardware 
Co., Wilmington, N. C.; William G. 
Fisher, Mathews & Boucher, Rochester, 
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N. Y., and George B. Ryan, Momsen- 
Dunnegan-Ryan Co., El Paso, Tex. 

Press Committee—Chairman, W. F. 
Kennedy, Ott-Heiskell Hardware Co., 
Wheeling, W. Va. Members—W.  B. 
Richards, Richards & Conover Hardware 
Co., Kansas City, Mo.; J. F. Miller, Bige- 
low & Dowse Co., Boston, Mass.; Edward 
E. Yoder, Barker-Jennings Hardware Co., 
Lynchburg, Va., and W. H. Terstegge, 
Stratton & Terstegge Co., Louisville, Ky. 

Representatives on Hardware Council— 
A. H. Nichols, Buhl Sons Co., Detroit, 
Mich., and L. H. Weber, the George 
Worthington Co., Cleveland, Ohio. 





Hardware Council to Meet Janu- 


ary 20th at New York 


The Hardware Council will hold its next 
regular meeting Jan. 20 and 21 at the 
Hotel Roosevelt, New York City, at which 
time this body will act on reports of com- 
mittees appointed during the meeting at 
the recent Atlantic City convention. C. W. 
Asbury, Enterprise Mfg. Co. of Pennsyl- 
vania, is chairman and Herbert P. Sheets, 
secretary-treasurer, of the National Retail 
Hardware Association is secretary of the 
council. The Hardware Council com- 
prises representatives of the hardware 
manufacturers, jobbers and retailers and 
meets to discuss problems affecting these 
three factors of the industry. 





Two Store Fixture Concerns 
Announce Merger 


A merger of the Grand Rapids Show- 
case Co. and the Welch-Wilmarth Corp., 
through the formation of a new holding 
company to be known as the Grand Rapids 
Store Equipment Corp., has just been an- 
nounced at Grand Rapids, Mich. 

Both companies maintain plants in Grand 
Rapids and Sparta, Mich.; Portland, Me., 
and Baltimore, Md. The new corporation 
will be headed by Samuel D. Young, presi- 
dent of the Grand Rapids Showcase Co. 
Vice-presidents of the new concern are 
Tom Thoits, Kenneth Welch, C. C. Cur- 
tiss, Edmund Moriis, W. K. Williams and 
C. L. Weldon. 

C. S. Allen is secretary and H. C. Wil- 


marth is treasurer. 








55 


Ohio Chain Hardware 
Firm Buys Another 
Four-Story Block 


Central Hardware and Stove Co., 
Akron, Acquires Modern Build- 
ing on Main Street 


The Central Hardware & Stove Co., op- 
erating a chain of retail and wholesale 
hardware stores in Akron, Ohio, has ac- 
quired the Holub building, a four-story 
structure at 184-186 South Main Street, 
that city, according to an announcement 
made public by J. B. Pergrin, president 
of the firm. 

Purchase of the Holub building makes 
the Akron chain hardware company one 
of the largest holders of downtown front- 
age. The firm now owns 25 feet with a 
two-story building with basement at 20/7 
South Main Street, the Holub building, 
and is the holder of a long lease on the 
present location. 

Other buildings include a 99-year lease 
of the three-story home of the Star Hard- 
ware & Tool Co., 15 South Howard 
Street, and a 99-year lease on the four- 
story home, 44 x 260 feet, of the Fast 
Akron Hardware Co. 





Hardware Council Will Attend 
Metropolitan Hardware Banquet 


Herbert P. Sheets, secretary-treasurer, 
National Retail Hardware Association, 
and the entire membership of the Hard- 
ware Council will attend the sixteenth an- 
nual dinner of the Metropolitan Hardware 
Association to be held Jan. 20, Hotel Com- 
modore, New York City, at 7 p. m. Presi- 





Al Cornell 


dent Al Cornell made this announcement 
at press time, and also told us that Gov. 
A. Harry Moore of New Jersey has not 
given a title to his proposed talk but has 
decided to talk on some timely and perti- 
nent subject. 

Reservations are coming in fast. A rec- 
ord crowd is expected. The Commodore 
chef is about to outdo himself, and the 
best ever entertainment is promised. 

Governor Moore has a very enviable 
reputation as an after-dinner speaker. His 
talk will be a treat to the hardware men 
and their guests. 
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Hart & Cooley Co. 
Is Reorganized 


Howard S. Hart and Norman P. 
Cooley, Original Organizers With- 
draw From Active Management 
—New Concern Is Formed 


The Hart & Cooley Manufacturing 
(Company was organized at New Britain, 
Conn., Dec. 30, to take over the plant and 
manufacturing facilities of the Hart & 
Cooley Company, Inc., manufacturer of 
warm air registers, grilles, radiator en- 
closures and kindred lines. The Hart & 
Cooley Company, Inc., becomes the prin- 
cipal stockholder in the new Hart & Cooley 
Manufacturing Company, and the change 
is, therefore, mainly in name and organi- 
zation only. 

Howard S. Hart and Norman P. Cooley, 
organizers of the Hart & Cooley Company, 
Inc., in 1901, have withdrawn from active 
management. James H. Robinson 1s 
chairman of the board of directors, who 
with Howard S. Hart and Norman P. 
Cooley, will act as advisory committee of 
the new board. RK. W. Blanchard, for 
many years in charge of western business 
of the firm, with headquarters in Chicago, 
hecomes president. R. C. Twichell con- 
tinues with the new concern as vice-presi- 
dent and treasurer. William H. Hart, 
vice-president, and Stanley Hart, assistant 
treasurer, have been in charge of the pro- 
duction department for several years. 
I’, P. Usher, secretary, was assistant sec- 
retary in the old concern. 

The directors of the new Hart & Cooley 
Manufacturing Company are the above 
named officers with Harold S. Covell and 
George Nightingale. 





New Maryland Distributor for 
Albert Lea Kitchen Kooks 


Effective Jan. 1 the hardware, paint and 
glass firm of Wilson, Horney & Smith, 513 
West Lexington Street, Baltimore, Md, 
has been appointed Maryland distributor 
for the Albert Lea Kitchen Kook line of 
stoves, succeeding Kinnamon and Wilson. 





Illinois Association Has New 


Field Man 


Leon D. Nish, secretary of the Illinois 
Retail Hardware Association, announces 
the employment of A. J. Luther of 
Chicago, as field man to represent the 
association in Chicago and the adjacent 
territory. Mr. Luther, who was formerly 
connected with the Winchester-Simmons 
Co. and the Duluth Show Case Company, 
will specialize in store planning and stock 
arrangement services. 


Ce men 


Pratt & Lambert Celebrates 

Christmas in Fitting Manner 

The day before Christmas was chosen 
by Pratt & Lambert, Inc., varnish, enamel 
and lacquer maker, for the distribution 
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of bonuses, ranging from 5 per cent to 10 
per cent of the annual salary or wage to 
all who had been with the company six 
months or more. Awards for length of 
service were also presented to a number 
of employees for ten and twenty years 
continuous service. 

Employees of the Buffalo and Bridge- 
burg factories assembled at the Buffalo 
plant and were addressed by President 
A. D. Graves, who spoke briefly upon the 
fine spirit of cooperation and friendliness 
that existed throughout the organization. 
He referred to the pension plan and life 
insurance as two outstanding examples of 
the generous policy of the company to- 
ward its employees. 





New Company Takes Over 
Wapak Hollow Ware Co. 


The plant and good will of the Wapak 
Hollow Ware Co., Wapakoneta, Ohio, has 
been purchased by the Advance Household 
Appliances, Inc., a new concern headed by 
A. B. Wagner, formerly identified with 
the Wagner Mfg. Co., Sidney, Ohio. 

The new company will continue the 
manufacture of cast iron cooking utensils, 
for the past twenty-five years made by the 
Wapak Hollow Ware Co., and in addition 
will produce a complete line of electric 
waffle irons, one and two burner electric 
stoves, one, three and six pound electric 
irons, portable bowl heaters, wavers, curl- 
ers, cords, plugs and accessories. 

New catalogs illustrating and describing 
the complete line have been published by 
the Advance organization, and copies are 
available to anyone interested in the sale 
of the products of this new corporation. 


Herbert M. Demarest Takes on 
Two New Lines 


Herbert M. Demarest, direct factory 
representative, 218 Highland Avenue, New- 
ark, N. J., has been appointed representa- 
tive for the American Handle Co,, manu- 
facturer of hickory handles, Jonesboro, 
Ark., in New York, Philadelphia and the 
State of New Jersey. 

Mr. Demarest is now also representing 
the Pioneer Rubber Mills, San Francisco, 
Cal., in the sale of its garden hose products 
in the State of New Jersey. 


Dallas Paint, Oil and Varnish 
Club Has Election of Officers 


H. H. Groves of the Groves-Barnes 
Lumber Co., Dallas, Tex., was elected 
president of the Dallas Paint, Oil and 
Varnish Club at a recent meeting of that 
organization. CC. O. Johnson, the T. S. 
DeForest Co., was elected vice-president ; 
C. M. Cummings, the Glidden Co., secre- 
tary; and W. B. Russell, Jr., the Campbell 
Store, treasurer. 

Aside from the election of officers the 
chief topic of discussion at the meeting 
was the Southern Zone Convention, to be 
held in the Adolphus Hotel, Dallas, March 
15-16. 
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Elmer D. Everts 
Dies at Warren, Pa. 


Prominent Penna. Hardware Mer- 
chant Passes Away With Intes- 
tinal Trouble—Long in Re- 
tail Hardware Business 


Elmer D. Everts, head of the E. D. 
Everts Hardware Company, Warren, Pa., 
and one of the most prominent business 
men of that borough, died suddenly at the 
Warren General Hospital, Dec. 25. Death 
was due to an intestinal obstruction. 

Mr. Everts was born June 8, 1865, at 
Cattaraugus, N. Y. Early in life he 
started in the hardware business at Cory- 
don, Pa., where he conducted a very suc- 
cessful business during the time the lum- 
ber industry flourished in that community. 
When this activity began to decline he re- 
moved to Warren, taking over the business 
of the Warren Hardware Co. Later he 
moved to a new location and had since 
conducted the retail hardware business 
under his own name. 


A. P. de Saas Elected President 
of the Alaska Refrigerator Co. 


Conviction that the year 1927 will bring 
increased business for the refrigeration in- 
dustry was expressed by A. P. de Saas, 
who has been elected president of the 
Alaska Refrigerator Co., Muskegon, Mich., 
succeeding A. B. Cumningham, retired. 
With the election the Alaska company was 
consolidated with the Coldak Corp., New 
York. Mr. de Saas is vice-president of 
the latter organization. 

With the exception of Mr. Cunningham, 
there were no changes made in the per- 
sonnel of the Alaska company, of which 
P. S. Noon is vice-president; J. L. Gil- 
lard, secretary and treasurer, and J. R. 
Bond, vice-president in charge of. sales. 
Executive offices will be continued in 
Muskegon. 

Mr. de Saas is also in charge of the 
Industrial Division of the J. G. White 
Management Corp., which controls the ac- 
tivities of the Coldak Corp. He is also 
president of the Radiant Heat Corpora- 
tion of America, vice-president of the 
National Oven Co. and vice-president of 
the Panhard Oil Corp. 





Apex Announces New Trade 
Name for Its Line of Bottle Caps 


The Apex Stamping Co., manufacturer 
of bottle caps, Riverdale, IIl., announces 
that beginning Jan. 1 its manufactured 
product will be identified by the trade 
name “Hold-Tite.” A new style of pack- 
ing has also been adopted with a gross of 
bottle caps in a package and sixty pack- 
ages in a carton. 
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A. G. Ballester Now on 
Board of the Boston 
Varnish Company 


Election in Recognition of His Long 


and Effective Service with the 
Company in Various Capacities 


At the annual meeting of the stockhold- 
ers of the Boston Varnish Co., manufac- 


turer of varnishes and enamels, Everett, 


Mass., held Dec. 24, at the main offices of 


the firm, A. G. Ballester was elected a 


member of the board of directors, in rec- 
ognition of his long and faithful service 





Arthur G. Ballester 


with the company in the capacities of 
salesman, district field manager and, at 
the present time, Chicago division man- 
ager. 

Following several years’ association with 
Alexander Grant’s Sons, Syracuse, N. Y., 
Mr. Ballester joined the @oston Varnish 
company’s forces in 1910 as a traveling 
salesman. [or many years he covered ter- 
ritories embracing northern New York 
State and Ohio where he is extensively 
and favorably known. 


In 1925 the constantly increasing distri 4 
bution of its products made it necessary, 


for the Boston Varnish Company to add 
several new salesmen to its Kyanize or- 
ganization and certain territorial changes 
required the appointment of district field 
managers to direct them. Mr. Ballester 
was assigned to this important work in 
the Eastern Division where his success 
was immediate and outstanding in direct- 
ing the efforts of the several men under 
him. 

Last July, the important post of Chicago 
Division manager fell to Mr. Ballester’s 
lot and, in characteristic fashion, he has 
creditably acquitted himself in this most 
recent capacity. 

From a host of friends in the trade, Mr. 
Ballester is receiving congratulations and 
good wishes on his elevation to the di- 
rectorate of the company and, it is his in- 
tention to make his future headquarters in 
Chicago where he presides over the Boston 
Varnish Company offices at 525 West 
Roosevelt Road. 
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Marvin E. Griswold 











William H. Woodruff Dies 


William H. Woodruff, senior member of 
the hardware firm of Woodruff & Murphy, 
88 Genesee Street, Auburn, N. Y., died 
at his home in that city Jan. 2, a victim 
of pneumonia. He was stricken with the 
disease about a week before death occurred. 

Mr. Woodruff was senior partner in the 
successful and well-known hardware firm 
of Woodruff & Murphy, in which he was 
always active from its establishment in 
1903. He was a member of the Owasco 
Country Club and active in all of its affairs. 
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M. E. Griswold Dies 


President of Griswold Manufacturing 
Co., Passes Away With Sudden 
Heart Attack 


Marvin E. Griswold, president of the 
Griswold Manufacturing Co., Erie, Pa., 
died suddenly from a heart attack on 
Jan. 3 while being taken to a local hospital. 

A week before his death, while pre- 
siding at a sales conference of the Gris- 
wold company, Mr. Griswold was _ taken 
ill, but had apparently recovered and was 
again carrying on his business when the 
fatal attack came. 

Mr. Griswold, who was 58 years old, 
was recently elected State Senator and was 
preparing to leave for Harrisburg for the 
opening session, Jan. 4, when he was 
stricken. Besides his widow, he is sur- 
vived by one son and four brothers. 





Hilo Varnish Corporation 
Increases Capital Stock 


To provide necessary facilities to ade- 
quately care for its growing business, the 
board of directors of Hilo Varnish Corp., 
Marcy and Flushing Avenues, Brooklyn, 
N. Y., has authorized an increase of capi- 
tal stock from $600,000 to $1,000,000. 





Hibbard, Spencer, Bartlett Holds Sales Meeting 


Approximately 280 salesmen of Hib- 
bard, Spencer, Bartlett & Company from 
all sections of the country, spent the last 
three days in December at the company’s 
office and warehouse in Chicago. The 
frst day was given over to a tour of 





president Buckley-Dement Co.; J. T. Me- 
Kinney, Jr., vice-president McKinney Mfg. 
Co.; and Arthur G. Kimball, president 
Landers Irary & Clark. The meetings 
were held in the company’s own assem- 
bly room while luncheons were served 





Salesmen in convention at Hibbard, Spencer, Bartlett & Co., Chicago, December 27-28-29 


the firm’s new building which most of the 
salesmen were seeing for the first time. 
On the two subsequent days convention 
sessions were held both in the forenoon 
and afternoon at which the _ officials 
and various department heads of the com- 
pany explained to the men the merchan- 
dising of the different hardware lines, and 
answered innumerable questions. Speak- 
ers from outside of the organization were 
W. K. Cowdery, vice-president American 
Fork & Hoe Company; H. K. Buckley, 








each day in the company’s cafeteria. 

[In conjunction with the meeting more 
than fifty manufacturers whose products 
are handled by Hibbard, Spencer, Bart- 
lett & Company maintained display 
booths of their merchandise and_ there 
were about 125 factory representatives in 
attendance. One of the features of the 
display was a completely sampled model 
hardware store planned and equipped by 
the J. D. Warren Mfg. Co. 
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1927 a Good Cream Separator Year 


By F. J. Arend, President 


The De Laval Separator Company 


HIS is the season for making business and other 
forecasts. There is justification for the custom in 
that, if not mere guesses, but based instead on a 
thorough and dispassionate consideration of all the facts, 


such forecasts are of value 


in helping those whom they 
concern in charting their 
course for the new year. 

Unquestionably the ex- 
i(raordinary amount of study 
given to business, and the 
enormous aggregate of data 
of all kinds made available, 
have had a great deal to do 
with making business more 
efficient and have contrib- 
uted in no small degree to 
the remarkable stability of 
American business for the 
past few years. 

Confining this discussion 
to the dairy industry and our 
own business, with which it 
is so closely related and 
upon which all of us are on 
familiar ground, I may say 
without hesitation that the outlook is very good indeed. 
[ base this assertion primarily on the fact that dairying 
has never been in a stronger position than it occupies at 
the present time. 

Consumption of dairy products is at a high point, 
prices that producers receive are the highest they have 
been for five years, while the cost of feed, which is the 
largest item in the cost of producing dairy products, is 
comparatively low—lower than a year ago. 

Regardless of farm conditions as a whole, we know 
that farmers are making money from their cows, and 
that dairymen are relatively prosperous. As an example 
of prosperity among dairy farmers, the record of the 
Land O’Lakes Creamery Association, which is the mar- 
keting organization for more than 400 creameries in 
Minnesota, is a case in point. It is said on good au- 
thority that during 1926 this organization paid $45,- 
000,000 to its member creameries, or an average of more 
than $100,000 to each, nearly all of which has sifted back 
to the 85,000 farmers who received this income continu- 
ously throughout the year. This occurred in a state 
where general farming is practised and many other farm 
commodities are produced. 

The reason for the continuing good prices that pre- 
vail for dairy products and for the large production of 
such products is the increasingly great consumption of 
them by the public. 

Figures recently released by the U. S. Department of 
Agriculture show that there has been a steady advance 
in the per capita consumption of dairy products since 
1917, for which year the first records are available on 
which a basis of comparison can be made. 

During this period the consumption of butter per per- 
son has increased from 1414 to 17 lb.: of milk from 
42, to 55 gallons; of cheese from 2.89 to 4% Ib.; of 
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condensed and evaporated milk from 10.49 to 15 Ib. and 
of ice cream from 2 to 2.8 gallons. 

It is also well to keep in mind that the population has 
been increasing at the rate of more than a million a 
year, and may be expected to continue to do so in the 
future. 

The consumption of milk alone brings in to the pro- 
ducers of this country more than five hundred millions 
of dollars a year. During 1925 it is said that the public 
paid five and a half billion dollars for dairy products, 
which was about one-fifth of the total food expenditure. 

Certainly these figures reveal a remarkably sound and 
healthy condition in the dairy industry, and account for 
the fact that dairying is today the largest and most 
profitable branch of agriculture. 

At the same time, during the ten-year period that the 
use of dairy products has so greatly increased, the num- 
ber of dairy cows in proportion to each 1000 consumers 
of their produce has decreased from 225 to 204. This 
decrease shows that fewer dairy cows are now produc- 
ing more milk, and that better breeding, feeding, milking 
and care have put greater efficiency into the producing 
end of the dairy industry. 

Furthermore, it is interesting to note that since 1920 
there has been a decrease of 2 per cent in dairy calves 
and heifers, which indicates that there is no near danger 
at least of overproduction, but that on the other hand 
dairymen are still striving for fewer and better cows. 

Here, then, we have a remarkably interesting picture 
of the present condition of the dairy business, and there 
can be no doubt that this sound and healthy condition 
will continue, for it is one sure thing that people must 
eat, and that dairy products are the most healthful and 
economical of all foods. While, jinlike some other farm 
commodities, the dairy products produced in this country 
are almost wholly consumed within our own borders, are 
not dependent upon foreign markets, and are amply pro- 
tected from foreign competition by fair tariffs. 
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A New Year Card from India 


The above is a reproduction of a New Year card received from 


Jessaram & Co. of Karachi, India 
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Murdo, S. D.—A one-year-old son of Mr. and Mrs. L. W. 
Hathaway, living near White River, had his jawbone broken 
when a tractor he was cranking back-fired and threw the crank 
against his jaw.—/tem in Aberdeen (S. D.) paper. 


“Why, hello, Pat, I hear you lost your 
job in the department store.” 

“Oh, yes, I got fired.” 

“You got fired? How did that happen?” 

“Oh, I just took a sign from a lady’s 
shirtwaist and put it on a bathtub.” 

“And you got fired for that? Well, tell 
me what the sign read.” 

“It said: ‘How would you like to see 
your best girl in this for $2.75?’” 





An Irishman who had just arrived in 
New York was taking his first walk un- 
der escort of his brother, who had been 
living there several years. In the window 
of a shop he saw a great mound of fresh 
cranberries. 

“What are thim?” he asked. 

“Thim is cranberries,” said his brother. 

“Are they fit to eat?” 

“Are they fit to eat?” repeated his 
brother. “Why, whin thim cranberries are 
stewed they make better apple sauce than 
prunes does.”—Sketch. 


ee ee 


“A little bird told me what kind of a 
lawyer your father was.” 
“What did the bird say?” 
“Cheep, cheep.” 
“Well, a duck told me what kind of 
doctor your old man was.” 


eS) 


Apropos of the futility of some argu- 
ments, listen to the story of two darkies 
who were discussing the relative merits 
of the sun and the moon. 

“De sun am de bes’; dey cain’t be no 
doubt about dat,” said Sam. “Look at how 
much mo’ light she give dan de moon. 
You ain’t tryin’ to cunvince me dat de 
daylight ain’t brighter dan de moonlight, 
is you?” 

“Dat’s all right about de sun givin’ de 
mos’ light,” replied Joe, “but you is got 
to remember dat de moon deserve de mos’ 
credit because de light she give come at 
night when it would oderwise be dark, 
while de sun shine in the daytime when 
it am light anyhow.” 


An old negro, when brought before the 
judge, was asked if he were the defendant. 

Pointing to his attorney, he said: “Dah 
de de’fen’ant. I’se de gent’man what stole 
de chickens.” 


Professor—“Who was the greatest in- 
ventor ?” 

Student—“An Irishman named _ Pat 
Pending.” 


Angry Customer in Restaurant—‘Hey, 
I’ve found a tack in this doughnut!” 

Waiter—‘Why, the ambitious little 
thing! It must think it’s a tire!” 





A Texas paper suggests the following 
signs for motorists at railroad crossings: 

“Come ahead; you’re unimportant.” 

“Step on it; we'll turn out.” 

“Try our engines; they satisfy.” 

“Don’t stop; the undertaker must live.” 

“Take a chance. You can get hit by a 
train only once.” 


He—“What would you say if I told you 
I loved you?” 

She—“I would say you were a liar. 

He—“You’d be right.” 





Old Lady—“Why, I wouldn’t think of 
renting this room. I ain’t going to pay 
my good money for a box like this, and I 
simply won’t have a folding bed—” 

Bellhop—Go on in, lady. This ain’t 
your room; it’s the elevator.” 





“Do I win dis han’, I leaves for Flohida 
tomorrow.” 

“Yep, an’ does you win it wid dem cahds 
up yo’ sleeve. Ah’m goin’ to Tampa wid 
you tonight.”—Rensselaer Pup. 





Barber (to little thirteen-year-old girl) 
—‘Are you sure you want your hair 
shingled that far up, little girl?” 

Little Girl—“You’re darned right. And 
snap into it; I gotta dinner date at seven.” 


“The new cook says she wants to be 
treated as one of the family.” 

“Good. Then we can tell her what we 
think of her.”—Pitt Panther. 





Patient—“I say, Doc, I took the wrong 
medicine by mistake.” 
Doc—‘“Well, that’s your own funeral.” 





A portly gentleman, laden with travel- 
ing bags, was endeavoring to make a digni- 
fied exit from a crowded railway carriage. 
At the door he stumbled on the pet corn 
of a brawny Scotchman. 

“Hoot, mon, hoot!” said the Scot. 
“Canna ye look whauer ye’re_ goin’? 
Hoot !” 

After alighting in safety, the overbur- 
dened traveler returned: 

“Hoot yourself. I’m a traveler, not a 
motor car.”’— Selected. 


Two colored men were standing on the 
corner diseussing family trees. 

“Yes, suh, man,” said Ambrose. “Ah 
kin trace mah relations back to a family 
tree.” 

“Well, dey ain’t but two kinds of things 
dat lives in trees—birds and monkeys— 


x9? 


and yo’ sho’ ain’t got no feathers on yo’. 





Ques.—“Dear Miss Bairfax, my husband 
has deceived me. What shall I do?” 
Ans.—“Give him my congratulations.” 





“Wifey,” shouted the young lecturer as 
he dashed in the door, “I have acquired 
the desire of my heart. I moved my entire 
audience.” 

“Did you really stir them tonight?” 

“Stir them? After the first minute or so 
there wasn’t an occupied seat in the house.” 





“Did you know we had a family skele- 
ton?” 

“Yes, I saw her in bathing last sum- 
mer.” 
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American Manufacturers Manifesting Growing 
Interest in Expanding Export Markets 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


ROWING interest of American manufacturers of hardware and allied 


lines in expanding 
to set-up organizations 
ness. 


export markets is manifested in plans being made 
looking to cooperation to increase foreign busi- 
These export organizations are permitted under the so-called Webb- 


Pomerene Act, whose administration is in the hands of the Federal Trade 


(Commission. 


Recently manufacturers of hardware and related lines in the 


Newark, N. J., district selected a committee to conduct a survey in their 
industries with a view to ascertaining the sentiment toward establishing an 
export organization, and at luncheon at the Chamber of Commerce listened 
to addresses of men experienced with export business and operations of 


organizations under the Webb-Pomerene Act. 


Among the speakers was 


Marshall T. Jones, assistant chief, Iron and Steel Division, Department 
of Commerce, who has had experience abroad as a representative of a 


large American steel interest. 


Mr. Jones predicted success for the pro- 
posed organization in New York. 

“Our hardware products are to be found 
distributed to every country of the world, 
and surely with the line-up that you manu- 
facturers here in the Newark district have, 
with almost every division covered, your 
proposed organization for export should 
be successful from the very start, and | 
sincerely hope that your efforts will meet 
with the cooperation of every man here, 
and many who are not, to effect the con- 
solidation at an early date, and to be the 
forerunner of many such combines 1n other 
lines. It is up to you, who have formu- 
lated the thought, to go into this matter 
seriously and quickly, to put you manufac- 
turers of hardware and allied lines here 
in Newark on the foreign map as being 
aggressive and progressive as the first or- 
ganization in this line of trade to combine 
for export, where you manufacturers own 
and control the foreign trading concern.” 

Basing his statement on personal experi- 
ence in India, China and South America, 
Mr. Jones said it had come to him forcibly 
that “quality” is the best selling poimt the 
American manufacturer has, and that it 
is not necessary to reduce prices in most 
cases, as the demand for good articles, 
where it exists, does not depend on the 
price so much as it does upon the quality 


factor. He spoke of assistance that the 
Bureau of Foreign and Domestic Com- 
merce can give export organizations 


through supplying information of differ- 
ent kinds, such as statistics as to potential 
markets, selection of good agents, methods 
of proper packing for export, etc. To indi- 
cate the growth of exports of hardware 
and allied lines from the United States, 
Mr. Jones pointed out, in 1924 their value 
was $60,000,000, and in 1925 it increased 
to $69,000,000, a good showing when it 
is pointed out that exports of iron and 
steel ran to only $145,000,000 in 1925. Ex- 
ports for the 11 months ended November, 














1926, were about on the same level as in 
1925. 

As pointed out by the Federal Trade 
Commission in its annual report for the 
fiscal year 1926, competition abroad “‘is 
said to be very keen.” The aggressive 
policy of European manufacturers in in- 
creasing their export trade, the ability of 
German and Belgian manufacturers to un- 
dersell in practically all markets, the lower 
labor costs and increased capacity of mills 
in Japan and China, and a general ten- 
dency by foreign countries to increase 
tariff rates are cited as handicaps which 
American exporters are attempting to meet 
through cooperative selling. One criticism 
of the Webb-Pomerene law is that it does 
not permit cooperative purchases of mate- 
rial bought abroad. The point has been 
made that combined purchase of raw mate- 
rials abroad would reduce costs of this 
kind of material to be used in manufac- 
turing. However, the Webb law associa- 
tions have the advantage of economy 1n 
sales expense, standardization of materials, 
uniformity in methods of packing, stamp- 
ing and handling of shipping documents 
and centralization of inquiries and order, 
as the Federal Trade Commission states, 
“which is conducive to more prompt de- 
liveries and better all-round service to cus- 
tomers.” 


The name of Chief Justice Ikdgar Allen 
McCulloch of the Supreme Court of 
Arkansas has been added to the formidable 
list being mentioned to fill the vacancy on 
the Federal Trade Commission. Being a 
Democrat, as is necessary in this instance, 
and from the South, considerable weight 1s 
being given to the report that President 
Coolidge may name Justice McCulloch. 
Further importance is given to the sug- 
gestion because he is being supported by 
Senator Joseph T. Robinson of Arkansas, 
minority leader of the Senate. Justice Mc- 





Culloch has been on the Supreme Court 
of Arkansas since 1904 and has been chief 
justice since 1909. His term expires next 
year. He is a native of Tennessee. The 
vacancy in the Commission was created 
by expiration of the term of Houston F. 
Thompson, who now is practising law in 
Washington. Abrams F. Myers, Repub- 
lican, a recess appointee to the Commission, 
will likely be confirmed by the Senate, 
though a contest is being made in connec- 
tion with his selection. 


The present alcohol formula has been 
given the O. K. by users of industrial 
alcohol who have come to the defense of 
the existing denaturing ingredients. The 
National Paint, Oil and Varnish Associa- 
tion has told Assistant Secretary of the 
Treasury L. C. Andrews to “stand by your 
guns” in the present controversy over the 
question of denaturing alcohol. This issue 
has been productive of bills and resolutions 
in Congress in large number to take up 
the matter of the necessity of poisonous 
ingredients in industrial alcohol. In a tele- 
gram to Assistant Secretary Andrews the 
association, through H. S. Chatfield, chair- 
man of the association’s industrial alcohol 
committee, it was declared that denatured 
alcohol is an essential raw material in the 
point, oil and varnish trades; that a 5 per 
cent wood alcohol denaturant had _ been 
used in the United States for nearly 20 
years as against 10 per cent in England, 
and that revision of the formula in the 
absence of consultation with representa- 
tives of the industry “would be unwar- 
ranted.” 


To further extend business relations and 
to cooperate more fully with sources of 
supply for its material requirements, the 
Navy Department has recently asked the 
business world to offer constructive criti- 
cism and suggestion on its purchasing pro- 
cedure. The Navy buys almost every- 
thing from a pin to a battleship, so that 
its circular, inviting this cooperation, 
reaches virtually every business in the 
country. Over 10,000 circulars have been 
sent out in accordance with a survey be- 
ing made in line with the policy of Rear- 
Admiral Charles Morris, Paymaster-Gen- 
eral of the Navy. The response to the 
circular has been very gratifying, the De- 
partment says, a great number of valuable 
suggestions and comments being received. 
A number of representative firms expressed 
surprise at receiving a letter inviting co- 
operation from a Government department, 
and stated they were pleased that the Navy 
desired to cooperate with the business 
world and was ready to accept sugges- 
tions. 
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General Market News 





Jobbers Have Finished Inventory 
Dealers Now Taking Stock 
Current Hardware Demands Light 


ago, according to reports from leading centers. The majority of 


; ARDWARE inventories average about the same as they did a year 


. wholesalers have completed the annual stock taking. Dealers are 
about knee deep in inventory, and wholesale business is running light 


for that reason. 


The retailers are buying for current requirements only, and it is be- 
lieved that in another week fill-in orders will be heavy. It is thought 
that the demand for staple goods will be particularly good when the 
retail hardware stores complete their inventories. 

There are few price changes being made. Collections generally are 


fair. 





1926 Freight Car Loadings 
Have Made New Record 


The volume of freight handled by the 
railroads in 1926 was the greatest ever 
moved by them in any corresponding 
period, according to complete reports 
for the year filed Jan. 5 by the carriers 
with the American Railway Associa- 
tion. 

Loading of revenue freight for the 
fifty-two-week period ended on Dec. 25 
amounted to 53,309,644 cars. This was 
an increase of 2,085,492 cars over the 
best previous record established in 
1925. 

For the week ended on Dec. 25 load- 
ing of revenue freight amounted to 
772,590 cars, an increase of 71,529 cars 
over the same week in 1925. Due to 
the holiday the total was a decrease of 
177,985 cars under the preceding week. 

All districts except the Southwestern 
showed increases in the total loading 
of all commodities compared with the 
corresponding week in 1925. 


New Air Mail Rate Is 
Effective Feb. 1 


Postmaster General Harry S. New 
has announced a new postage rate on 
air mail to take effect Feb. 1. The new 
plan is a flat rate of 10 cents per ounce, 
eliminating the present practice of 
zoning air mail matter. The same 
notice calls attention to the fact that 
special airplane stamps are issued, but 
that ordinary postage stamps may be 
used for air mail. All mail matter in- 
tended for air mail service should be 
clearly marked “Via Air Mail” or “Via 
Air Night Mail,” as the case may be. 

In regard to the prepayment of post- 
age to expedite the handling of air 








mail, the amended regulations require 
that postmasters shall make every ef- 
fort to have patrons prepay the full 
amount of postage on such matter. 
“Nevertheless, short-paid mail intended 
to be carried by airplane shall, if it 
bear at least 10 cents postage, be rated 
with the deficiency and dispatched as 
intended by the sender, the amount due 
to be collected on delivery of the mat- 
ter.” 


Annual Agricultural Report 
Due on Jan. 28 


The annual agricultural outlook re- 
port of the Department of Agriculture 
will be issued Jan. 28. The date has 
been moved up 10 days in response to 
requests of officials engaged in agricul- 
tural extension work to enable them to 
prepare local outlook reports at an 
earlier date than heretofore. 

The department’s report will be a re- 
view and outlook of the crop year and 
probable trend in 1927. It will cover 
the general domestic and foreign de- 
mand situations for all staple crops and 
livestock. Later in the winter, when 
“intentions-to-plant” surveys are com- 
pleted and other material is available, 
supplementary outlook statements will 
be made by the department. 





Kilborn & Bishop Issues New 
Tools Price List 


The Kilborn & Bishop Co., New 
Haven, Conn., has issued price list No. 
11 on its line of drop forged green line 
tools. This list bears the date Jan. 1, 
1927, is completely illustrated, and con- 
tains full specifications on the com- 
pany’s products. 





Basic Materials Markets 
Kindred to Hardware 


Price tendencies in finished products 
being largely the reflection of condi- 
tions in the raw materials market, we 
present here a few opinions, from re- 
liable sources on several basic products 
of interest to the hardware trade. 

ZINC—Prices reported are irregular. 
Bulk of current buying appears to be 
for present requirements only. 

TURPS—Higher prices expected. 
Leading factors suggest buying now 
for next four weeks. 

ROSINS—Buying fairly good. Mar- 
ket tone considered firmer. 

LINSEED OIL—Very little heavy 
buying at present time. Flaxseed 
available appears ample. Gradual ad- 
vances predicted for spring season. 

LEAD—Slight declines noted at press 
time were unexpected. Buying is con- 
sistent though not particularly heavy. 

COPPER—Further declines thought 
unlikely. More confidence is_ being 
shown in this market. 


—-— + 


1926 Prosperity Surpassed 
Previous Year, Says Banker 


The prosperity of the year just 
closed has surpassed even that of its 
predecessor, declared James S. Alex- 
ander, chairman of the board, National 
Bank of Commerce, New York City, at 
the bank stockholders’ meeting held 
Jan. 11. Mr. Alexander continued, in 
part: 

“There have been large production 
and consumption of goods. Earnings 
of many corporations have made new 
records. The railroads have continued 
to improve their position until at last 
the great majority may be said to be 
prospering. Money has been stable 
and the business community is grad- 
ually coming to recognize that this 
should be the usual conditign under a 
normal, peace-time functioning of the 
Federal reserve system. Export trade 
has been large. Full employment at 
high wages has prevailed, subject only 
to those seasonal irregularities which 
are unavoidable. 

“We may liken the United States to 
a well-equipped, well-balanced, well- 
managed plant, supplying the major 
part of its own raw materials, having 
ample working capital and an efficient 
working force which consumes by far 
the larger part of what it produces. 
While the economic organization of this 
country is self-contained to a remark- 
able degree, it is nevertheless true that 
our external commercial relations are 
a large factor in our prosperity.” 
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Optimistic Outlook for 1927 in Cleveland 
District—Some Price Changes Announced 


(Cleveland office of HARDWARE AGE) 


start of the year, as the traveling salesmen who spent the 


| ‘start of th business has not got well under way since the 


holiday week attending annual conventions at their jobbing 
houses have not been back on the road but a few days and not long 
enough to determine how the new year will open up. However, the 


feeling in the trade is generally optimistic. 


Jobbers predict a good 


volume of business in 1927, but expect very keen competition. 
Retailers have been finishing their inventories and their recent 


orders have been largely in small lots to fill in stocks. 


Sales of 


spring merchandise have been very light recently, but more activity 
is expected shortly in spring goods, although there is quite a disposi- 
tion among retailers not to buy very far ahead. 

While a few-price changes are announced they are not numerous 


for this season of the year. 


Window glass has been sharply re- 


duced. Stove pipe and elbows, metallic ammunition and lead prod- 
ucts are slightly lower and linseed oil and turpentine have declined. 
The prices that prevailed on stove boards last year have been re- 


established for 1927. 


AMMUNITION .—A slight price reduc- 
tion has been announced on metallic 
ammunition. This is expected to 
amount to a 5 per cent cut. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—With the heavy volume of 
snow, tire chains are moving in fair 
volume. Jobbers are selling some tires 
for spring delivery, but there is very 
little current demand. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland, 30 x 3% in. 
Liberty —, $6.60; heavy duty over- 
size, $8 x 4 in. Liberty cone 
$11. id: oh duty oversize, $21. 
balloon tires, 27 x 4.4 $9.15; . 6 
4.40, $9.65; 30 : 5.95; 32 x 6, 


ae: 


tubes, : 
$2.60; hd h, 
balloon tire tubes, 27 
$1. 90: 20 x 4.40, $2.95: 30x 5.25, $2.70: 
32 x 6, $3.20; 32 x 6.20, $3.7 


We quote from Sapa stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 


96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100 and 4lc. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100. 


AXES.—Sales are fair and there is 
moderate activity in ax handles. Prices 
are unchanged. 

Jobbers quote f.o.b. Cleveland: 


First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 
doz.; double bitted, handled, $24. 
per doz.: double bitted, = By 
$20 per doz.: 
lots weighing 42 to 48 Ib. and similar 
lb. additional 


60c. increase for dozen 


advance for each 6 
weight increase. 


BATTERIES.— Following the heavy 
pre-holiday demand for radio batteries, 
orders have slowed down. Prices are 
unchanged. 
Jobbers quote 


f.o.b. Cleveland: 


No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 
lots. 

Eveready B batteries, No. 486, 





$3.58 each for unit packages and $3.85 
each for smaller lots. 
No. 6 ignition type dry cell bat- 
teries, 32c. each. 
BOLTS AND NUTS.—The demand has 
been light since the first of the year, 
but jobbers look for a pick-up as soon 
as inventories are over. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 100 per cent off list; small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list; hot pressed nuts, $3.90 off 
% maa rivets, 65 and 5 per cent 
Oo st. 


BRUSHES.—The Herold Brothers Co., 
Cleveland, announce a new dealer’s 
price of $3.60 net per doz. on its No. 
198 line of scratch brushes. 


CORRUGATED ROOFING.—Sales are 
light and prices are unchanged. 


Cleveland jobbers quote No. 28 
gage corrugated roofing at $4 per 
square, f.o.b. Pittsburgh. 


COTTON WASTE.—Reflecting the low 
price of cotton a price reduction of 1 to 
2 cents a Ib. has been made on cotton 
waste. 


DENATURED ALCOHOL.—The de- 
mand continues good. Prices are firm 
and unchanged. 


Cleveland jobbers quote denatured 
alcohol in drum lots at 42 cents per 


GALVANIZED WARE.—The demand 
is steady but moderate. Prices are firm. 


Jobbers quote f.o.b. Cleveland: 

Sprinkling cans, qt., $5.90 per 
doz., 6 qt., $6.65 per ion: 8 qt., $8 
per doz.; 10 qt., $8.75 per doz.; 12 qt., 
$12.50 per doz.; 16 qt., $13 per doz. : 
galvanized pails, 10 qt., $2.60 per doz. : 
$2.80 per doz.; i4 qt., $3.15 per 
: “16 qt., $3.80 per doz. 


GARDEN HOSE.—This line is inactive, 
as most of the early buying is over. 
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Cleveland jobbers quote standard 
5-in., double braid molded hose at 
9%c. per ft.; the same in higher 
grade, 10%c. per ft.; standard % in., 
lic. per ft. 


GAME TRAPS.—While there are still 
some scattering orders, the seasonal 
buying is pretty well over. 


Jobbers quote f.o.b. ete ow} 

Victor game traps, No. 0, $1.10 per 
doz.; No. 1, $1.38 <w BY ; No. 1%, 
$2.44 per doz.; No. $3.36 per doz.; 
Oneida jump traps, "hie 0, $1.59 per 
doz.; No. 1, $1.83 per doz.; No. 1%, 
$2.83 per doz.; No. 2, $4. 38 per doz. 

Gibbs traps, 2- -trigger, $5 per doz 
single grip No. 1, $1.88 per doz.; No. 
2, $3.35 per doz.; No. 3, $5.50 per doz.; 

o. 4, $6.70 per doz. Freight allowed 
on barrel lots. 


GLASS BAKING WARE.— Holiday 
sales were heavy and stocks of many 
retailers were well cleaned out. Conse- 
quently there is at present a good vol- 
ume of pick-up orders. 


Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1 qt., 
$1.17; 2 qt., $1.33; 2% aqt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 


Pie Plates.—S8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 
Bread Pans.—No. 212, 60c.: No. 214, 


3. 
‘ern! Dishes.—Wo. 231, 67c.; No. 
232, $1.17. 

Tea Pots. ty cups, $1.67; 4 cups, $2; 


6 cups, $2.3 
LEAD.—A “va per lb. reduction has 
been made on lead products. 


Cleveland jobbers quote lead pipe 
at 11% cents per Ib.; calking lead 10% 
a lb.; sheet lead 12% cents 
per 


NAILS AND WIRE.—Very little busi- 
ness has developed this month. Prices 
are unchanged. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
at $2.90 per keg for less than car 
lots. 

Jobbers 
stocks: 

Nails.—Less than car lots, $3 per 
keg; No. 9 galvanized wire, $3.45 per 
100 Ib.; No. 9 annealed wire, $3 per 
100 lb.; cement coated nails, $3 per 
100 Ib.; polished fence staples, $3.70 
per 100 lb.; galvanized fence staples, 
$3.95 per 100 Ib.; miscellaneous nails 
and wire brads, 70 and 10 per cent 
off list. 

Barbed Wire.—80 rod spools, Ly- 
man, 4 point cattle wire, $3.25; same, 
hog wire, $3.50; American special hog 
wire, $2.50. 


STOVE BOARD.—Prices that prevailed 
on stove boards last year have been re- 
established for 1927. 


Cleveland jobbers 
lined stove boards, 30 x 30 in., $18.40 
per doz.; 33 x 33 in. -» $21.70 per doz. ; 
paper line 28 x 28 in., $8.40 per doz.; 
30 x 30 in., $9.90 per doz.; 32 x 32 
in., $11.75 per doz, 


WINDOW GLASS.—A price reduction 
of 10 to 18 per cent has been made on 
window glass. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland, single strength first 
bracket A, 86 per cent discount, B, 
87 per cent discount. All other 
brackets A, 85 per cent discount, B, 
86 per cent discount; double strength 
all sizes A, 86 per cent discount, B, 
87 per cent discount. 


quote as follows from 


quote: Wood 
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Timken Bearings for Modern Heating 
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Oil burner reputa- 
tions must be built 
on dependable, 
economical service 
—the very same virtue 
which has made Timken 
Tapered Roller Bear- 
ings universal in motor 
vehicles and other modern 
mechanical devices. 


The Timken record has been 
made familiar to household 
utility prospects, through 
both extensive advertising 
and first-hand experience. 
When you can say that an 
oil-burner, refrigerating 
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Manning Manufacturing Co., 
of San Francisco, is one of the 
Oil-Burner Manufacturers who 
give Owners and Dealers the 
advantages of Timken Bearings 


unit, washer or other 
domestic appliance 
is Timken-equipped, 
you present accepted 
evidence of technical 
excellence. Claims of 





power econumy, en- 
durance and freedom 
fromservice will be faithfully 
supported by Timken anti- 
friction characteristics, Tim- 
ken tapered construction, 
and Timken electric steel. 


In every way Timken Bear- 
ings give the buyer a better 
job, and they give the dealer 


a better selling franchise. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 








TIMKEN 


Traeperea — 
ROLLER BEARINGS 
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Current Wholesale Volume Light; 


Jobbers Have Finished Inventories; 


Dealers Complete Stock Taking 


URRENT business in the New York wholesale hardware mar- 
ket is running light at the present time due, it is said, to the 
fact that many retailers are knee deep in the taking of in- 


ventories. 
pleted their inventories. 


At press time the majority of local jobbers have com- 
Reports from this latter source suggest 


that inventories are about the same as last year, though one or two 
houses report 10 per cent less stock. This comparison is based on 
the same items and does not include new lines which may have been 


added during 1926. 


In another week the wholesalers expect a brisk fill-in business 


for staple lines and some specialties. 


Most salesmen are back on 


their territories and business should get into full swing this week. 
New York hardware men are fairly optimistic on the outlook for 
1927 business, recognizing, however, the likelihood of stiff competi- 


tion. 


Current Demand Is Light for | 


Bolts, Nuts. Ete. 


As in the case of screws and other 
staple hardware items current buying 
is light for bolts and nuts. 
are buying only for current needs and 
will probably continue this practice 
until inventories are completed. With 
this line also a heavy fill in stock busi- 
ness is expected. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. NEW YORK: 

Machine bolts, % x 4, and smaller, 
410 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, ® x 6, and 
smaller. 40 off list; larger and longer, 
40 off list. 

Stove bolts, 80 off list. 

Lag screws, 50 and 7% off list. 





Screw Demand Is Moderate 


in New York Market 


Current business on screws 
New York hardware market 
stricted to actual requirements, as the 
trade completes the taking of inventory. 
There will probably be a heavy fill in 
order later in the month. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS. F.O.B. NEW YORK: 


Discounts on wood screws: 
Bright, Flat Head, 75 per cent; Iron 
Bright, Round and Oval Head, 72% 
per cent; Iron Blued, Round Head, 
72% per cent; Brass. Flat Head, 72% 
per cent; Brass, Round and Oval 
Head, 70 per cent. 

These discounts apply 
list of June 24, 1922. 

EXTRAS—20-10-10-5 per cent. 


Iron 


to revised 


New York Demand Good for | 


Garage Sets 


The local demand is very good for 
garage sets. The prices quoted here 
appear to be representative of New 


in the | 
is re-_| 


Dealers | 





| 


| 
| 
| 
| 





York wholesele offerings. Stocks are 


considered satisfactory. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS. F.O.B. NEW YORK: 
Garage sets, $2.25 per set; in lots of 
or more, $2.10 per set: in lots of 
or more, $2 per set. 
Garage door holders, $1.65 per pair: 
in lots of six or more pairs, $1.5) per 
pair. 


2 
2 


Stocks Ample; Prices Firm 
on Stove Pipe, Elbows, Ete. 








Stove pipe, elbows, stove boards, dam- | 


pers, pokers and kindred sundries are 
fairly active for this time of the year. 
The bulk of the wholesale business on 
this group has been handled. Some 
fill in business continues and consumer 


demand is fairly consistent. New York 
wholesale stocks are _ satisfactory. 
Prices are firm. ' 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS. F.0O.B. NEW YORK: 

Stove pipe, 4 in.. 13%c.; 4% in., 
15ec.: 5 in., 16%ec.: 5% in., 18c., and 6 
in., 2le. per length. 

Stove pipe elbows, 4 in., $1.50: 4% 
in., $1.68; 5 in., $1.80; 5% in., $1.98 
and 6 in., $2.22—all per doz. 

Stove pipe collars, 4% in., 45c. to 
48ec.: 5 in., 50e.; 5% in., 55e. to 60c.: 
6 in., 60c. to 638c. and 7 in., 75e. to 
$1.15—all per doz. 

Stove pipe dampers, 4% $1.20; 
® in., $1.25; 5% in., $1.32: 6 in.. $1.40 
to $1.44; 7 in., $2.15, and 8 in., $3.60— 
all per doz. 


in., 


Furnace Scoops Are Active: 
N. Y. Prices Continue Firm 


An active demand continues for fur- 
nace scoops. New York wholesale 
stocks are adequate and local prices 
firm. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS. F.O.B. NEW YORK: 


Furnace scoops, hollow back, mal- 
leable D handle, $5 per doz.; riveted 
with wood D handle, $9.50 per doz. 
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Batteries Continue Active; 


N. Y. Prices Are Firm 


Selling at firm prices in the New 
York wholesale hardware market dry 
cell batteries continue very active. The 
bulk of this demand is, of course, for 
radio use. B batteries and C batteries 
have been particularly active since 
Christmas. Many people who received 
radio sets are buying new batteries. 
Local wholesale stocks are apparently 
adequate. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.0O.B. NEW YORK: 

Dry cells, No. 6 ignition § type, 
within Metropolitan area 30c., out- 
side, 32c. each. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each. Heavy duty vertical type, 
No. 770, $3.33 each, and in units of 
5, $3.09 each. 


N. Y. Demand Is Active for 


Carpet Sweepers 


Carpet sweepers continue to sell ac- 
tively in the New York wholesale hard- 
ware market. Prices are uniform and 
are not expected to change, according 
to local distributors. Local wholesale 
stocks are considered satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. NEW YORK: 

Carpet sweepers, Standard, $3; 
Universal, $3.50; Grand Rapids, ja- 
panned, $3.67; Grand Rapids, nick- 
eled, $4: Princess, nickeled, $4.16, 
and American Queen, nickeled, $4.50. 
Prices are net per each. 

Toy sweepers, Little Helper, $2 per 
doz.; Little Gem, $3.75 per doz.:; Lit- 
tle Jewel, $10 per doz., and B. Ju- 
nior, $16 per doz. 


Weatherstrip Demand Good; 
N. Y. Stocks Satisfactory 


Weatherstrip continues to be fairly 
active throughout the Metropolitan 
area. Local hardware joLbers report 
steady sales, adequate stocks and firm 
prices. This has been a good season 
for weatherstrip. The windy and cold 
weather has stimulated consumer in- 
terest. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS. F.O.B. NEW YORK: 
Wirf’s weatherstrip, 500 ft. on reel, 


maroon, $48.50 per 1000 ft. White, 
$60 per 1000 ft. 
Nero weatherstrip, 500 ft. on reel, 


$36 per 1000 ft. 

Economy metal weatherstrip, 36 in. 
x 36 in. x 36 in. for windows, $27.36 
per case and $1.14 per carton. Same 
42 in. x 42 in. x 42 in., $31.68 per 
case and $1.32 per carton. Each car- 
ton contains sufficient equipment for 
one window. A case contains 24 car- 
tons, 


Same for doors, 36 in. x 8&4 in., 
$28.30 per case and $1.20 per carton. 
Same, 42 in. x 84 in., $30.96 per case 
and $1.29 per carton. Each carton 
contains complete equipment for one 
door. A case contains 24 cartons. 


Reading matter continued on page 66 
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oF > ry wick buyer 


a Perfection 
prospect 





By GLten MuNGER 


CUSTOMER asks for a wick. At 
A once she’s classed as a stove 
prospect by the salesmen at the B. 
M. Scofield Furniture Company of 
Sterling, Colorado. 


Just because a stove gives service 
does not mean that the user may 
not be sold a new Perfection is 
B. M. Scofield’s theory. And he’s 
proved his theory works. 


In 3 years his sales climbed from 
$598 to $1,500. 


Sales Talk to Wick 


Customers 


“Is your stove giving satisfactory 
service, Madame?” or “How long 
do the wicks last?’’ Scofield trains 
his salesmen to inquire. 


It’s easy to get the wick buyer to 
discuss her cooking problems. And 
right away there’s an opening for 
sales talk on the merits of the Per- 
fection—no soot, no odor—quick 
dependable heat. The customer 


From this simple idea Colorado 


Dealer increases Perfection 
Sales 150% in 3 years. 


mentions baking—then there’s an- 
other lead. Scofield’s men tell about 
the Perfection Live Heat Oven. 


If Perfection wicks are asked for 



























Wick users Buy 
New Perfections 
the salesman takes pains toexplain —_ Like all successful dealers who get 
the bevel feature. big turnéver and profits from Per- 


; . fection sales Scofield employs other 
Adisplay of newPerfectionmodelsis —_ up-to-date sales methods. But he 


nearby—oneofthemreadytolight. — says his best bet is the Perfection 
A demonstration shows the advan- _ prospect list he gets by going after 
tages of the latest the buyers of wicks. It is 
Perfection Stove. chiefly to this source that he 
Watch credits his extraordinary in- 
Repair Orders ' crease of 150% in 3 years. 
. this magazine 0 
Add to List next month forthe * . + 
Seafiels k Perfection story 
ys 7 eat eg San Die y eae Show Perfections to wick 
princes set tgcing gin an Diego, Calif. customers at your store— 
contact with wick ‘10 Turnovers Vit Gad ico 
users through the a Year. ou nd 1t pays you, too. 
excellent repair ' } PERFECTION STovE Company 
. that hi S ee : 7609 Platt Avenue, Cleveland, Ohio. 
ingle g-gn i} oid in Canada by The Sheet Metal Products 
store gives. These ; Company of Canada, Lid., Toronto, Ontario 





oil stove users 
are added tothe 
Perfection pros- 
pect list. 


IMPORTANT: Sell only genuine Perjc:- 
tion wicks for all Perfection and Pur'- 
tan Stoves. Others will cause trouhi: 


ct « PERFECTION OIL STOVES « -%% 
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Kxpected Post-Inventory Buying Beginning 
to Develop in Chicago—Few Price Changes 


(Chicago office of HARDWARE AGE) after-made pails, $2.12; 12 qt., $2.33; 

HE inventory period is still retarding hardware sales in the ized ail cans, $8.26: doa: 2 gal, 4 
° . > OZ a OZ.; OZ. ; 
Chicago territory, although a fair volume of replacement or- T ba, aniseed eaion. se 20 doz.’ 


ders on the more staple items is just beginning to develop. a See eee 
Every indication points to a resumption of buying within the next | GEass AND PUTTY.—Discounts are 
few days. Rush orders for spring and summer merchandise are | enlarged slightly as orders are limited 


expected to reach a considerable volume due to the fact that there | to — replacement orders. 





. . : ; ™ quote from jobbers’ stocks, 
was comparatively little future business in these lines placed dur ove it. om en ae 
ing the fall. in. bracket, 86 Pag? cent discount; sin- 


oe strength A , 34 to 40-in. bracket, 
5 per cent discount; single strength 
A, all other brackets, 85 per cent 
discount; double strength A, all sizes, 
~ per cent discount; Single strength 


Just what price tendencies will develop with the resumption of 
business is rather problematical but no very drastic fluctuations 


are looked for. Most prices are holding firm, although the only Toca Go. Ot ace Gat Gee 











; i 44 to 40 in., 86 per cent and balance 
two changes to be reported this week were both declines. All 86 per cent! double strength B up to 
grades of window glass took a slightly higher discount and solder in. 87 per cent discount; balance 

37 per cent. Putty, pure grade, $3.75 
dropped $2 a hundred pounds. per 100 Ib.; commercial, $3.40 per 100 
Steel mill operations in the Chicago area have dropped off slight- é 
ly and ing at about 75 per cent capacity. There is,at | HANDLED HAMMERS AND 
ae ee cere Sen ee eee — nw * . “9 HATCHETS.— Sales are _ seasonably 
the same time, an increasing number of inquiries and specifications | quiet this week. No price changes are 
for steel bars, indicating activity in general manufacturing for at | in prospect. 
least the early part of the new year. — 
uote from jobbers’ stocks, 
AUTOMOBILE ACCESSORIES—Sales Lae Gian: Vek eae, a a 
are rather slow at present, but the out- wrought brass bit-keyed front door oe ee oe; Sao 
look for spring is very good. sets, $3 per set; cylinder front door hammers, first quality, $9.20 dozen; 
We quote from jobbers’ stocks, sets, $7 per set. Competitive . 16 oz. nail ham- 
f.o.b. Chicago: CHAINS.—Prices are unchanged as mers, $6 to $8. 
Spark Plugs.—Splitdorf, for Fords, sales slow down temporarily. HATCHETS— 
60c. each; regular 5&8c. each; Cham- , 
fon X, 45c. each; Champion Blue We quote from jobbers’ stocks, We quote from jobbers’ stocks, 
ox line, 53c. each; A. C., 53c. each; f.o.b. Chicago: % inch proof coil f.o.b. Chicago: First quality hatch- 
lots of 100, 50c.; A. C. Special Ford, chains, $8.50 per 100 lb. Henso Bull ets, No. 2 shingling, $12.50 doz.; first 
6c. each. Dog and Brown coil chains, 50-10 per quality hatchets, No. 2 broad, $16.40 
Spot Light. — Appleton, No. 3280, cent discount. No. 00-4% electric doz.; medium quality hatchets, No, 2 
welded cow ties, $2.75 per dozen. shingling, $8 doz.; medium quality 


—_ —Non-skid, dozen pair lots, COPPER RIVETS AND BURRS.— hatchets, No. 2 broad, $12.50 doz, 


53 per cent discount. 


HANDLES, AGRICULTURAL.—There 














Jacks.—National Standard, No. 21, Sales are normal for this season and | .°*.. 4 
$1.30 each. hold fi is little business except for a small vol- 
peewee, FS, i... erence, eeercage teag ume of future delivery orders 
1.85. We quote from jobbers’ stocks, ° 
Tires and Tubes.—30 x 3% oversize f.o.b. Chicago: Copper rivets and We quote from jobbers’ stocks, 
cord tires, $8.75 each; regular cord, burrs, 40-2% per cent discount. f.o.b. Chicago: 
6.60 each; gray inner tubes, 30 x 3%, Hay Fork Handles. — Straight- 
‘4 each; red inner tubes, 30 x 3%, ELECTRICAL AND RADIO MER- chucked and bored, best grade, 4 
: CHANDISE.—The demand jis some-| _ ft-, $4.95 doz.; 5 ft., $6 doz.; XX, ‘i 
—_ indi . ft., $4.95 doz.; 5 ft., $5.30 doz.; X, 4 
erage gan — ne | what quiet. Prices are unchanged. ft. $2.65 doz.; 5 i § $3.10 doz. 
e expected. . Hay Fork Handiles.—Bent-chucked 
We We  nyll from jobbers’ stocks, and bored, best grade with strap, 
quote from jobbers’ stocks, f.o.b. Chicag f | d 4 ft., $8.25 d 
f.o.b. Chicago: First quality single Electrical’ Merchandise. — No. warts on 1 cap, Ai tt. Rn &-—4 
bitted unhandled axes, 3 to 4 Ib., $14 rubber covered wire, $6.85 per 1000 ? "a 4 oz 4 ft., 6 ace & + 
dozen base; double bitted, $19 dozen ft.: in 1000 ft. lots, $6.35. No. 18 6 25. yg: end 4 b 2 = 4, 86 
base; good quality black unhandled lamp cords, $14.25 per 1000 ft.; in 1000 a Tt ft, $6.25 d ag xX 2 4 ft., 
axes, same weight, single bitted, $13 ft. lots, $13.65; % in. brush brass key 3 OF doz.: 8 f 3 78 a ent, 4% 
dozen base; single bitted handled sockets, 15%c. each; two-way plugs, $ "nena Bi, ° Pog ~~ 
axes, $15.50 to $24 per dozen, accord- 45c. each; in lots of 10, 40c. each; lanure | oes o6 .- rae Tf hi at 
ing to quality and grade of handle; two-piece attachment plugs, 12c. , Sex ae $5. 02.; 4% ft., $5.60 
special unguaranteed handled axes, each; dry cells, boxes of 50, 32c. ft. $4°80 a gee ft., ' 7 doz. 4% 
$12 per dozen base. each; less than case lots, 36c. each. 414 _ $3. eh nt, t., $ “a. 
BOLTS AND NUTS.—Sales are as} wo "766. $140 cach, Now er. $2.63 ggGarden Hoe Handles. XX, 4% ft. 
: ; . : ‘a9 ; ; : 0Z.; 
good as can be expected at this particu- at Ne. hg gy 772, Garden Rake Handies. x 5% ft. 
lar season. Battery Chargers.—Apco line, lots a eR ER P 
We quote from jobbers’ stocks, of less than 10, $13.50 each. $5.60 doz.: X, 5% ft., $3.55 doz. 
f.0.b. icago: Carriage bolts, cut _Loud Speakers.— Western Electric Shovel Handles. —'Regular pattern 
thread, 45-55 per cent discount: small No. 522 W. $2.50 list. Discount, 30 XX, 4% ft., $6.50 doz.: X, 4% ft.. 
carriage bolts, rolled thread, 50-5 per per cent. $4.30 doz.; D handle, best grade, $8.76 
cent discount; machine bolts, cut FILES.—Sales are seasonal and prices doz.; X grade, $6.60 doz 
thread, 50-5 per cent discount; small Spade Handles. — —D handles best 
machine —~ rolled _— 50- ae -5 are without change. grade, $8.60 doz.; grade, $6.60 doz 
r cent discount; all stove bolts, shdor sk oe eg ‘ 
tar cat a es mE corews, tom, Glaseme: American ales. “80-16 HANDLES, TOOL.—Sales are season- 
‘ per cent off list; Nicholson files, 50 ably good and prices wi rece 
BUILDERS’ HARDWARE.—Prices re- per cent off list; Black Diamond files, h 7s Suaee ane WHER - 
main at the extremely low levels ye wee Cae OR Wat. a 
/ = : We pete from jobbers’ stocks, 
We quote from jobbers’ stocks. GALVANIZED W ARE.—tThere is very f.0.b. Chicag 
f.o.b. Chicago: 3% x 3% steel butts, little business, as dealers are taking in- Axe ra —No. 1 hickory, $4 
old copper and dull brass finish, $1.80 ventories. doz.; No. 2, $3 doz.; second growth 
per dozen pair; 4 x.4 steel butts, old hickory, $5 doz.; finest selected sec- 
oe and dull brass finish, $2.52 per We quote from jobbers’ stocks, ond growth hickory, $6.50 doz. 
— apair heavy ‘steel bevel inside - f.o.b. Chicago: — alvanized Hatchet and Hammer Handles.— 
50 per dozen sets: steel bit- 4 after-made _ tubs, 6: N 2, No. 1, 90c. aoe. finest second growth 
Pee front door sets, $1.50 per set; $6.85; No. 3, $8; 10° a af Rae HE hickory, $1.80 doz. 


Reading matter continued on page 68 


























January 13, 1927 


pes o eieck 


HARDWARE AGE 


SRT EL AE I TE 
; 


67 





a. | Largest Manufacturing Plant of its Kind i in : the World uy ’ 





An Institution 
The lengthened shadow of good service 





Emerson said years ago that “an 
institution is but the lengthened 
shadow of a great man.” 
Richards-Wilcox, in paraphrasing 
this, look beyond any one man to 
a group of men—to an organi- 
Zation—to products—to service. 


R-W products over a period of 
45 years have held a foremost 
place, attained a world-wide 
acceptance, andestablished a pres- 


tige that challenges comparison, 
because every item that bears the 


R-W trademark is thoroughly good. 


This supremacy could not be 
possible with an organization that 
failed to interpret the best of 
products in terms of the best of 
service. It is this that has made 
the R-W plant (the largest of its 
kind in the world) the “length- 


ened shadow of good service.” 


This doorway service is always at your command 
without cost or obligatian. 





ichards-Wilcox Mf 


“A Haneer tor any Door that Slides. 


6 





AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis ~ ey = Orieana 
Chicago Minneapolis Kansas rancisco Omaha Detroit. 


City Los Angeles 


n F 


(29) Montreal « RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, eel. . ph woe 


Largest and most complete line of door hardware made 
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HINGES.—tThere is no change from Bg, Oa, To de. 208, $6 per doz.; — discount, 39 and 5 per 
the present low price levels. Tea Pots.—2 cup, $21 doz.: 4 cup. nai 
We quote fro jobbers’ stocks $24 doz.; 6 cup, $28 doz. Water Heaters 
tak ‘eihcaae: Mae aime Wen Utility Pans.—No. 231, $8 doz.; No. — : 40.01 
f.o.b. Chicago: Heavy strap hinges °32 $14 doz Perfection No. Ceo $40.00 
in bundles, 4 in., 90c.; 5 in., $1.10; 6 ne é: ; Perfection No. 421.............. _ 80.00 
in. $1.12; 8 in., $1.90 %4 10 in. $3.87 per ROPE.—Sales are fair at the recently hg meee Gincount. 30 and 5 Der 
dozen pairs: extra heavy T hinges, in — = : . cent in lots o or more; less an 
bundles, 4 in., $1.40: 5 in, $1.28: 6 in., advanced manila rope prices. 10, 30 per cent. 
$1.32; & in., $2.30; 10 in., $3.30 per doz. We quote from jobbers’ stocks, : 
ICE CREAM FREEZERS.—There is| 0), Chicago; No. I Manila, stand- Wicks, Ete. 
some business for later delivery being °°, Manila 22c. per Ib.: No. 1. sisal, Rockweave wicks, 25e. —. 
. . lblec. to lie. per Ib.; No. 2 sisal, Perfection and Puritan, $4 per doz. 
placed now. 14%c. to 16e. per Ib, and $48 per gross. 
We quote from jobbers’ stocks, a F ; Discounts same as on oil cook 
f.o.). Chicago: White Mountain, 1 SASH (¢ ORD.—Prices remain at the stoves, ovens and heaters. 
. Nf is > 2 . e ‘ ** y . 
Se arte ae ee best 1" ~ b ~ present low level, as sales are season- NESCO PERFECT OIL HEATERS— 
$10.45 list; 8 qt., $13.40 list; 10 at., ably slow. No. 12 each 12.0... eee eeeeees $5.50 
84 “4 ony = ws oe ee tS i We quote from jobbers’ stocks, No 5 et (scene dnieiie pes pe 
See et is ’ sree “ ; - 4 list: ~~ = f.o.b. Chicago: No. 7 standard brands, a aoe eee *® 850 
¢.60 list; Arctic, 1 qt., $4 list; 2 qt., $7.40 per doz. hanks; No. 8, $8.45 doz. —_— << ... On, 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 hanks. No. 0 ee rs rer 8.20 
list; 6 qt., $8.60 list; & qt., $11. 10 list. -_ es — sth bs shaban abintiasaite tba act Oak a Rg = 
All the above less 50 per cent dis- SAS »TT oe " NO. ar eee oD 
count. Alaska, 1 qt., $2.95 list; 2 at.. S sony ULLEYS.—The demand is tem Ol SEEMED xeacrsaseceeseeces 12:00 
$3.45 list; 3 qt., $4.10 list; 4 qt., $5 porarily quiet. OD. BOE GBOM seccccnveveccscees 7.50 
list; 6 qt., $6.30 list, & qt., $8.20 list; We quote from jobbers’ stocks. aie — inte wh. anaes aes a 
10) qt., $10.75) list ° 12-qt., $14 list ’ 1b f.o.). Chicago: Common sash pulleys, N . 1601 € me ceoeceeeeeeesereseees 1025 
qt., $17 list; 20 qt., $21.50 list. A dis- ofc. doz.; barrels, 54e¢. doz.; Common- Ny 0191 pane eR, Oe ee ee 11.00 
count of 20 and 10 per cent on all sense, 2 in., 60c. doz.; barrels, 5te. No. 1901 sale ts eth iaett nats anieed 12.50 
above prices. Acme, 2 qt., galv., $8 doz.: No. 105, 46e. doz.; barrels, 42c. i te each ee corte eeees : 
doz.; 2 qt., open $10 per doz.; 4 doz. “ ~4 ounts “ quantities less than 
qt., enamel, $18 per doz. Above prices , 30 per cent. wie 
are net. SCREWS. — The recently advanced coitus 19 or more, 


ICE SKATES.—The demand for} prices are becoming very generally 
skates, especially- tubular outfits, is | established, and the price change seems | SOLDER AND BABBITT.—There is a 














holding up well. to have stimulated the demand. fair demand at prices somewhat easier. 
We quote from jobbers’ stocks, We quote from_ jobbers’ stocks, We quote from_ jobbers’ stocks, 
f-o.b, Chicago: Key Clamp, Rocker, fob. Chicago: Flat heat bright fob. Chicago: Warranted = 50-50 
Men's and Boys’ bright finish, ‘75c. screws, 75-20-10-10 per cent new list; solder, $14 per 100 Ib.: medium, 45- 
ae $44 1 ; 
pair, Half key Clamps, Rocker, round head blued, 72%-20-10-10 per 55 solder, $43 per 100 Jb.; tinners’, 
Women’s and Girls’, $1 pair; Key cent new list; flat head brass, 72%- 40-60 solder. $42 per 100 Ib.: high 
Clamp, Hockey, Men's and _ Boys’, 20-10-10 per cent new list; round speed babbitt metal, $20 per 100 Ihb.; 
ao Sa: Se ee Shae nein tee me brass, 70-20-10-10 per cent new +a No. 4 babbitt metal, $14 per 
S : mris , : é ; - ist. 100 Ib 
bular Skates, Men’s or Women’s, ; 
Race Hockey, $5.50 pair. —_ j , 
sen... wh gate = : — og sg A ay volume of STEEL SHEETS.—The demand is 
NS.— selling season usiness for spring delivery continues rather quiet and prices are unchanged. 
over the activity is confined to small | to be placed. is cei ‘Godin oebneiet - whnilen 
fill-in orders hatin Chamine. geiiwaminnd: 
we PERFECTION— f.o.b. Chicago: 28-gage galvanizec 
We quote from jobbers’ stocks, No. 72 2 burner: 17.50 sheets, $5.30 per 100 Ib.; 28-gage black 
f.o.b. Chicago: Dists D-Lite. $13 doa. No. 73 3 mae... ae a faaw yer Sey 
cm farge » $14.25 doz.; Little ie Oe PUNO, . cs vccesevsess 8.50 
Wizard, $8.50 doz.; Blizzard, $13 doz. No. os, 5 hea a fh ye STOVE PIPE, COAL HODS, ETC.— 

LARD PRESSES AND SAUSAGE Perfection dealers’ discount, 36 Current sales are quiet, but many or- 
STUFFERS.—Prices are unchanged| _ ?°" ©©Pt 07 lots of 10 or more. ders are being placed for fall shipment 
and sales are light. PURITAN (Improved Model)— at no change in prices. 

‘ No. 42 2 DUPMETS. .... cc cccceees $17.50 . — _ 
We quote from jobbers’ stocks. No. 43 3 burners..............-. 22 50 We quote from jobbers stoc s, 
fo.b. Chicago: Enterprise, No. 25, 4 No, 44 4 burners...........ccece 28 50 f.o.b. Chicago: Best full gage pipe, 
a. $8 — NS; ze 6 at. $8.65 each; Puritan discounts same as Perfec- 1 agg d > ay ee 
NO, 3D, Gt.. 7.00 eacn. tion » 72°. ; ) ; ate ; Ss. 

, pe ’ ; 30 gage, $1.20; 28 gage, $1.50 per doz. 
NAILS.—Inquiries are considerably | NESCO— F Galvanized coal hods, 17 in., $5 doz. 
more active, including many for car- ge BD... 5d 7 on WIRE PRODUCTS.—There is the usual 
load lots. Prices are very steady. No. 213 3 burners ............. 22.00 A Sai ‘int s 

, ; ; ” , a, . ee ED oo me.cee coe wes 28.00 past inventory increase in inquiries. 
Ne —< ae jobbers’ stocks, No. Ri Boca ot t cme renee ees ee Prices are very firm. 
‘ ofan s . . — » s © S 3 JYooervessee J.20 
Common Ww re and cement-c oated No. 1103 high she if only wre pw 6.50 We quote from jobbers’ stocks, 
nails, $3.05 per keg base. No. 1104 high shelf only........ 8.00 f.o.b. Chicago: W ire staples, No. 8 
__ Dak : No. 1105 high shelf only........ 9.75 black annealed wire, $3.00 per - 
PAINTS AND OILS. Prices remain With vitreous enameled stove tops No. 9 galvanized plain wire, $3.50 per 
unchanged again this week. The de- and splash backs: 100 Ib.: catch weight spool galvan- 
mand is quiet oe, ee. a ED. . wccenesteees $35.50 ized cattle or hog wire, $3.75 per 100 
" ; No. 244 4 DUFMOCIS.....cccccsces 44.50 Ib.; 80-rod spool of galvanized hog 
, we ——_ from jobbers’ stocks, Nesco dealers’ discount, 30 and 5 —, $3. = a “—" Bos — 
.0.b. Chicago: per cent. staples, per ire cloth, 
Linseed Oil.—Raw, barrel lots, 92c. Oil Ranges black, 13-mesh. esi, $1.95 100 -. ft.; 
per gal.; 5 barrel lots, 89c. per gal. galvanized, 12-mes » per Sq. 
Linseed Oil.—Boiled barrel lots, 95e. Neseco Rolo, 5 burners and oven.$90.00 * bronze, _14-mesh, $5.75 per gt a 
per gal.; 5 barrel lots, 92c. per gal. Dealers’ discount, 30 and 5. per ft. Galvanized poultry netting: Gal- 
Turpentine.—Drum lots, 99c. cent. vanized — mee gd per — 
Denatured Alicohol, — Barrel lots Ov discount; galvanize after made, 
. 4 ens 
42c. per gal.: steel drums extra, $6 | 52%-5 per cent discount. 
returnable. | No. 211 1 burner plain door...$2.50 q 
senvnite Lead.- 500-tb. lots, $13.7; A ' No. 100 burner slass Goer... eh WRENCHES.—A fair volume of re- 
= t; 100-Ib. lots, b=]! No. i Ss por... 4.90 . ial 
Ne ae a No. 112G 2 burners glass door.. 6.00 | Placement orders is beginning to de- 
lots, $1.85. ey Ge “ci gendnbuveceenes seated 6.15 velop. 
Shellac. -(44%-lb. cuts), white, $2.60 Dealers’ discount, on 10 or more, 30 el al bb cocks. 
per gal.: orange, $2.30 per gal. and 5 per cent; less than 10, 30 per We quote from jobbers’  stoc 
j = arrels f.o.b. Chicago: Agricultural wrenches, 
English Venetian Red.—In barrels, cent. 
2 fF ;75 pe 60-10 per cent discount. Coes 
ee oe.ce Ger oy &. PURITAN wrenches, 40-10 per cent discount: 
“o> . 71, > oP — ire Sy - . . . 
aid a: Sap ee No. 42G 2 burners glass door... .$5.50 engineers’ wrenches, 50-10 per cent 
Dealers’ discount, 10 or more, 30 discount off new list; Trimo, 65-10 
—— : r 4 
PYREX WARE.—tThe demand is inac- and 5 per cent; less than 10, 30 per per cent discount, 
tive at present. Prices are unchanged. cent. Ro iy FO gg ye ogg 
e - 4 s . as ° ae be, 
We quote from jobbers’ stocks, NESCO— 7 No. 101 Master Service Set, $'3.75; 
f.o.b. Chicago: No. 05 1 burner solid door..... $2.00 No. 202 Heavy Duty Set, $8.80; No. 
Bread Pans.—No. 212, $7.20 doz.; No. 5 1 burner glass door..... 2.15 404 Flexible Socket Set, $7.59: No. 
? igh ane e eemet No. 010 1 burner none Goer jeees 3.50 = cag ggg Drain re Socket. 
ew andle asseroles.—Round, No. 10 1 burner glass door..... .75 3.20; No. quare Socket Set, 
No, 622, $12 doz.; No. 623, $14 doz.: No. 020 2 burners solid door.... 4.25 $3.70; No. 1878 Giant “‘Snap-on”’ with 
Oval, No. 632, $12 doz.; No. 633, $14 No. 20 2 burners glass door.... 4.50 extra heavy duty ratchet, $27.35. All 
doz. Shallow Oval, No. 642, $12 doz. : No. 030 2 burners solid door.... 4.90 Snap-on Wrenches less 33% per cent 
No. 64%, $14 doz. No. 30 2 burners glass door.... 5.20 discount. 
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Make 1927 a ‘Kecord -Breaking Year! 





HEATER 





VECTO has Earned the Enthusiastic 
Endorsement of Thousands of Owners 


There is nation-wide endorsement of VECTO as the easiest, 
cleanest and best heater for the small home, store, etc. 


Public acceptance is so widespread that you should have 
no difficulty in largely increasing your business in 1927 
by making VECTO available to eins small home and 
building in your community. 


The New Year’s VECTO Profit Plan will make it easy for 
you! Our Sales Building Service during 1926 proved em- 
inently successful for hundreds of heating merchants. The 
plan for 1927 is even more complete and will reap far 
greater rewards for those who make use of it. 


The Double-Door Wazt for Our VECTO Salesman! 


VECTO Warm Air Heater 


AMERICAN RADIATOR COMPANY 


Showroomsand Sales Offices: New York,Boston, Providence, New Haven, Newark, Philadelphia, 

Baltimore, Washington, Richmond, Buffalo, Pittsburgh, Cleveland, Detroit, Cincinnati, Atlanta, 

Chicago, Milwaukee, Indianapolis, St. Louis, St. Paul, Minnea lis, Omaha, Denver, Kansas City, 
San Francisco, Los Angeles, Seattle, Toronto, London, aris, Milan, Brussels, Berlin. 

















AMERICAN RADIATOR COMPANY 


Makers of IDEAL Boilers, AMERICAN Radiators, ARCO Hot 1807 Elmwood Avenue, Buffalo, N. Y. 
Water Supply Heaters, VENTO Ventilating Heaters, I would be pleased to have your salesman call. 
Heat-Controlling Accessories, etc. on 


a ar Ni. a NAA a eee 
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HARDWARE AGE 


January 13, 1927 


Optimism Prevails in Northwest in 
Spite of Light Crops in Some Districts 


(Minneapolis office of HARDWARE AGB) 


Twin Cities are beginning to prepare for the selling season 


[) ‘twin c and jobbers alike in the Northwest tributary to the 


which is ahead. With inventory, in many cases practically 
out of the way for the year, stocks are being put into shape, and 
plans are being made for the lines to be carried. 

Radio has become one of the leading lines with hardware dealers, 
and this is the harvest season in that commodity. Skates are still 
selling well, with other winter sports goods in good demand. 

Optimism seems to prevail in this part of the country. The 
prospects for 1927 appear very good, in spite of the fact that many 
districts had light crops in the last year. 

Little or no attention has been given to price changes during the 
past three weeks to a month. The holiday season, sales conferences 
and inventory have occupied the field. By another week, however, 
any changes which have been sent through to the jobbers will be 


made and published. 


AXES.—Demand is steady, with stocks 
in good condition. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit; $14.50; double bit, $19.50: 
handled, single bit, $19.25; double bit, 
$24.25 doz. net. 

AUTOMOBILE TIRES. — Compared 
with the demand during the winters of 
several years ago there is a very good 
sale for tires. Stocks are well filled, 
with prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty Cord, $3.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty et 
11.15; heavy duty oversize, $14.5 
alloon tires, 29 x 4.40, $9.65; 30 2 
5.25, $15.95; heavy duty, 32 x 6.20 


$26. 75: i tubes, 30 x 3%, $1.70; 32 
x 4, $2.60: x 414, $3.25; balloon © 
4 $1.90; 2 


$3. 20; 32 x 6.20, $3. 70 each, net. 


BOLTS.—Call for bolts is rather light, 
with stocks in like condition. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 60 
per cent; stove bolts at 75 per cent 
we lag screws at 55 per cent from 

sts. 

BRADS.—Sales are light, with stocks 
low. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25 
Ib. boxes at 75 per cent from list. 

CARPET SWEEPERS.—Demand is 
steady, holding up well over the holi- 
day season. Stocks are ample for the 
eall. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, $54; . Elite, 960: 
Grand Rapids, japanned, $44; Grand 
—- nickeled, $48; Grand sweeper, 

7 in., $60; Parlor Queen, $56; Prin- 
a $50; Universal, nickeled, $46: 
japanned, $42 per doz. net. 


COAL HODS—Sales_ are _§ steady, 
though not so heavy as earlier in the 
season. Stocks are still ample, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 








$3.35; 18 in., $3.85; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.90; galvanized open, 17 in., $4.65; 
18 in., $5.40; galvanized funnel, 17 
in., $6.00; 18 in., $6.80 per doz. net. 


CHAIN.—Call for log chains is fair, 
with stocks ample. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Log chains, 4 x 


coal hods, 17 in., 


14, $43.85; % x 14, $10.90; %& x 14, 
$10.15; % in. proof coil, $12; % in., 


i % in., $8.30; 5% in., $9.85 cwt., 
net. 
FILES.—Call for files is light, with 
shops and contractors at the low point 


of their year. Stocks are in fair con- 


dition. Prices are steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 


at 50 per cent and second grade files 

at 60 per cent from lists. 
GALVANIZED WARE.—Demand is 
fair, especially for garbage and ash 
cans and similar lines. Stocks are am- 
ple for present needs, with prices un- 
changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: Standard 
galvanized tubs at $7.25; No. 2, 38. 00; 
No .25; heavy tubs, No. 1; 
No. 2, $13.80; No. 3, $15: 


oom, 


$12.60; 
Standard 10-qt. pails, $2.55; 12-qt., 
$2.90; 14-qt., $3.25: stock pails, 16-qt., 


$5, and 18-qt., $5.50 per doz. net. 


GLASS AND PUTTY.—Call for this 
line is light, with stocks in fair condi- 
tion. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and strictly 
pure putty in 50-lb. drums at $4.85 
cwt. net. 

HAMMERS AND HATCHETS.—The 
regular channels of trade in small tools 
shows slight activity. The holiday sea- 
son brought out a good demand. Stocks 
are somewhat broken, with prices un- 
changed. 

We quote from. jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. 
81, $12; a No. 61114, $12: 
Angee: 9 Broad, No. 2 hatchet, $16.40; 
No. shin netting, § $12.50; No. 2 claw, 
$13. 7 per doz. net. 





LAMPS AND LANTERNS.—Sales are 
very good, with stocks in fair condi- 
tion. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, No. 2, 3 
doz.; No. L327 Coleman lanterns, 
- No. L427, $6; No. C329 lamps, 
- No. C318, $7; No. C317, $7.46 


NAILS.—Demand is light, with build- 
ing at a low point in this section of the 
country. Stocks are low and prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
in 100-lb. kegs at $3.25 per keg base. 

OIL HEATERS.—Call is fair, with 
stocks ample. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Nae 
oil heaters, No. 12, $5.50; 15, 
$7.00; No. 016, $8.25; No. 0190, Tio. 50; 


No. $12. 75 each, with discount in 
anatioe less than ten, 30 per cent; 
ten or more, 30-5 per cent. 


OIL STOVES.—Dealers are beginning 
to buy for spring delivery. Prices show 
no changes. 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: 
NESCO— 

i PPT T TT eT $9.50 
J BR arr 17.50 
a, a fede dees 22.00 
a ee Oe ES. on oe vc oucaben 28.00 
PS 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105. high shelf only........ 75 


a 9. 
With vitreous enameled stove tops 
and splash backs: 
No. 233 <i cecveewkow $35.50 
INO. BOG & DUPTOTB. .c ccccccece ». 44. 
Nesco dealers’ discount, lots of less 
than 10, 30 per cent, lots of 10 or 
more, 30-5 per cent. 


Oil Ranges 
Nesco Rolo, 5 burners and oven.$90.00 
rr discount, 30 and 5 per 
cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—Retail 
sales are light, but dealers are begin- 
ning to plan their spring’ stocks. 
Prices are steady as quoted. . 
We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: a grade: house 
paint at $2.80 per gal., in 1-gal. cans, 


and white lead in 100- Wb. containers 
at $13.84 cwt. net. 


PUMPS.—tThere is little or no activ- 
ity at present for new outfits. Repairs 
are selling fairly well. Prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. 2 $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill. force, , Saresteble stroke, 
$14.35; No. 415, $14.65; No. ‘403, -hand 
lift, 6-in. stroke, $4 25; No. 182, hand 
lift, 6-in. stroke, 6-ft. set length, $5.25 
each net. 


PYREX OVENWARE.—Demand still is 
fairly good, with stocks in good con- 
dition. Prices have not changed. 


Reading matter continued on page 72 
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IN ADDITION TO THESE nation-wide 
tate changes, several new service con- 
veniences ate offered. The privilege 
of “reversing the charges, for example, 
formerly applied only to person-to- 
petson calls. This has now been ex- 
tended to include station-to-station calls 
—a substantial saving and a teal con- 
venience to thousands of business men. 
Those who wish to take advantage of 
the lowest long distance rates of the 
twenty-four hours may now do so be- 
ginning at 8:30 p.m. From this hour to 
4:30 A.M., Station-to-station rates are 


n long distance 
charges 


By THE RECENT READJUSTMENT in 
long distance rates, it is calculated 
that telephone users will save 
$3,000,000 annually. Interstate and 
intersectional rates are substantially 
lower. The greater the distance, the 
greater the reduction. Here are 
typical station-to-station day rates, 
old and new: New York to Pitts- 
burgh, formerly $2.10; now $1.70. 
Chicago to Boston, $5.45—$3.95. At- 
Janta to San Francisco, $13.65—$9.40. 


about fifty per cent of day rates. Now, 
more than ever, long distance calls are 
useful in the development of business. 
Thousands now use the telephone nation- 
ally. By telephone you can make a week's 
trip in a few minutes. Is there a distant 
call that would clear up some trouble- 
some transaction? It probably would cost 
less than you think. . . . Number, please? 


BELL LONG DISTANCE SERVICE 
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We quote from jobbers’ stocks, snow shovels, $19; ~~ steel blade STEEL SHEETS.—Demand is light, 
f.o.b. Twin Cities: No. 623 casseroles, straight handle, $4.50; galvanized - ° ’ 
$1.17; No. 633 casseroles, $1.17: No. steel blade, D handle, 15% x li, with stocks in dealers hands _ low. 
209 pie plates, 50c.; No. 210 pie plates, $10.75; 16 x 21, $11.25 doz. net. Prices are unchanged. 
fic.; No. 212 bread pans, 60c.; No. 
oY utility pans, 67c.; No. 12 tea pots, SIDEWALK SCRAPERS.—Sales are We quote from jobbers’ stocks, 
1.67; No. 24 tea pots, $2, and No. 36 Pas : .  - - ee f.o.b. Twin Cities: Galvanized steel 
tea pots, $2.33 each net. | very good, with stocks rather broken. ceenin wt G45 cét. Gace Ot ond. 
| Prices are unchanged. and black steel sheets, $4.30 ewt., 
rT ee. < a ic 4 y « « <> ») « 
REGISTERS. Demand is steady and | We quote from jobbers’ stocks, base (24 ga.). 
fair. Stocks are ample for the call,|  f.o.b. Twin Cities: Kohler’s sidewalk ; Ses 
| scrapers, $5.00 doz. net. rIN.—Call for tin is rather slow at 


with prices unchanged. 
We quote from jobbers’ 
f.o.b. Twin Cities Wrought 
registers at 40 per cent lists. 


SKATES. 


stocks, 
steel] 





ROPE.—Demand is light, with stocks | 


, > : x. alone a . 
at a low point with dealers. Prices are | jers steadily. 


Sales are very good, con- 

tinu'ng the holiday trade. 
«dealers are rather broken, and jobbers We 
ure called on to fill out needed num- 
Prices show no changes. 


present. Stocks are ample for the de- 
= .., | mand. Prices are steady as quoted. 
tocks with 
quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL, 
20 x 28 tin at $14.50, and IC, 20 x 28, 
8-Ib. couting rooting tin at $15.25 per 


unchanged. We quote from jobbers’ stocks, oon. 
We quote from jobbers’ stocks, f.o.b. Twin Cities: Nestor Johnson WEATHER STRIP.—Sales still are 
f.o.b. Twin Cities: Best grade manila North Star aluminum finish skates at ‘ 
rope at 24%c. Ib. base and best $7.25: niekel plated at $8.25; Unéon very good, with stocks rather broken. 
grade sisal rope at 18c. per Ib. base. 1624, S4c.; 524%, $1.51; No. ate, Prices show no changes 
%5c.; Ro. 7, $1.62: No. 8624, $1.12: . . : 
SANDPAPER.—Call for sandpaper is No. 5624%, $1.44; No. S24%L, $1.57; | We quote from jobbers’ stocks, 


fair from shops and from painters for 
interior decorating. Stocks are in good 
condition, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 
sandpaper at $5.10 per ream; second 
grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 


SCREWS. — Demand is light, with 
stocks stocks at a low point with deal- 


Roller Skates. 


jioe.; No. 19, 


Winslow 
38, $1.60. 


not changed. 





ers. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright | STEEL GAME 
wood screws at 80-20 per cent; fat sh . 
head, japanned, 72%-10 per cent; fair with stocks ample. 
round head blued, 77%-10 per cent; no changes. 
flat head, brass, 77%-10 per cent; , 
round head, brass, 75-10 per cent We quote 


from lists. 
0, $1.10; No. 1, 


SNOW SHOVELS.—Sales are good in No. 2, $3.36; 





No. 424421, $2.00 per pair. 


(‘o. line, No. 2, 70e. 
75 $1.05; 
line, No. 


SOLDER. — Demand 
stocks in good condition. 


We quote from 
f.o.b. Twin Cities: 
and half solder at 45c. lb., and strictly 
half and half solder, at 44c. per Ih. 


TRAPS. 


from 
f.o.b. Twin Cities: Victor traps. No. 
$1.38: No. 1%, $2.44; 
Oneida 
$1.59; No. 1, $1.83; No. 1%, $2.81 per 


f.o.b. Twin Cities: Wood and felt, % 


Union Hardware in., $1.85; % in., $1.85; 1 in., $2.60; 
per pair; No. 3, Wirfs, $4.85, and LBosley’s, $1.25 per 
No. 6, $1.55; 100 ft. 
38%, $1.50; No. 
WIRE.—Call for wire is fair, with 
is light, with | Stocks in dealers’ hands light. Spring 


orders are beginning to receive atten- 
tion. Prices have not changed. 


Prices have 


jobbers’ stocks. We 


quote from jobbers’ stocks, 
Warranted half 


f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
Wire at $3.22 per S0-rod spool; gulva- 
nized cattle wire at $3.21 per S0-rod 
Sales are spool; galvanized hog wire at $3.43 
Prices show per 80-rod spool; smooth black wire 
rices snow No. 9, $3.25 ewt., and galvanized 
smooth wire No. 9, $3.70 ecwt. 


WRENCHES.—Call is fair, w:th stocks 
ample for present needs. Prices are 
steady as quoted. 





jobbers’ stocks, 


jump, No. 0, 





a retail way, and dealers have had to doz. net. We quote from jobbers’ stocks, 
reorder in many instances. Prices are Gibbs “Two Trigger’ traps, $5: f.o.b. Twin Cities: Agricultural 
firm Single Grip No. 1, $1.88; No. 2, $3.35; wrenches, 60-10 per cent; toes 
i No. 3, $5.50; No. 4, $6.70 doz., net, wrenches, 45 per cent, engineers’ 

Ws. quote from jobbers’ stocks, f.o.b. factory, with freight allowed wrenches, 50-10 per cent, and Trimo 
fob. Twin Cities: Bonanza wood in barrel lots. pipe wrenches, 65 per cent from list. 


TELL LL AAATLELL LLL Le LAL PUCRTEOEPOLULERLOLEOOORECLOLAEOCE ERR OLEERE ERTL OGEE ttadint wm wie 


CUUCCOULCOEOEEDOPEEOODEOOCOPDOP ERE ED (pep RbIORE 


Is Business Training Down? 


Business, in the view of John W. O'Leary, president 
of the Chamber of Commerce of the United States, has 
gone into training. It has not accepted prosperity com- 
placently and grown short-winded and overweight be- 
cause of it but has worked hard to get where it is and 
consequently is in prime condition to face the test of 


a new year. 


‘The record of the past two years,” says Mr. O'Leary, 
“is not an accident. It is not a windfall, a piece of good 
luck, or an evidence that fortune habitually smiles upon 
us with special favor. The cold record of statistical 
facts shows to all who wish to know that for the 
measure of national prosperity which has come in the 
last two years we worked hard. We have striven to 
make each application of labor produce more than it ever 
produced before. In the familiar phrase, we have been 
exerting ourselves to get greater efficiency. In that 
effort the figures show we have been successful. There 


is no other possible explanation for the upward course 
of the wage level in the United States since 1919 and the 
downward course of the price level. For different in- 
dustries the Federal Department of Labor has been 
making some studies through which it shows striking in- 
creases in productivity. The Secretary of Commerce has 
pointed out in the report which he published at the end 
of November that the railroads have recently been per- 
forming 43 per cent more work, in ton-miles of freight 
moved, than in 1913, but with only 2 or 3 per cent more 
employees. 

“Not only have conditions been sound but there is 
every reason to believe that they will continue to be 
healthful. On every hand the incentive to efficiency in 
production, distribution, and utilization is in full force 
and effect. Moreover, we have sufficient irregularities 
in conditions to cause everyone to be thoughtful of the 
dangers of over-confidence, and to do his part to avoid 
them.” 





Geenbenes iinet 


Reading matter continued on page 74 
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| “Im just out of Little Wizards: 
-will have more in a few days,” 





When Tand-To-Mouth-Buying Kills Turnover/ j 


S ines picture tells its own story! The Customer goes elsewhere 
to get what he wants! A sale is LOST. 
‘‘Hand-to-Mouth-Buying,” as sometimes applied, is a good enough 
idea gone wrong. 

It doesn’t pay to be fooled by a phrase! Moreover, manufacturers 
of modern vision do not seek to overload customers with stock. 
Merchants who rightly interpret “Hand-to-Mouth-Buying” of 


Dietz Lanterns and other advertised, dependable merchandise as 
“Requirement Buying,’ do not have to hold post-mortems over 


Turnover and Profits. 


R. E. DIETZ ComMPANY, NEw YORK 


Largest Makers of Lanterns in the World—Founded 1840 
Output Distributed Exclusively Through the Jobbing Trade 
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Pittsburgh Reports 1927 
Getting Away to Good Start 


(Pittsburgh office of HARDWARE AGE) 


HE new year is making a surprisingly good start in hardware. 
While very little advance spring business yet has developed, 
it is apparent that the year-end inventories are disclosing 
light stocks of seasonal lines as jobbers’ salesmen who have re- 
sumed their trips are sending back nice bunches of orders and mail 


orders confirm that impression. 


Stock-taking is being completed 


much more promptly than usual this year, but that is hardly sur- 
prising in view of the excellent holiday business and the fact that 
retailers generally were going along with modest stocks of the 


staples as the old year drew to a close. 


is wary of predictions as to 1927. 


The wholesale trade still 
It is too easy to go astray, when 


buying is for consumption, as it has been over the past two years, 
for with business based on consumption, the latter becomes the 
gage of business and it is not easy to guess what consumption is 


going to be. 


The common expectation, however, is that it will be 


much the same sort of a year as 1926, with the demand likely to be 
notable for its constancy rather than large individual commitments. 

Hacksaw blades have been advanced about 10 per cent in new 
lists just issued and new prices just announced by leading makers 
of saws show a like advance in compass saws, but leave the remain- 


der of the line at the prices of the past year. 


A few makers of 


window glass have yet to follow the recent sharp price cut an- 


nounced by the leading manufacturers. 


ported as fairly good. 


AUTOMOBILE ACCESS ORIES.— 
Good demand is noted for chains and 
parts, but activity is lacking in other 
directions. Alcohol is easy, as the ef- 
fort now is to clean up remaining stocks 
that made from the banned No. 5 for- 
mula. The Motor Meter Co. is putting 
out a new tire gage in watch form with 
unbreakable crystal. 
Prices from jobbers’ f.o.b. 
Pittsburgh, follow: 
ie rhe Plugs.—A. C., lots of 10 to 
53c. each; lots of 100 or more, 50c. 
No, 1075 for Ford cars, lots of 
10 to 90, 36c. each; lots of 100 or 
more, 4c. 
Lamps.—21 cp., 6-8 volt, list price, 
35e. each; 3cp., 6-8 volt, list price, 
18c. each, subject to a discount of 30 


per cent in lots of less than 50, and 
40 per cent for lots of 50 or more. 


Speedometers.—A. C. for Ford cars 
list price, $10 each. 

Tire Gages.—Schrader, high pres- 
sure, lots of less than 10, $1 each; 
lots of 10 or more, 95c.: balloon tire, 
lots of less than 10, $1.13; lots of 10 
or more, $1.08: U. S. Standard, lots 
of less than 10, $1.10: lots of 10 or 


stocks, 


more, $1. 

Alcohol.—In barre] lots, 45c. to 47c. 
per gal. 

Distilled Glycerine.—Ivo, in 55-gal. 
drums, $2.10 per gal: 30-gal. drums, 
$2.15; 3-gal. cans, case lots, $2.35, 
broken, $2.60. 

Motor Oil.—Vacuum Oil Co., in 10- 


gal. steel drums, with faucet, grades 
A, E and Arctic, $10.50 list: B, $13.70 
list, less 25 per cent. 

Moto Meters. - Standard makes, 
lots of less than 10, 30 per cent off 
list; lots of 10 to 19, 35 per cent off 
list; lots of 20 or more, 40 per cent 
off list. 

Windshield Cleaners. — Trico, uni- 
versal automatic cleaners, $3.25 each. 

"aaa Falls No. 145, $3.75 
each. 


Collections still are re- 








Pumps.—Anthony line, $2.20 each. 

Chains.—Single pairs, 30 per cent 
off list: lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over, 
40 per cent off list. 


BATTERIES.—Good turnover of dry 
cell batteries is reported by jobbers 
here. 


. 

Jobbers’ quotations to _ retailers 
f.o.b. Pittsburgh: 

Broken Unit 

Packages Packages 

Serer $1.05 $0.97 

Ee a 1.22 1.14 

hk fr obs ieee scclin 1.32 1,22 

RP eee 1.40 1.30 

en "ME wctsheucaees 2.62 2.44 

i Se 2.44 

FE, ae 3.33 3.00 

teh ia ee a .42 .39 

Sy We  eeuvewsscacun 40 .35 


No. 6 drv cells, 
packages, 32c. eac 


Ber —No. 935, 9¥6c. each; poe g 
95 o. 79 22e¢ No. 705, 
21 te. ‘No. “751, 24c. 


FP emmeee type unit 


44 "750, 18c.: 
stot Shot.—No. 1461, $1.70: No. 1862. 


BOLTS, NUTS AND RIVETS.—The 
effort of bolt and nut manufacturers to 
establish different prices for full and 
broken case lots has met with so much 
resistance that it seems to have been 
shelved for the present. Sales of bolts, 
nuts and rivets from jobbers’ stocks are 
fairly numerous, but generally in small 
lots. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 


per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
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and 10 per cent off list; tire bolts, 40 
and 10 per cent off list; nuts, hot 
pressed square, tapped in 3 Ib. boxes, 
in., $16 per 100; 5/16 in., $14; % in., 
$11: % in., $10; 5% in., $10; % in., $8: 
in., $7.50; rivets, small wagon and 
tinners, 60 per cent off list. 


BUILDERS’ HARDWARE.—Business 
is fairly good and dealers still are busy 
on estimates for future work. It looks 
as though there would be the annual 
demand for higher wages here by the 
building trades. The structural steel] 
and iron workers already have bade a 
demand for an increase in the hourly 
rate of from $1.50 to $1.75 and for a 
40-hour, instead of a 44-hour, week. 
The present agreement does not end 
until March 1. 

GAME TRAPS.—Demand is not as 
brisk as it has been, but sales still are 
fairly numerous. Jobbers quote: 


Coil 4, No. 1, $1.28 per dozen; 
Victor, No. $1.38; Triumph, No. 1, 
$1.38; Rly ‘No. 1, $1 aos Gibbs, 2. 
trigger, $5 per doz.; sing 1 grip, No. 
m 35:70. No. 2, $3.35; No. 3 , $5.50; No. 
4, $6.70. 


HACKSAW BLADES.—Leading man- 
ufacturers have announced an advance 
of 10 per cent, effective Jan. 15. 


ICE CREEPERS.—Seasonably good 
demand for creepers is reported, with 
weather conditions favorable to sales 
into consumption. Jobbers quote: 


Security, $3 per doz.; Instep, $3.25; 
Newark, $3.60; Blue Ribbon, $3.75; 
Fit all, $4. 50. 
INCUBATORS AND BROODERS.— 
It is a little early for big sales, but 
jobbers are surprised that they are 
showing up as strongly as they are. 
They quote: 


SLI. No. No. 1, $26.25 each; No. 


, $47.60; 
6 


, $25. 73; brooders, 
$8.23 3 each: No. 21, 
No. 22, is 30. blue flame, No. 
$14.00; No. 81, $15.75: coal burn- 

, 5 15.05: No. 118, $18.55; 
No. 119, $21 


PAINTING SUPPLIES.—Prices of a 
week ago are holding. Business is slow 
and as yet there has not been much ad- 
vance spring business. 


Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gal- 
lon; lower grades, $2.25; white lead, 
14%c. per lb. in 100-lb. lots; 10 per 
cents less in lots of 500 lb. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, $1.02 per gal. 
in barrel lots: raw linseed oil, 12.4c. 
per Ib. in barrel lots. 


ROPE.—Manila rope is %c. per lb. 
higher at 24%c. for No. 1 grade. Sisal 
rope is unchanged at 18c. per lb. 
SHEET STEEL.—Prices out of job- 
bers’ stocks are holding very steady, al- 
though mill prices lately have been 
showing some weakness. Announced 
first quarter mill quotations are being 
shaded frequently by $2 to $3 a ton. 
Prices out of Pittsburgh jobbers’ 
stocks: Galvanized flat, No. 24 gage, 
(Continued on page 78) 
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Send for this book- 


wlan id st-Land loiter hioitd sloitellbac:lels 





ERE is the in- 
formation you need to make 
the Save the SurfaceCampaign 
most valuable to you. The 
program for the first six months 
of 1927—the striking new 
series of winter and spring nae 
tional advertisements—with a 
variety of tested sales promo- 
tion helps—all are herein come 
pact form. 


This book is produced to 
show you how you can make 
the Campaign help you. Two 
very important things to doare 
to identify yourself with the 
Campaign in every possible 
way, as by featuring the slogan, 
and to make sure that the 
people you have contact with 
see the advertisements, 


Many other suggestions you 
will find in the book. Send for 
a copy—today—and use it. 
Yours for the asking, while the 

- supply lasts. You will find it 


effective in driving along to 


Our New Goal 


Triple the Industry 
by 1931 
SAVE THE SURFACE 


CAMPAIGN 
18 East 41st Street New York, N. Y. 
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Boston Jobbers Report 1927 Sales Satisfactory 
—1926 Retail Sales Showed a Good Increase 


(Boston office of HARDWARE AGB) 


OSTON jobbers have completed their annual inventory and 


sales conferences and are hustling for business. 


They re- 


port 1927 sales to date as satisfactory. Buying, they say, 


embraces standard hardware, winter goods, 


spring merchandise 


and some items that will be needed in the summer, such as screens 


and doors. 


They will begin shipping out such goods as incubators, 


brooders, barbed wire, etc., during the current week. Although a 
little early to secure definite information it is believed the new year 
started off with smaller stocks in the hands of jobbers than did 
1926. Certain it is the trade is better cleaned up on sleds, snow 


shoes, skiis and ice 


skates than was the case a year ago. 


Collec- 


tions are reported as satisfactory. Naturally the shelf hardware 


jobbers are feeling comfortable. 


Practically all of the retail dealers interviewed the past week 


are optimistic. M 
toys, sleds, skates, etc. 


eral stock of goods as top-heavy. 
stocks are normal, or slightly jess so. 


Most of them cleaned up on holiday goods, such as 
None can be found who consider their gen- 


In fact, general opinion is that 
In addition, general opinion 


is that 1926 sales were in excess of those for 1925. That fact taken 


in connection with the position of stocks is significant. 


It is felt 


that the retail dealer in general is better off financially than he was 


a year ago. 
optimistic. 


BATTERIES.—Radio batteries are 
starting off the new year in good de- 
mand. To be sure, the movement out 
of jobbers’ stocks is very much smaller 
than it was a month ago, but it is 
larger than it was a year ago. 


We quote from Boston jobbers’ 
stocks: 

Batteries.—Columbia dry cell, in 
lots of 60, 32c. each net: in smaller 
lots, 36c. Hot shot, in barrel lots. 
No. 1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, $1.75: No. 
1562M. $2.07: No. 1662M, $2.45. 

Radio.—Dry cell, in lots of 50, No. 
7111, 35¢c. each net: in smaller lots, 
40c. each net. B batteries, in units 
of 10, No. 764, $1.14 each net; No. 


760, $1.30; No. 771, 39c. 
teries, 6 to 9, $9.75 each net; 6 
$11.10: 6 to 13, $13.05. 


Storage bat- 
to 11, 





hockey sticks. 


CARPET BEATERS.—Among the nu-. 


merous spring goods retail dealers are 
beginning to order are carpet beaters. 
The real buying movement has not 
started, however. 


We quote from Boston jobbers’ 
stocks: 

Carpet Beaters.—No. 11, tin, $2 per 
do. net; No. 12, $1.50. 


CLOCKS.—Jobbers are showing a new 
style of clock put out by the Westclox 
people. It is called the Ben Hur, has 
a base instead of feet and no ring on 


the top. It comes with a plain and a 
luminous dial. 
We quote from Boston jobbers’ 
stocks: 


Ciocks.—Westclox line, Ben Hur, 


plain dial, $2.50 each list. In lots of 
less than , $1.76 net; in lots of 12, 
$1.70; in lots of 24, $1.65. Luminous 


dial, $3.50 each net. In lots of less 
than 12, $2.46 each at lots of 12, 
32. 


$2.38; in lots of 24, $ 


GARAGE HARDWARE. — Although 
construction of private homes, apart- 
ment houses, etc., has slowed up mate- 
rially since winter began, construction 





It is, therefore, not to be wondered that the trade is 


of garages holds up remarkably well, 
which helps the sale of garage hard- 
ware. 

We Boston jobbers’ 
stocks: 

Garage Hardware.—Sets No. 1776, 
$2.25 per pair net in small lots and 
$2.10 in lots of 12 sets. Holders, No. 
1774J, $1.50 per pair net. 


quote from 








| PYREX WARE.—Makers 





the retail dealer 43c. 
secures one of these plates for each 
_ dollar expended on the company’s regu- 


HOCKEY STICKS.—Numerous retail | !@7 line of goods. 


dealers during the past week found it — 


necessary to lay in a fresh stock of 
Possibly never before 
has hockey, as a sport, been as popular 
as this season. Some jobbers say more 
sticks were sold in New England, this 
season than ever before. 


We quote from Boston jobbers’ 
stocks: 

Hockey Sticks.—Scout, Jr., $3.30 per 
doz. net: Boys’ X, $5: Men's | eS. 
Men’s XX, $10.40; special, $15: Boys’, 
$3 0a doz. net; Boys’ special, $5; 
Amateur, $8; Championship. $11; spe- 
cial, $11: No. 25, $2 per doz. net; 


No. 50, $3.50; No. 75, $6; No. 100, $8. 
Pucks.—Standard makes, $2 a doz. 


mB oto Sticks.—No. H, 95c. a doz. 
net; No. G, $1.50; No. C, $3.75. 

IRON AND STEEL.—Shelf hardware 
dealers are not the only ones report- 
ing a good 1927 start in business. The 
heavy hardware houses likewise are do- 
ing better than anticipated. They say 
the average individual order received 
calls for a small amount of iron and 
steel, but that they are getting an un- 
usually large number of orders for 


January. 
We quote from Boston jobbers’ 

stocks: 
Steel.—Soft steel bars, $3.25% per 
100-lb. base; flats, $4.15; plain con- 
crete bars, $3.26%; deformed con- 


crete bars, $3.26%; tire steel, $4.50 to 
$4.75; open- -hearth spring steel, $5 
and $10; crucible spring steel, $12; 
bands, $4.014 to $5; hoops, at $5.50 to 





$4.90; ovals, $4.90; 
cold- rolled _ steel, 


half rounds, 
hexagons, 3.261%: 
3.95 to $4.45; toe-calk steel, $6; 
structurals, angles and beams, 
$3.36%; plates, $3. 36% to $3.59. 

Iron. Refined, iron bars, 
best refined, $4.60; Wayne, 
Norway iron rounds, $6.60; squares 
and flats, $7.10. 

Differentials.—Quality, lots of less 
than 1000 Ib. of size, 50c. per 100 
lb. extra; lots of 1000 to 1999 Ib., 20c. 
extra. 


NAILS.—Both wire and cut nails are 
moving out of jobbers’ stocks in a regu- 
lar way. The average retail dealer is 
buying in small quantities, but often. 
Jobbers are filling orders promptly. 


$6; 


We quote from Boston jobbers’ 
stocks: 

Nails.—-Wire, from store, $3.70 per 
keg, base; from mill, in car lots, $2.70 
per keg base: in less than car lots, 
$2.95. Cement coated in count kegs, 
from mill in car lots, $2.40 per keg 
base, f.o.b. Pittsburgh; in less than 
car lots, $2.65; from store, $4.60 per 
keg base. Cut nails, from store, $4.25 
per keg base. Hardened steel floor, 


direct shipments, $8.10 per keg base; 
Western cut nails, direct shipments, 
in car lots, $3.50 per keg base, f.o.b. 
Pittsburgh; in less than ear lots, 
$3.65. Tremont cut nails, direct ship- 
ments, $3.95 per keg, f.0. b. Ware- 
ham, Mass.; steel for 
nails, direct $7.60 f.o.b. 
Wareham. 


hardened 
shipments, 


of Pyrex 
ware are out with a special deal, which 
is held open for a limited time. It con- 
cerns the company’s No. 209 pie plate, 
which usually retails at 90c. each. In 
the deal it costs the consumer 59c. and 
The retail dealer 


For instance, if a 
dealer buys $35 of regular Pyrex ware, 
he is entitled to 35 pie plates. 

The company is out with a new price 
list, which shows only two important 
price changes. No. 621 casserole, here- 
tofore 90c. each list, is now $1, while 
No. 809 cake baker, which was $1.10, 
is now $1. A few new items are shown 
in the new price list. They are: 


We quote from Boston jobbers’ 
stocks: 

Pudding Dishes.—Oval, No. 032, 1- 
qt., 57c. each net; No. 033, 1%-at., 
67¢c.; No. 034, 2-qt., ‘ Shallow 
oval, No, 042, 1-qt., 57c.; No. 043, 1%- 
qt. 67¢.: No. 044, 2-qt., 80c. 


Piatters.—Well and tree, No. 372, 
$2 each net. 

Custard Cup.—No. 410, 3-o0z., Te. 
each net. 

Tiles.—Round, No. 723, 67c. each 
net; oval, Nos. 733 and 743, 67c.; 
square, No. 753, 67c. 


ROOFING MATERIAL. — Sheathing 
material is selling remarkably well for 
January. There is also a better demand 
than anticipated for all roofing mate- 
rial, both for current and spring re- 
quirements. That statement applies to 
Stormtite as well as to papers. 

Boston jobbers’ 


We quote from 


stocks: 

Papers.—Japroid tarred felt, $73 a 
ton; Neponsit black building paper, 
in 250-ft. rolls, $1.33 per roll net; in 
500-ft. rolls, $2.65 per roll; Bermico 
sheathing paper, in 500-Ib. $75 a 


ton. 
(Continued on page 78) 
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HARDWARE AGE 


“Tl Just Hand Him 


a Maydole” 


Try it on any carpenter or machinist 
—any man that knows fine tools—it 
saves argument. They all know there 
isn’t a finer hammer made. 


Maydole Hammer heads are press- 
forged of tool steel; handles are of 
clear, second-growth, air-dried hick- 
ory, put on “for keeps.” Three gen- 
erations of American craftsmen are 
back of the Maydole Hammer. Its 
reputation is a real asset to your tool 
department. 


Your jobber has standard assort- 
ments and all kinds and sizes to make 
your stock complete. Write us for 
Catalog and Pocket Handbook 23 “‘C.”’ 
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$4.95 base per 100 lb.; corrugated No. 
28 gage, 2% in., $4. 55. per square; one 


ss cold rolled black, No. 24 gage, 
4.20 base per 100 Ib. Armoc ingot 
iron galvanized flat, No. 24 gage, 


$5.80: Toncan metal galvanized fiat, 
No. 24 gage, $5.80; all for lots of one 
to nine bundles. 


SK ATES.—Demand still is good for ice 
skates. Jobbers quote: 


ice Skates.—Winslow line, No. hs 
65c. per pair, same, L. S., 
2120, $1.20, same L. S., $1. 50; No. "2140, 
$2.20, same L. S., $2.50. 


SAWS.—Compass saws are up 10 per 
cent in new lists just issued by leading 
manufacturers, but other styles remain 
at the prices of the past year. 


SLEDS.—tThere is still a call for sleds 
and jobbers’ sales are very steady. 
They quote: 
Flexible Flyer, 1, $3. 7 each: 
No. 2, $4.75: No. 3 $6. No $6.50, 
subject to sad " discount te 3% 
per cent; Lightning Guider, No. 19, 
$1 each: ) L. — 20: No. 21, $1.40: 
No. 22, $1.60 
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Pittsburgh Market 


(Continued from page 74) 


SNOW SHOVELS AND CLEANERS. 
—A very fair demand continues for 
these items, which jobbers quote: 


Cleaners, No. 5, $4.20 per doz.: No. 
6, $5: No. 7, $7.20; No. 8, $8.40; 
shovels, wood, D handle, $6 per doz.; 
long handle, $5.50: galvanized steel, 
$11; black spring steel, $10. 


WIRE PRODUCTS.—Sales to retailers 
show a slight increase, but any gain is 
gratifying in view of the recent dull- 
ness in these lines. Mill prices are 
holding well, although the mill order 
books are smaller than usual at this 
time of year. There has been come con- 
tracting, but specifications against them 
indicate a continued tendency among 
jobbers to refrain from carrying big 
stocks. 
We quote from Pittsburgh jobbers’ 


stocks: 

Fence Wire 

(Per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage...... $3.00 $3.45 
DE ‘oseeeusseeuenne 3.05 3.50 





January 18, 1927 


OE vals ceoentteend 3.16 3.55 
Ss 2 eee 3.15 3.65 
ME. corin tk om 6 aoeiemdael 3.25 3.80 
i 1h «sin wien «ae eee 3.35 4.00 
SS i eer re oe 3.56 4.25 
Meta edihe os oneness 3.75 4.45 
Barbed wire (per 80-rod spool): 
BoMOGE GRATES 2. cccvacoresecsceess $3.00 
DE EE cee cdc cubeedbsareeeeds 3.20 
One, DEED 0 00 5 Sb600 whcdsac eee 3.20 
DOE dwcctnacecccescesgeees 3.50 
2-point cattle (special) .......... 2.25 


Field Woven Wire Fence (per 100 


ds) 
DE tums sen taaerenaenaesed $39.00 
Se Te cn cas'ab otebbeweddléoecs 54.75 
Se a a ere th ae 27.10 
DE, 6 endeehes PRREES 066008 36.15 
oe 8. oe ee euind we 35.00 
DEE «26 ava sab eaendheseodes 48.25 
Poultry 
SR Se ee ee $35.60 
DE cele deca ndkdenabind soe 43. 
SL ee eee ee 48.5 
. — Fence Posts: Galvanized tu- 
ular 
Di? cccudbheachdswdiweenbaa 50c. each 
a See er eee 55c. each 


e re are 65c. each 
Bright nails, base, per keg, $2.95 
to 





Stormtite.—Plastic, 33% per cent 
discount; liquid 33% per cent dis- 
count. 


Shingles.—Japroid individual, $6.25 
per square; strip, 10 in., $5.75 per 
square; superstrip, 12% in., $7.15 per 
are super-giant, $8.50; lock-top, 


SAWS.—One of the leading makers of 
hand and other kinds of saws is out 
with a new price list, which in sub- 
stance is nothing more or less than a 
readjustment, with no price changes 
worthy of special mention, according to 
local jobbers. 


SHEARS.—Jobbers are introducing to 
the retail trade a new grass shear 
made by Seymour, Smith Co. It is of 
the regular shear pattern, has a black 
handle, hollow ground blades and a 
tension lock washer. It is known as 
No. 117 and sells to the retail dealer 
at 8 a dozen. A hedge shear, new to 
the jobbing trade here, also is being 
shown. The blades are cast, notched, 
black finished with red handles. It is 
known as No. 2 and costs the retail 
dealer 90c. each, net. 


We quote from Boston jobbers’ 
a: 


stocks: 

Shears.—Lawn, No. 106, $3 each 
net; hedge, No. 100L, $1; No. 100, 
7-in., $1.30; 9-in., $1.65; No. 101, 9- in., 
$1 16: border, No. 104, 9. in., $3: No. 
105, 9-in., $3.50. Ladies or rose, $6 
per doz. net. 


SLEDS.—There is a belated yet small 
demand for sleds. New England manu- 
facturers of sleds during the past two 
months have been literally buried with 





Boston Market 


(Continued from page 76) 


orders for goods. Just before Christ- 
mas they had to resort to all kinds of 
methods to supply requirements, using 
freight cars and automobile trucks in 
liberal numbers. Trucks were sent un- 
usually long distances in some in- 
stances. 
We 
stocks: 


Sleds.—Flexible Fliers, —_ 1, $2.50 
each net; No. $3.17; No. 3, 4; 


quote from Boston jobbers’ 


Racer, 
Speedway, No. 99, $12 per doz. net; 
No. 100, $13.20; No. 150, aes 60; ey 
200, $19. 26: No. 260, $21.60 No. 
$26. 40. Speedster, . 
per doz. net; No. 345, $32. 40; 
350, $36; No. 
sleds, No. 52, 
Clipper, ‘ 
No. 6, $18. Baby sleighs, 0, 
$10.80 each net: sleigh boxes, $43. 20 
per doz. Lightning snow scooter, $24 
per doz. net. 


SNOWSHOES AND SKIIS.—So great 
has been the call for snowshoes and 
skiis, particularly the latter, that job- 
bers have been obliged to replenish 
their stocks. They still have a goodly 
number of back orders, which in all 
probability will be filled this week. 


We quote from Boston jobbers’ 
stocks: 

Snow Shoes.—Oxford, 12 x 46 in., 
$7.30 a pair net; 13 x 48 in., $7.30. 
Ladies, 11 x 42 in., $6.50. 

Skiis.—Oxford, 5 ft., $2.40 a pair 
net; 5% ft., $2.95; 6 ft., $3.65; 6% ft., 
$4.15; 7 ft., $4.85; 7% ft., $5.35: 8 ft., 
$6. Pine, 4 ft., 70c.; 4% ft., 90c.; 
5 ft., $1.10; 5% ft., $1.40; 6 ft., $1.60; 
6% ft., $1.90; 7 ft., $2.30. 

Tubs line, yellow pine, 


4 ft., 65c. 


Reading matter continued on page 82 





per set net: 5 ft., $1.05; 6 ft., $1.50: 


6% ft., $1.90. Edged 
ft., 75c.; 5: ft., $1.30; 6 ft. ' 
, 4 ft., $1.10; 6 ft., 
3.10; 7 ft., $3. 50: 


$3.85; , $4.50; 7% ft., $5.25; 
se75. 


Poles.—Tubbs — 


mboo, 90c. 
each net; ash, 62c.; boys’, erry 50 a doz. 
Oxford, rattan washer, 6 ft., 54c.; 
each net; 4% ft., wood washer, 30c. 
SPORTS GOODS.—Of the various new 
things being shown retail dealers is 
what is known as a recreation ball for 
the enjoyment of young folks on the 
public playground, in the neighborhood 
field and on the beach. It is known as 
No. 201, is 12 in. in circumference, re- 
tails at $1 each, and costs the dealer 
$8 per dozen net. 


WATCHES.—The Ingersoll interests 
are out with a new show case proposi- 
tion. The showcase contains a dozen of 
the company’s watches. It is a metal case 
with glass front and velvet back, and 
costs the retailer $26.24. The value of 
the watches alone is $25.24, consequent- 
ly the cost of the show case is but $1. 


We quote from Boston jobbers’ 
stocks: 
Watches.—Ingersoll line, plain dials, 


1.02 each net; Eclipse, $1.67; Junior, 
2.17; Midget, $2.17; Wrist, $2.33. 
With radiolite dials, Yankee, $1.50; 
Two in One, $1.67; Eclipse, $2.17; 
Midget, $2.50; Wrist, $2.67. New 
Haven line, Tip-Top, plain, $1 each 


net; radium, $1.48; Tip-Top wrist, 
plain, $2.29; radium, $2.62. New 
Haven, 95c. Sports timer, $1.65. 
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\ why 100 % PURE 
VARNISH? 


FOSSIL GUMS— 
VEGETABLE OILS— 
TURPENTINE 








why 
PurRE FOSSIL GUMS 


The solidified residue of the sap of trees which grew, 
died and were buried thousands of years ago. Under 
heat and pressure this residue was transformed into 
hard, knobby lumps of tough, fossilized gum. This is, 
mined by natives in tropical countries and shipped to 
makers of good varnish the world over. AMBER is the 
best known and rarest of Fossil Gums. 


When used in Varnish, Fossil Gums have excellent ite 
linseed oil absorbing and amalgamating powers and 0 Coline OO tee 
form a hard, tough, durable and elastic film. warn + 100% Bong metas 

CCorg Varnigh 


Z . ‘. formy's ME 10 the ¢ een 

The film from rosin or ester gum (treated rosin) is gen- — 

erally brittle. It cracks, breaks and powders easily and be- 
cause rosin has in itself no elasticity, it perishes quickly. yee 
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Know what you 
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SLIDING DOOR 
Reference 


Book 


That’s just what this new Co- 
burn Catalog No. 140 is—a sliding 
door reference book. By consult- 
ing it, a hardware dealer can rec- 
ommend to his customers the best 
type of sliding door to use in any 
opening—from china _ closet to 
warehouse. The Catalog also con- 
tains complete data on the amount 
and type of hardware required in 
every case. This is a valuable ref- 
erence book which every hardware 
dealer should have. 
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ATTRACTIVE METAL SIGN 
FOR YOUR STORE 


dealers. 


it for counter display. 








TuIs attractive metal display sign handsomely 
finished in three colors is furnished free to Coburn 
It is fitted with both cord and easel so 
that you can either hang it on your wall or use 


Sl 






























































F olders 


These 2-color, 6-page folders 
should sell sliding door garage 
hardware for you. Furnished free 
to Coburn dealers with names im- 
printed in quantities sufficient for 
use as counter handouts or. en- 
velope-stuffers. 


SLIDING DOOR 
MODEL 


Handsomely painted working 
model showing two popular types 
of Coburn Sliding Door Garage 
Hardware. <A salesman that will 
sell hardware for you. Send 
coupon below for catalog, samples 
of sales aids and full information. 


Sales Aids and Advertising 


plus a combination of superior features found 
in no other make of Sliding Door Hardware 


Move COBURN SLIDING DOOR HARDWARE Faster 





g : 





The 
Coburn 
Hanger 


Coburn Hang- 
for use 
are 
made with Cast Iron 


All 
ers, designed 
on garage doors, 


Wheels; Case - hard- 
ened; Cold - rolled 
Steel Stud and Roller 
Bearings; Drop Forged 
Steel ‘Pendant and 
Stamped Steel Petti- 
coat. These are fea- 
tures of construction 
which, in addition to 
the Track and Bracket 
Features listed below, 
make sales and assure 
satisfaction. 


Other 
Coburn Features 
Coburn “Round 
Trough” Track, in- 
vented by Coburn, is 
the strongest and 
most rigid type of en- 


N aggressive advertising and merchandising 
campaign is now working to help Coburn 
dealers increase their sales and profits on Co- 
burn Sliding Door Hardware, especially Slid- 
ing Door Hardware for garages. 


The advertising campaign has been carefully 
planned to influence everyone who installs, 
specifies or buys garage door hardware. Nearly 
three and a half million individual Coburn ad- 
vertisements will appear in architectural and 
builders’ magazines. Over three and a half 
million advertisements will appear in news- 
papers. In all, over seven million Coburn sales 
messages going out to those who specify, in- 
stall and buy garage door hardware. 


To enable Coburn dealers to reap the bene- 
fits of this advertising, we have prepared a 
complete line of dealer sales aids, some of 
which are shown and described above. 


Coburn is the original sliding door Hard- 
ware. It was invented by Coburn. It possesses 
a combination of superior features which will 


sell it when compared with any other make of 
sliding door hardware on the market today. 
These structural advantages are listed to left. 


All Coburn stiding Door Garage Hardware 
is packaged in complete sets to save the deal- 
er’s time in handling and to facilitate stocking. 
Packaged sets contain all necessary hardware 
including track and complete instructions for 
installing. 


Well-known, well-advertised and with built- 
in features of construction found in no other 
sliding door hardware—that describes the Co- 
burn product. If that’s not a profit combina- 
tion, what is? 


Send the coupon below for your copy of 
Catalog No. 140, samples of sales aids and 
complete information. 


Coburn Trolley Track Mfg. Company, Main 
Office and Works: Dept. B-6, Holyoke, Mass. 
Branches: New York, Boston, Philadelphia, 
Chicago. 

















closed track that can. — COBURN TROLLEY TRACK MFG. CO. 
be made. = - Dept. B-6, Holyoke, Mass. 
Coburn Brackets 1 Please send me a copy of your new catalog No. 140, 
Be 7 soc tegpe Fogg tee g samples of dealers’ sales aids and complete information. 
rackets made ey 
are twice as strong : —_ 
and more rigid than ’ an ee ee ee ee ee ae eee ee ae ee ee a a ee ee ee 
the wrought steel LS aie eam ae ne 1 
brackets usually used. Ee een HARMORE SENET 1008 On gp SEFCEE eee cece tee eee e nent ener eneeenneeeneeees 
| 
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. | 
Scissors 
and Shears 


-A SCISSOR or SHEAR 
Specially “Designed for 


Its Particular Usev 





You know that chiffon requires one ty 
of scissor and woola totally different waple. 


The hundred-year-old House of Boker 
has designed a special model of scissor 
er shear for each individual purpose in 
the home. 

Every pair ts made of the finest cutlery steel, 
and every pair of blades is perfectly matched 
and fitted by hand to insure an absolutely 
smooth, clean cut from joint to tip. 

Be sure to look for the words “Boker 
Matched,” stamped on every pair and the 
“Tree Brand” trade mark which has been a 
symbol of fine cutlery for a hundred years. 


: » If your dealer cannot suppl, 
; iy you, 
: write us for booker 


title eee en een tat, on ne ta ee 


H. BOKER & CO., Inc. 
101-103 Duane Street 
New York City 








WER ae ee Coma sell o: 


ther frst 


advertisement in such magazines as Good 
Housekeeping, McCall's and Butterick Quarterly 
which will announce to 4,500,000 homes a 
new idea in scissors and shears. 


From now on, the hundred-year-old House 
of Boker will sell the American woman on 
the sensible idea of a special pair of scissors 
or shears for each particular use. 


Not only will this advertising bring you 
more calls for Boker “Tree Brand” products 
as against other brands, but it will help you 
sell more pairs of scissors to each customer 





Now is the time to make a display of Boker 
“Tree Brand” scissors and shears and reap 
the benefit of this advertising. 


Ask your jobber or write us about this new 
| and effective sales idea which will sell more 
goods for you. 


Makers of the Celebrated ‘‘Tree Brand”’ 
Pocket Knives, Shavette, Carvers, Razors, etc. 


H. BOKER & CO., Inc., 101-103 Duane St., New York City 
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Hand-to-Mouth Buying Makes 


Increased Turnover Unprofitable 
(Contimued from page 49) 


physical volume rather than on the dollars of sales. To 
illustrate : 

A cheap grade article bought for $4 per dozen and 
sold for $6 shows a gross margin of 33 1/3 per cent 
on the selling price. The same article in a high grade 
bought for $12 and sold for $18 per dozen shows the 
same percentage of margin, but an actual margin of 
$6 to cover the sale of the dozen compared to $2 for 
the low grade. 

Many of the costs of handling the article are the 
same in both cases, such as freight, trucking in and out, 
putting in and taking out of stock, packing cases, cost 
of packing, lighting, heating, repairs, depreciation, and 
insurance of warehouse; office expenses such as order- 
ing, checking, invoicing, collecting and so forth; rent 
or interest on value of buildings, interest on capital em- 
ployed, except stock on hand, and other similar expenses. 

If such expenses were charged against both grades 
on the basis of cost per dozen, instead of percentage of 
selling price, it would be found in many cases that they 
absorb the entire margin of $2 per dozen secured from 
the sale of the low-grade article, so that all other ex- 
penses connected with the sale were an absolute loss, 
whereas in the high-grade article $4 remains from the 
<6 margin to pay for such expenses and provide a 
profit. 

This applies equally to retailers and wholesalers. 

Without going deeper into the maze which confronts 
the man who tries to push his turnover too far and who 
tries to cover his too small stock with too frequent or- 


dering, let me give some of the remedies for the present- 


day tendency toward small-order buying. These reme- 


dies hold interest for manufacturer, distributer and 


retailer alike. 

(1) Concentration vs. diversity. Turnover best can 
be secured from concentrating capital in the articles. 
which sell most frequently, because additional turnovers 


secured by carrying an inadequate stock of such articles 


may be secured at a cost greater than the saving. The 
capital of any business being limited, when a merchan- 
diser determines the range of articles that he can fur- 
nish to his territory or in his locality in sufficient vol- 


‘ume to pay him a profit and of which he has sufficient 





capital to carry an adequate stock, and confines his 
stock and sales to these articles, his business will be on 
a sound basis. 

(2) Mind your own business. Concentrate your 
sales effort upon the class of customers and the territory 
you can serve best. 

(3) Don’t follow competitors. Once you have de- 
termined the field you can best serve, serve it your way 
and not in the manner of your competitors. 

(4) Separate the items of general costs into (a) 
those that vary according to the dollars of sales and 
(b) those that vary according to the physical volume 
stocked and handled. Charge the first group as a per- 
centage of selling price and the second as a fixed charge 
per unit of volume, and so determine whether you are 
selling low-grade articles below actual cost. 

There has been much talk on hand-to-mouth buying 
as being a new method of business which has come to 
stay. That, I believe, as a result of much research and 
observation, to be only partly true. 

It is flourishing today because general opinion is that 
the €conomic price tendency is down and because it has 
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been easy for the distributer and the merchant to get 
prompt deliveries due to reliability and quickness ot 
transportation. It is flourishing today also because 
manufacture generally has been in excess of demand. 

But, as the United States is a growing country, con- 
sumption is increasing. Already it is absorbing part ot 
the excess capacity which existed five years ago. 

Even if increased consumption does not absorb this 
excess production capacity, excess capital which is now 
in manufacture because of belief in increased consump- 
tion will be withdrawn and put to work elsewhere where 
needed. 

So production capacity in time will adjust itself to 
a normal demand, and when a period of increased de- 
mand occurs there will be the customary shortages, de- 
lays and rising prices. Then distributers and dealers 
will buy largely again, for they will expect prices to 
advance. 

Simply, small-order buying has grown to meet a pres- 
ent condition. When that condition reverses, instead of 
buying sparingly because of expected price declines. 
merchandisers will buy in quantities because of expected 
price rises, and they will buy largely also because it 
then will be difficult to secure delivery and they will, 
therefore, have to carry fuller stocks. 

Competition to secure delivery will compel them to 
order farther in advance and to carry larger stocks as 
a safeguard. 

Increased turnover is by no means an unmixed bless- 
ing. As a matter of fact it becomes dangerous when 
the manufacturer and retailer do not understand all its 
implications. When it brings with it the worst evils of 
hand-to-mouth buying it becomes a costly instead of an 
economical factor in merchandising. 


Listing Trade Ills 


Fitty business men representing thirty-five trade as- 
sociations, meeting in Chicago under the auspices of the 
Trade Relations Committee of the Chamber of Com- 
merce of the United States, decided that there were 
many reprehensible trade practices which need correc- 
tion. These are ordinarily classed as unethical but they 
fall also within the category of economic wastes. 

As an indication of what business could do in the 
way of self-regulation or self-government it listed some 
of these practices. Among these are: 

Unjust returns of merchandise. 

Failures to deliver at appointed time. 

Misrepresentations of merchandise by salesmen. 

Unreasonable cancellations. 

Disregard of shipping instructions. 

Salesmen promising things employers can not fulfill. 

Selling competitors when line is stated to be exclusive. 

Salesmen urging retailers to overbuy. 

Failures to confirm orders. 

Delivering merchandise not according to samples or 
to specifications in an order. 

Accepting orders which can not be delivered. 

Delivering more than was ordered. 

Taking discounts not earned. 

Delivering imperfect or soiled goods. 

Unreasonable demands for concessions. 

Delivering invoice ahead of goods. 

Setting up the necessary machinery for the correction 
of these abuses is now recognized as the immediate task 
of business self-government. Once that is done it can 
move to higher levels and go into wide fields to set up 
standards of ethical business practice. 
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No.1 BALL A 
TWINE RELIABLE 
HOLDER SELLER’? 


Every Sale Is a 
Leader for More! 


Be prepared to serve your re- 
quirements for this type of 
hardware. The demand is 
steady and Arcade Twine 
Holders will create the sort of 
business that you like. Built 
for satisfactory service under 
all conditions—a fact that will 
bring you many repeat sales 
from satisfied customers. 


The Arcade line includes 
Holders for ball twine and 
that wrapped on a cone. 
variety of models for use on 
counters, ceiling and walls. 
The grey iron castings are 
the finest experienced mould- 
ers can produce. Attractively 
finished in a_ baked black 
enamel. 


Arcade Mfg. Co. 


Freeport, [Illinois 


Write us for Catalog. 


Ask your jobber for prices. 
? 


Hanging 


ARCADE Sizes 

PAPER 6 to 36 

CUTTER Inches 
Inclusive 
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ARCADE 


HARDWARE 
and TOYS 
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Winchester Model 54 Now Available 


in Carbine Form 


The Winchester Model 54 high power | 


bolt action rifle, which was first offered to 
sportsmen during 1925 by the Winchester 
Repeating Arms Co., New Haven, Conn., 
is now available also in carbine form. The 





addition of the carbine to this popular new 
rifle is to be furnished for the same car- 
tridges as the rifle, the .270 Winchester and 
30 Government ’06. It offers the features, 
which were brought out in the Model 54, 
in the carbine type, with an overall length 
of 40 in. 

This new carbine has a 20 in. round 
nickel steel barrel which is fitted with 
raised bases for front and rear sights so 
that there are no cuts into the normal con- 
tour of the barrel. 


The front sight is a low Lyman No. 26W 


| Gold Bead and the rear sight a specially 


| 





designed Lyman No. 66W carbine sight 


having a fixed leaf for point blank range 
of 200 yards and a folding leaf for about 


500 yards, both leaves having “U” shaped 


+ sighting notches. 


The receiver has screw holes for attach- 
ing a Lyman No. 48W micrometer wind- 
age receiver sight, which is furnished on 
special order. 

This carbine has a_ well-finished one 
piece selected walnut stock with plain 
pistol grip and fluted forearm and is fitted 
with a cross-ribbed carbine type steel butt 
plate. The model 54 carbine weighs about 
seven and one-half pounds and is made in 
solid frame only. 





Not-A-Slam Screen 
Door Closing Device 
The Detroit Door Check Co., 3795 
Vicksburg Avenue, Detroit, Mich., is mar- 
keting the Not-A-Slam Closer, designed to 
close a screen door quietly and quickly. 








This new device consists of a seamless 
brass tube 9% in. long, 13/16 in. in di- 
ameter, nickeled, and with a high grade 
rust-proofed steel spring. Also, a_ steel 
plunger rod % in. thick and an oil cup 
attached to body through which to lubri- 
cate washers on end of the steel plunger 
rod; air adjustment checking pressure; 
and friction washer on steel rod that will 
hold a door open to any angle when so de- 
sired. 

The Not-A-Slam is packed in individual 
boxes with screws for installing, one dozen 
to a shipping carton. Weight is fourteen 
pounds to a carton. It is also available in 
mounted form, packed in individual boxes, 
six to a shipping carton. Weight is forty 
pounds to a carton. 


A New Anti-Window Rattler 
The Stopsit Mfg. Co., 580 McAllister 


Street, San Francisco, Cal., announces an 
improved anti-window rattler which needs 
no screws or tacks to install and keep it 
in a window frame. The prong of the 





spring is driven into the sash track, and | 


once it is in place there is a constant pres- 
sure against the window, which prevents 


it from rattling. The spring can also be | 


installed in the door stops, thus taking up 





the excess play and preventing the “bang” 
of a slammed door. 

The springs are nickel finished and are 
mounted on attractive counter display 
cards. The nickel plating is to prevent the 
springs from rusting when exposed to the 
weather. The prong, shown in the illustra- 
tion of the anti-window rattler, has been 
perfected recently, according to the manu- 
facturer’s announcement, and does away 


_with previous inconveniences and unsatis- 


factory features. 


New Grass Shear Is Ball 
Bearing Equipped 


A tool designed to overcome the disad- 
vantages of the various old fashioned 
types of grass-shears has been placed on 
the market by the Wheeler Radiator and 





Manufacturing Co., manufacturer of non- 
ferrous metals, 1637-39 Collamer Avenue, 
East Cleveland, Ohio. 

It has been given the trade name “Good- 
win Grass-Shear” and has been so designed 
as to allow the use of the hand in an easy 
natural position, held entirely from the 
ground. The mechanism of the blades and 
the position of the handles permit quick 
action. The blades are mechanically held 
in position and cannot slip apart. It is 
equipped with ball bearings. 
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New Gifford-Wood 
Chisel Product 


The Gifford-Wood Co., manufacturer of 
elevating and conveying machinery, Hud- 
son, N. Y., is marketing a new contractor's 
chisel, a high class edge tool designed to 
serve several purposes. It replaces the 
wrecking bar and crowbar and is equipped 
with a sharp cutting edge. This tool is 
four feet six inches long and the blade 
which is three inches wide is made of a 
special alloy steel, hardened to a keen cut- 
ting edge to cut through reinforcing wire 
and nails, and tempered to stand severe 
pressure and abuse in stripping concrete 
forms and wrecking old buildings. 

The blade is ground to a thin cutting 
edge to wedge easily and prevent breaking 
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the lumber. It may be sharpened from 
time to time. The shank is made of a 
special analysis steel to provide maximum 
stiffness in prying. The long shank adds 
necessary leverage for heavy work and 
may be used to reach in deep places to 
cut reinforcing wire or nails. 

The ring handle is made to fit over 2 x 4 
enabling the user to twist them loose with- 
out splitting the lumber. This feature 
saves all the timbers which are often shat- 
tered, when broken loose with a blunt edge 
crowbar and eliminates a tremendous loss 
of form lumber. 

The chisel is also useful in cutting heavy 
clay in foundation work, chopping post 
holes, removing shingles or old lath and 
plaster, and in numberless odd jobs it 1s 
indispensable. In prying the thin edge 
provides the “bite” between close fitting 
timbers where a crowbar will not enter. 





Deming Company Issues New 
Pump Catalog 


The Deming Company, Salem, Ohio, is 
distributing to the trade its catalog No. 
27, fully descriptive and illustrative of the 
firm’s line of hand and power pumps for 
all uses. The new catalog contains 222 
pages and covers and is printed on high 
quality paper. It measures 7%4 x 10 in. 
and should make a valuable addition to the 
retail hardware merchant’s library. 

















January 13, 1927 


THTT LILI TLL La LLL LLL 





HARDWARE AGE 


reeateggaragentet 





8d 





LOOPORURESEOSSOOTGODSERRDDSEONODDOOEDOS snnae 


Soliloquy of a Retail “Salesman” 


It’s awful in a hardware store,— 
Yo’ can’t get nothin’ done ;— 

Just sellin’ stuff th’ whole day thru :— 
It ain’t a bit o’ fun! 

Now just t’ show yo’ how it is, 

I'll tell yo’ ’bout th’ way— 

Our customers keep walkin’ in, 
An’ botherin’ us all day! 





Fer instance,—take this mornin’, now, 
I started several times— 

T’ tell Bob Jones about th’ fight, 

I seen at Fifth an’ Grimes: 

But gosh,—no sooner did I get 

A start,—than some old man— 
Come in an’ stopped my story, just 
T’ buy a ’lectric fan! 


Another time I tried t’ tell 

Th’ office boy about— 

A dandy place I’d found t’ fish,— 
An’ ask if he’d come out :-— 

But then some Jane come walkin’ in, 
An’ thot I oughtta show— 


By HOPE CONNER 


Her how a vacuum cleaner works,— An’ maybe sell a radio,— 


When / don’t even know! 


An’ then I wan’d t’ ask my girl,— 
That keeps th’ books,—yo’ know,— 
If she would go with me, tonight, — 
T’ see th’ latest show: 

sut then more customers come in,— 
A bunch o’ “country rubes”,— 
An’ they was nuts on radio, 

An’ bought a lotta tubes. 


An’ right away, some others come, 

An’ asked me,—everyone,— 

Some dumb fool question, like “how 
much 

A heater costs t’ run.” 

So when I finally got t’ ask— 

[ found myself too late, 

‘Cause while / talked t’ customers 

My girl had made a date! 





An’ so it goes, th’ whole day thru ;— 
I jump from lamps t’ grills,— 
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A “set,” with all th’ “frills” :— 

An’ waffle irons, an’ curlin’ irons, 
An’ sad irons by th’ score :— 

You'd never b’lieve so many things— 
Was in a hardware store! 


But people seem t’ find they’re here 
Somehow,—an’ then us clerks— 
Has got t’ sell °em what they want, 
An’ show ’em how it works: 

They come an’ go, until sometimes, 
It almost seems t’ me— 

They couldn’t be so many folks 
That use ‘lectricity! 


Oh gosh,—here comes another one !— 

| wish that knew why— 

They won't let us alone, an’ go 

Some other place, t’ buy! 

But that’s th’ way it is, all day ;— 

I never get no rest:— 

I'll tell yo’ what,—my 
think 

A customer's a pest! 


friend,—/ 
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| Screen Doors and Window Screens 












°) COMBINATION SCREEN and STORM DOORS 
2) CLOTH WINDOW VENTILATORS 
S The reputation of the Continental Screen Company has not only been 


| built on the QUALITY of its screen doors and window screens, but on 
2 the SERVICE with which it backs up this quality 





®) 

R Selling a known, established, quality line—a line backed by more than a quarter 
= of a century of service to the hardware jobber and dealer, makes sales easier and 
5 gives the dealer confidence in the jobber who sells him these goods. 

mS) 

= CONTINENTAL JOBBERS IN ALL CITIES. 

= CONTINENTAL DISTRIBUTION CARS TO 602 TOWNS 

e 

. CONTINENTAL SCREEN CO., Detroit, Mich. 

~4 
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Reel bearings in all F. & N. 
Lawn Mowers are  automati- 
cally kept in constant, perfect 
adjustment throughout their 
lffe by F. & N. Self-Adjusting 
Devices, shown in cross-section 
at left. Patented April 10, 











The 
TRIUMPH 





Lead Spring Sales 





OU want to get the most lawn mower 
business in your locality, don’t you? Then 
pick the mowers that have led in sales for 
years past. 
That means F. & N. Lawn Mowers—made 
in the world’s largest lawn mower factory. 


Unmatched in Service 


It is not hard to understand why F. & N. 
Mowers lead when you compare them: Self- 
adjusting devices keep the reel bearings in con- 
stant adjustment—doing away with difficult, 
laborious hand adjusting, and with poor mow- 
ing resulting from neglected or improper ad- 
justments. <A train of triple gears with pat- 
ented, indestructible steel ratchets on each side 
assure easy, noiseless operation. Hardest, 
toughest materials obtainable are used through- 
out—every part precision machined and fitted 
as accurately as any automobile. 

There are many other fine features—and 
models. Get all the details and start now to 
lead in sales this spring. 





—E — 





Ball Bearing Mowers 


Among the most popular, leading bali bearing models 
equipped with the patented F. & WN. Self-Adjusting 
Device are the Crestiawn, Vulean (shewn above), Ad- 
miral and Directer. 








Paul Mulliken Comments on 
‘Vanishing Point of Profit” 


ARDWARE AGE has received the following letter 
from P. M. Mulliken, Assistant Secretary of The 


Illinois Retail Hardware Association. 


Dear Mr. Soule: 

Your editorial on “The Vanishing Point of Profit’ was 
very timely and certainly opened the way to a lot of talk. 
My intimate contact with the retailers has afforded me 
an opportunity to study up on these problems and | 
find that they do exist, and the small sales with the 
jobber and the manufacturer are probably just as 
numerous in proportion as those of the retailer. 

It is hard to agree, though, with your inference that 
larger orders by the retailer from the jobber and he 
in turn from the manufacturer would alleviate existing 
conditions any. Before the retailers can materially 
increase the size of their orders several reforms are 
necessary. First, the dealer must modernize his store 
displays. Many are doing so now and more will as they 


learn of the necessity of it. Perhaps this is the most 
| plausible way for the retailer to “build up his less-than- 








Ask Your Jobber for Full Information, 
Catalog and Attractive Cut-Out Show 
Cards, etc., or Write Us Direct 


The F&N Lawn Mower 


THE WORLD'S LARGEST LAWN MOWER MFGR. 


RICHMOND, ” INDIANA, — U.S.A. 


















a-dollar-sales.’’ Better salesmanship will play a part, of 


_ course, but syndicate stores have convinced the majority 
of us that prices and displays are more attractive at the 


present time than salesmanship. But even larger sized 
sales will not alone increase the size of the dealers order. 


_ Other conditions need changing. 


There are entirely too many jobbers and manufacturers 
after the dealers’ business, and in order to appease all he 
must place smaller orders. True, it is disadvantageous 
to him, but what can he do when the jobbers’ salesmen 
threaten to sell at retail, or to the grocer or poolhall 
if he does not receive some of the hardware man’s busi- 
ness? Not all jobbers permit their salesmen to employ 


_ such methods, but those who are ethical are those who 
_are deserving of the dealers’ support—so in a spirit of 


fair play combined with a spirit of self-defence, the 
retailer has to patronize all of them. This certainly is 
not conducive to larger orders; but to make matters 
worse, the manufacturers who do not have what they 
feel to be proper distribution send their high-powered 
salesmen to further complicate matters by getting a 
small order, which will necessitate small repeat orders. 
This may not prove satisfactory after a year or two and 
then the manufacturers will open their own store to serve 
as an outlet for their merchandise. 

We are heartily in accord with your theme of urging 
the dealers to increase sales in order to reduce over- 
head, and it seems that it should work both ways, but 


- until the time comes that a retailer can use fewer sources 





of supply without fear of increased competition, orders 
will have to remain about the same as they are now. 
It is certain that the retailer’s business has a headache, 
but let’s not prescribe aspirin when calomel is needed. 
Yours very truly, 
P. M. MULLIKEN, 
Asst. Secretary. 
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Selling Toys the Year Round 


(Continued from page 44) 


New Year's gifts to children. Often a youngster keenly 
desires some special toy which Santa Claus overlooks. 
Then comes the call on the fond parents to make good. 
February and March the indoor toys for sick kiddies 
and others shut in to prevent wet feet, colds, etc. April 
and May Schroeters find the outdoor toys and vehicles 
begin to move. June, July and August beach toys and 
small playthings to take to the country are in demand. 
September this store begins to get ready for holiday 
trade, and in October indoor toys are popular, for, as in 
February, the weather being much the same. November 
and December are, of course, the banner toy-selling 
months. The Christmas toy business of both firms repre- 
sents approximately 75 per cent of their annual volume 
on this class of merchandise. 

Carl Young, whose Cherokee Hardware Co. is one of 
the finest stores in Louisville, Ky., has an all-year toy 
department which pays its way all twelve months. He, 
too, places this department in the front of the store and 
feature games, small iron toys, wheel toys, trains, mini- 
ature trucks and such items in the windows at all seasons. 
Carl sells electric train sets and accessories nearly every 
day in the year. He lets everyone know that he is 
equipped to furnish this material all the time. Children 
who receive sets at Christmas are buyers of special cars, 
signals, switches, extra track and other sundries all 
through the year. The first week in September we met 
Carl at his store. In less than an hour he sold two 
freight cars and some track. To each youngster who 
buys electric train equipment he offers a complete catalog 
bearing the store imprint. 

Colonel D. Wray De Prez, the moving spirit in the 
merchandising end of the J. G. De Prez Co. big store 
at Shelbyville, Ind., is mighty keen for toys and juvenile 
vehicles. The bulk of his small-toy business is handled 
in November and December, but the vehicle business is 
pretty steady throughout the year. Colonel De Prez says 
that a toy section at Christmas time identifies the hard- 
ware store as a gift center, and that an all-year toy de- 
partment is a constant reminder that De Prez sells toys. 
This store has a very complete line of vehicles. From 
this stock you can fit out a boy or girl from the kiddie 
kar stage up to and including a full-size bicycle, with all 
the autos, coaster wagons, Irish mails, scooters, skates, 
etc., in between. 

In talking with these four merchants in four good 
States they all emphasized the all-year birthday gift mar- 
ket for toys and vehicles. Every day is a birthday for 
someone somewhere, and if the lucky person is young 
enough for toys there is no more acceptable gift. 


Will Improve Conditions 


We are glad to see the HARDWARE AGE putting these 
facts before the trade. It is good work and will help 
to improve conditions which have taken most of the 
profit out of the hardware business during the past 
few years. 


J. A. GARDNER, Salesmanager, 
The Cincinnati Tool Co. 
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10¢ 


f> 
GOTTSCHALK’S 
METAL SPONGE 


(REG. U. 8S. RAT. OFF.) 


To Every Customer 


Gottschalk’s is admittedly the perfect metal 
sponge. Everyone who comes in your store 
is a logical purchaser. 

The woman who does her own housework 
has literally hundreds of occasions when this 
perfect cleaner will save time and labor. If 
she keeps servants, they will be more effi- 
cient and better dispositioned if they are 
provided with Gottschalk Metal Sponge. 
Men who work around the house, in the 
cellar or in the garage say that Gottschalk 
Metal Sponge is the biggest help they have 
ever had. 


Will Not Rust or Shred 


Gottschalk Metal Sponge is made of nickel silver. 
It will not rust and is always sweet and clean and 
ready for use. The slender continuous metal rib- 
bon is so uniquely formed that although it is a 
fluffy malleable sponge it will not break into 
shreads and splinters that injure the hands and 
scratch polished surfaces. 


Reaches Cracks and Corners 

Only a metal sponge made as Gottschalk Metal 
Sponge (patented) is can do the work it is im- 
tended to do. Being so soft and pliant and pre- 
senting thousands of different cleaning surfaces, 
it goes to the bottom of every crack, crevice and 
corner and removes all embedded dirt and caked 
grease without effort on the part of the user. 
Gottschalk Metal Sponge will outlast any other 
similar article. 
Gottschalk Metal Sponge will be introduced to 
your customers by unusual national advertising. 
Write today for complete information and special 
proposition to dealers; also for sample sponge. 
using your own letterhead and giving name of 
your jobber. 


Gottschalk Metal Sponge is also made in 
extra large, dish cloth size to retail at 25c. 


METAL SPONGE SALES CORP. 


2726 N. Mascher Street 
PHILADELPHIA, PA. 
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Selling on the Installment Plan 


Is it good business for any merchant to sell on the installment plan when 
he is not financially able to handle his own installment notes? Read the 
following comment on this subject by Trenton M. Bridge 


RENTON M. BRIDGE, of Kenton, Ohio, sends 

the following letter giving his views on a matter of 

great importance to the hardware trade installment 
selling. HARDWARE AGE publishes this letter in the be- 
lief that it will give much food for thought among its 
readers who have been confronted with this problem. 

The handling of installment sales in the manner ad- 
vocated by a great majority has not and cannot be fruit- 
ful to the retailer, but rather is very detrimental. 

Is it good business for any merchant to sell on the 
installment plan who is not financially able to carry his 
own installment notes? Are there any good, wide awake 
thinking business men or financiers who would advise 
the loan of money to purchase stocks or bonds who had 
only ten per cent of the amount required to make the 
purchase? If ten dollars down on a sale of $150 is a 
safe risk, why do the finance companies become so in- 
terested in getting financial statements with references 
before purchasing time payment paper from their 
clients? The thing they are most interested in is the 
moral and financial standing of the dealer and not of 
the purchaser or the amount he may pay down, for they 
well know that if the purchaser does not pay they will 
make the dealer carry the load and pay the balance the 
purchaser might be owing should he become delinquent. 

The point which I want to emphasize is the great risk 
of loss which is taken on every installment sale. You 
know that you can’t go to the bank with $10.00 to 
horrow $90.00 in order to be able to make a purchase 
of stock, bonds, merchandise or any thing else which 
would have a value of $100.00. Yet we of the hardware 
fraternity have been doing that very thing and thinking 
that it was good business. It is a high powered credit 
man that does not replevin twenty per cent and over of 
the merchandise that he sells on the installment basis. 

Have you ever figured your net profits on installment 
sales? If not, you had better get out your pencil and 
bookkeeping data to see where you really stand. No 
one was ever more enthusiastic about installment selling 
two years ago than the writer, but in the last year I 
have been well cured and have found that I was only 
giving myself a good kidding when I was making my- 
self believe that I was netting the company so much 
money in this way. Installment selling is the thing that 
thoroughly convinced me that a sale is not a sale until 
you have collected the money, and a profit is not realized 
until all expenses have been deducted from the margin. 
On an installment sales plan you must deduct from 
your gross profits all of your selling expenses, service 
expenses, advertising, losses on replevined goods, etc. 
To be willing to sell to anyone who can make a small 
down payment is not sound business. The sooner that 
we hardware men learn some of these lessons on credit, 
the sooner will we be able to discount our invoices, and 
have more money in the old cash register when evening 
comes. 

I don’t condemn all installment or time sales but we 
must be more careful, one must know something con- 
cerning the moral and financial standing of the prospec- 
tive purchaser. Just because your customer may have 


enough to make a small down payment does not make 
it a safe sale. When you borrow money at a bank 
vou must have sufficient capital back of you to be able 
to pay your loan when due even though the thing you 
may have invested in was a total loss. If this is good 
business for the banker why isn’t it good business for 
vou to use the same policy when selling your good 
merchandise to a customer on time? When the banker 
doesn’t know you he advises you to return later at which 
time he will let you know if he can extend you a loan. 
Likewise when you have a time customer don’t sell him 
until you can learn something concerning his credit. 

A great many manufacturers have agitated the plan of 
installment selling to anyone as long as they were able 
to’ make a down payment, but have they offered their 
inerchandise to you in that way? No! They have ad- 
vised you in a polite manner that their terms were 
2-10-30 or whatever their regular terms might be. And 


‘to ease you off they gave you the name of some finance 


company who would be glad to purchase from you the 
paper which you took for merchandise sold on the pay- 
ment plan. I fell for one of these plans about a year 
ago and I am going to tell you my experiences. 

The proposition made to us was one on a very ap- 
pealing and practical household appliance of which we 
were to buy ten with guaranteed sale of six by a resales- 
inan which they would furnish us at a cost of $150. The 
ten appliances cost us $1075 and we were to sell for 
$1550 cash or $1675 on the installment plan. They 
were to make arrangement for the sale of all of the 
installment notes to a finance corporation in Pittsburgh, 
who would give us the cash price less $15.00, which 
they would retain until the accounts had been remitted 
to them in full. This proposition sounded very good 
to us so we signed on the dotted line. 

The resalesman came and sold nine of the appliances 
in four weeks. We also sold the notes to the company 
they had recommended to us. (It might be well to 
mention here that we had to pay for the machines within 
the ten day period in order to get the cash discount.) 
This then left us a gross profit on the nine machines of 
$488.05. The freight on these appliances was $12.00, 
salesman salary $150, advertising $75.00, incidentals, 
etc., $10.00, leaving us a net profit of $241, counting the 
$135, which the finance company had retained until ac- 
counts would be paid in their completion. We really 
only had then $106 ready for service. 

In the course of a year two of these machines had to 
be replevined because of the customers’ failure to pay. 
()ne of them was so that it could be sold for $100 and 
the other one had been so badly abused that it only 
brought $65.00. Figure for yourself, there were only 
two that made money in this transaction. The one was 
the manufacturer who got cash for his merchandise and 
the other was the finance corporation who received better 
than twenty per cent interest on their money. If 2-10-30 
is a good thing for the manufacturers and jobbers it 
ought to work out equally well for the retailers. By 
all means more precaution must be used in the extension 
of credit on the installment plan. 
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RINGCO 


BATHROOM 
FIXTURES 


Made of BRASS 
The Metal That Lasts 











When the homeowner installs bathroom fixtures he wants them to 
last just as long as the plumbing fixtures. Solid brass fixtures are 
the only kind that will give this service. 


reco Fixtures are made of solid brass in pleasing and practical 
designs. Our catalog describes over 300 different items, each one a 
live seller. Send for our large catalog. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 











Wie BRANCH OFFICES: Siz 
“(d)- New York, 2 Hudson St. Chicago, No. 29 E. Madison St. [./(b5 ¥); 
alee San Francisco, 116 New Montgomery St. Boston, No. 170 Summer St. IID 




















THE BRAINERD LINE 


PULLS 


38 STYLES AND SIZES 


CAST BRASS 
WROUGHT BRASS 
| WROUGHT STEEL 





All Cuts 
Reduced Size 


If You Are 
Not Using Our 
Line of Pulls, May 
We Have Your In- 


quiries ? 




















Have You Our Complete 
Catalog of Cabinet, Light 
Builders, and Refrigerator 
Hardware? 


The Brainerd Mfg. Co. 


EAST ROCHESTER, N. Y. 


No. 1253 
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An American Character Study 


(Continued from page 47) 


_and the rifles, ammunition, etc., could not have been 
| produced. 
| pean nations did exist. They were promptly turned over 


Fortunately, the facilities created by Euro- 


to Uncle Sam. There were three large plants producing 
the British rifle. The engineers of the three plants 
did excellent work in modifying the British rifle to adapt 
it to the United States service cartridge. They did what 
had never previously been accomplished, viz., they pro- 
duced rifles so finely worked out in the tolerances or 
permissible variations in dimension of their many work- 
ing parts, that the parts of the rifles made in the three 
plants were interchangeable—a part made in one plant 
fitted and functioned perfectly in a rifle produced in an- 
other plant. This was a marvelous engineering and 
manufacturing achievement. In this way, Uncle Sam 
secured, in the shortest possible time, the much-needed 
rifles, the backbone of the army equipment. In no other 
way could our boys have been equipped. 

In America’s Munitions, a report compiled by Assis- 
tant Secretary of War Benedict Crowell and published 
as an official document by the Government Printing Of- 
fice after the close of the War, it is stated on page 186 
that during the period from April, 1917, when the United 
States entered the War, to Nov. 9, 1918, the production 
of rifles was as follows: 





Remington Eddystone Works ........ 1,181,908 rifles 
Remington Ilion Works .............. 545,541 
Winchester Works ................... 465,980 ” 
Sovmpmeld Armory ...............44. 265,627 ” 
Rock Island Arsenal ................. 47,251” 
a 


Similarly, during the same period, the same authority 


states on page 193 that the U. S. Service rifle cartridges, 


caliber .30, were produced in the following volume by all 


| plants so engaged: 


| United States Cartridge Co.. 
_ Winchester Repeating Arms Co. 468,967,500 


.684,334,300 cartridges 





| Peters Cartridge Co.......... 84,169,800 9 
Western Cartridge Co.......... 48,018,800 ” 
Dominion Arsenal (Canada)... . 502,000 - 
Nat. Brass & Cop. Tube Co...... 22,700,400 7 
Frankford Arsenal (U.S. Gov.) .. 76,739,300 . 
Remington Arms Co.......... 1 218 979,300 r 
WD cvvecatessckadede 2,604,411,400 cartridges 


It will be seen that The Remington Arms Company 
produced, during the World War, nearly as many of the 
U. S. service rifle cartridges as all other manufacturers 
combined, including the United States Government’s 
own arsenal. Figure the value of this total of cartridges 
for yourself. They were costing at that time nearly 
$50 per 1000. 

In its woeful state of unpreparedness and with the 
constant cry from the Ordinance Department of the 
United States Army for “more ammunition,” the United 
States Government, acting within its rights in times of 
national peril, commandeered and turned over to The 
Remington Arms Company a vast new manufacturing 
plant in Hoboken, N. J., dispossessing summarily the 
three lessees of the plant then occupying it. This was a 
great hardship for those tenants-—all manufacturers— 
but military necessity knows no law but its own. 

The Remington Arms Company equipped this large 

















January 13, 1927 


plant with the most modern cartridge-making machinery, 
drafted an organization from within its own ranks and 
began work on an order for eight hundred million mili- 
tary cartridges for Uncle Sam’s Armies in France. This 
order was in addition to other large orders already in 
process of manufacture. Many millions of cartridges 
were produced in the Remington Hoboken works. After 
the close of the War, these buildings were restored to 
their owners. 

Thus, we see The Remington Arms Company manu- 
facturing rifles and machine guns at three rifle plants and 
ammunition at three others—six gigantic plants running 
day and night and employing more than 37,000 people! 
Think of the detail, the responsibility and the investment 
required to operate upon such a scale! 

The old Robin Hood plant at Swanton, Vt., had been 
engaged in the manufacture of French rifle ammuni- 
tion for the French Government. They continued 
making the same type of ammunition for Uncle Sam 
because, it must be remembered, we were totally un- 
prepared for war and had virtually none of that modern 
engine of destruction, the machine gun. Therefore the 
first United States troops to land in France were fur- 
nished these machine guns by the French Government— 
the “Chauchat” gun—and of course, had to have ammuni- 
tion for them. This is a fact not generally known to 
the public. 

In addition to making rifles and cartridges for our own 
Government, The Remington Arms Company were en- 
gaged in the production of all sorts of other products, 
many of which they preferred not to make, but which 
they felt compelled to at the urgent behest of the Govern- 
ment. There were signal shells for night signaling by 
the Army and the Navy, signal pistols for using these 
shells, automatic pistols, machine guns, bayonets, primers 


for rifle grenades and even the blades for the turbines , 


for the entire fleet of new destroyers so badly needed by 
the Navy to convoy our boys to France. 

The normal, or peace-time, working force of The 
Remington Arms Company was something less than 
4000 employees. On Nov. 9, 1918, the Saturday pre- 
ceding the Armistice, there were on their payroll a total 
of 37,321 employees. On Tuesday, Nov. 12, 1918, the 
day after the Armistice became effective, on orders from 
Washington, 5000 of these were released and by the end 
of that week, 5000 more were turned loose. The de- 
mobilization had begun. 

There is always a feeling of depression connected with 
any “tearing down” process and that was particularly the 
case when The Remington Arms Company were called 
upon to release, without notice, thousands of employees 
who had served their country at the machine or at the 
bench just as loyally and with just as much effect as the 
soldiers in the trenches. The organization had been 
trained and a mighty, wonderfully productive human 
machine had been built. 

Now it was to be “junked,” the same as hundreds of 
beautiful machines of steel, iron and brass, for which the 
company had paid tremendous sums in the way of 
bonuses for overtime work to speed their production, 
were to be junked at so much per ton! Beautiful gages 
—thousands of them—all shapes and sizes, designed and 
built by the most highly skilled labor, to secure accuracy 
in manufacture; beautiful objects of tool steel, which 
glittered like the works of a high-grade watch and were 
just as accurately made, many of them worth more than 
their weight in gold, were junked at so much per ton! 
Such is the waste of war! 
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A rough board—a sheet of Clover Sand- 
paper—a little elbow grease—a smooth 
surface—a pleased carpenter. 


This operation is being multiplied daily 
in hundreds of shops and Clover is satis- 
fying thousands of mechanics, saving 
them time and labor. 


Hard flint, strong glue, tough paper— 
all joined together to stand the “rub.” 


No spoiled sheets—no mixing of grades 
attractive boxes. These are the rea- 
sons why Clover Sandpaper has a large 
sale and is rapidly attaining the same 
reputation as Clover Grinding Com- 
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pound. Send for Samples—use_ the 
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TLE, ROD 3 


estimonials/ Yo. 


‘‘All our branches will 





“Our workmen speak so highly of these 
hammers,” writes the Springfield Ad- 
vertising Co., of Springfield, Mass., 
“that all our branches will now use 
Tyrods. We wish you all the success 
you deserve for filling along felt want.” 
A hammer with a steel backbone which makes 
it practically unbreakable, a hammer whose 
head can’t fly off, has been a long felt want. 
And Tyrods fill it admirably. You'll say so, 
and your customers will say so—to their 
friends. Write today for descriptive literature 
and price list. 


AMERICAN HAMMER CORP. 
715 East 138th St., New York City 


Western Sales Office 
615 W. Washington St., Los Angeles, Cal. 


Clemson Brothers have spent three generations in 
producing the Star Hack Saw Blade and they 
manufacture nothing else but the Hack Saw Blade. 


Let us send you samples 
of this Blade free. 


CLEMSON BROS., INC. 
Middletown, N. Y. 





In one of our long and interesting talks that pro- 
vided the material for this article, Reierson said: 

‘“Demobilization of personnel was to be followed by 
demobilization of facilities—plants, equipment, tools and 
machines—and of the housing facilities created for labor. 
The period of reconstruction was worse than the days of 
actual war. We had paused for breath on Monday, 
Novy. 11, 1918, at the news of the Armistice. Our job 
was done. The smokestacks of American industry had 
done almost as much to win and end the War as the boys 
who went to Irance. We had been building, building, 
building—plants, machines, men! Now, all—or most— 
were to be junked! 

“During the early days of the War, it fell to my lot 
to act as escort to Senator (later President of the 
United States) Warren G. Harding, who went to Ilion 
at our request to make an address to our workmen there. 
We occupied a drawing room.on the afternoon train from 
New York to Utica and we occupied adjoining rooms 
there that night. I can understand and appreciate Mr. 
Harding’s ability to make and hold a host of friends. 
He was a kindly, companionable, lovable man. On the 
day following, he delivered a wonderful talk to our 
working force. I had given him all the data on our 
way up to Utica and in his room at the hotel there. He 
used it splendidly. He impressed upon our people the 
fact that we were sending our boys—their boys—to 
France to fight; that it was just as important that they 
have the materials with which to fight as that they go 
to France; that any man in our plant who felt inclined 
to ‘lay down on the job’ was just as much a traitor to 
his country as the soldier who refused to fight and should 
receive the same treatment. The effects of Senator 
Harding's visit were immediately felt. 

“Then, we had that great American, Theodore Roose- 
velt, visit Bridgeport for the same purpose. I shall never 
forget his talk. Good politician that he was, he sensed 
after his first few remarks that he had the crowd with 
him. leaning far forward.across the table, he said— 
‘History tells us that at the Battle of Bunker Hill, the 
officer commanding the American Revolutionary Troops 
gave them the order to hold their fire until they could 
see the whites of the enemy’s eyes.’ He paused to let 
that sink in. Then, leaning still further forward, show- 
ing all his teeth in the characteristic Rooseveltian grin. 
and with his voice in that peculiar and finer key it as- 
sumed when he was greatly interested or wanted to 
stress a point, he continued— ‘ * * * and the Administra- 
tion at Washington must have had some such order since 
no effort to prepare for war was made until we could 
almost see the whites of the enemy's eyes!’ His talk, 
too, had a splendid effect. 


THE AFTERMATH 


“The War was over. We did not know how we had 
come out of it, but were to find out. The collection of 
accounts from Washington was a difficult matter. Every- 
thing had to be collected through ‘claims’ and in almost 
every instance, every available Government agency 
fought the payment of every claim, whether just or not. 
We had gone into the production of supplies for our 
Government knowing that there would be a hereafter. 
We knew there would be scandals, investigations and 
frauds charged. At the very beginning, ironclad orders 
went forth from our Executive Office that the game 
must be played honestly and fairly with the Government ; 
that everything must be straightforward, open and 
aboveboard, so that at no time and in no instance would 
we have cause to fear any investigation. In all cases of 
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doubt, the Government was to have the benefit of the 
doubt. ‘That was our attitude all through the War. 

“Yet, when we came to collect, we were treated as 
though the reverse were true. Most of our contracts 
with the United States Government were on a cost-plus 
basis. We were compelled to follow instructions of 
officers of the Government. We had no alternative. 
Still, we were later criticized and penalized for having 
done so. If we could have collected all accounts and 
claims to which we were fairly and honestly entitled, 
we should have come out of our war experiences in 
fairly good shape, but in many cases we were compelled 
to make sacrifices and to accept what was offered us in 
order to get anything at all. 

‘Many Government officers wanted to be fair but were 
held back by red tape or by restrictions imposed by the 
Government. Many others were apparently eager to 
make ‘records’ for themselves by settling with contrac- 
tors on the most favorable basis to the Government and 
without giving the slightest consideration to the matter 
of the most simple justice. In one set of ‘clean-up’ 
claims, lumped together toward the close of the long- 
drawn-out period of settlement, there were nearly 
$2,000,000 justly due us. A civilian official, probably a 
‘Dollar a Year Man,’ who felt, perhaps that he had 
not earned his pay, glanced over the voluminous papers 
of these claims and, in a brusque, offhand way, casually 
offered -us $250,000 in full settlement of all. We were 
stunned. We could not believe he meant it, but he did. 
We fought as hard as we could—and eventually accepted, 
I believe, about $350,000. We could do nothing else. 

‘Such was the closing of the war—the sacrifice of just 
accounts, the junking of machinery, the sale or demoli- 
tion of plants, the demobilization of personnel. When 
all is said and done, I agree with General Sherman— 
‘War is Hell!’—and, I might add, hell is expensive! 

“And the aftermath. The National Hardware Jobbers’ 
Convention of 1918 had been’ postponed from October 
until December on account of an epidemic of some sort 
in Atlantic City. It was fortunate that the postponement 
occurred. Meanwhile, the War had ended. The jobbers 
were all there. So were the manufacturers. They did 
not know what was going to happen. All were at sea. 

“Up to that time we had never guaranteed prices on 
our commercial products—arms and ammunition—over a 
longer period than ninety days. I was asked to address 
the jobbers in one of their meetings and did so. There 
was great fear that markets would decline. ‘This was 
freely stated. At the close of my very brief talk I asked 
if there were any questions I might answer. Immedi- 
ately this one was shot at me: ‘What are you going to 
do to protect us against decline on our purchases of guns 
and ammunition?’ I had not decided what we would do, 
but that was no time to be uncertain, so, without any 
hesitation, I replied: ‘We are going to extend to you a 
guarantee of one year against price decline.” 

“Instantly a roar went up that almost raised the roof 
I was told that it was the first optimistic or reassuring 
statement that had been made by any manufacturer at 
the convention. Throughout the remainder of the con- 
vention I was kept busy receiving the congratulations 
of jobbers and manufacturers alike. My biggest com- 
petitor told me I was crazy, and that he would extend 
no such guarantee. I said to him: ‘You'll have to if 
you want to sell any goods.’ True to his word, he an- 
nounced his new prices on January first, extending the 
usual ninety-day guarantee. He didn’t get an order. 
Before the end of January he extended the one-year 
cuarantee. The practice is still in effect and that was 
its origin.” . 

(To be continued ) 
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Our Truck Casters Sell 


Many dealers are se- 
curing and_ holding 
the caster trade of 
factories and ware- 
houses with our anti- 
friction Pioneer Truck 
Casters, because they 
seldom break = and 
therefore outlast 
other casters and save 
money. 

















Pioneer 


Truek Casters 


are the easiest on floors of any casters made. They 
swivel at the slightest push. Strongly made and 
durable. We authorize dealers to guarantee a real 
“Breakage saving.” 





We make a complete line of all sizes of Anti-friction 
swivel Single wheel, Double wheel and Rigid casters. 


Write for Catalog and Trade-prices 


Pioneer Caster & Mfg. Co. 


Elkhart 
New York Office: 86 Warren St. 
San Francisco: Underwood Bldg., Edward L. Culin. 


Indiana 


“26 Years’ Caster Experience” 

















Y . 
Oliver 






FOR 64 YEARS A NAME REPRESENTING 


Quality and — 
Service 


GwI 


Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Mate- 
rial— Track Bolts — Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 


GW 


OLIVER IRON AND STEEL CORP. 
Pittsburgh, Pa. 
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Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 














For a Solid Blue Flame 
“DETROIT No. 2” 


The patented burner in this torch 
generates a high heat that gets 
the work done in a hurry. Built 
to last under all kinds of service, 
the “Detroit No. 2” is one of the 
best torches procurable. 





Send for Catalog H. 
One Quart Capacity 


Detroit Torch & Mfg. Co. Detroit, Mich. 


New York Office: 45 Warren St.; Canadian Rep., George P. Fraser, 
39 Tyndale, Toronto; Kettmann & Ten Eyck Sales Co., 326 S. 
San Pedro St., Los Angeles, Oalif.; Oscar Andersen, 627 Washing- 
ton Blvd., Chicago, Ill.; Louis Williams & Co., Nashville, Tenn. 


: iT, 


Get this 
Proposition 


For Building 


























Hardware Merchants 
Monarch control-lock for out- 
swinging casement windows. Monarch casement hardware 
Positive locking—no gears—keys . 7 
or latches. is designed and manufactured 
nn tome the mostexactingneeds. 
Monarch Automatic Stay for in Our profit making proposition offers 
or outswinging windows. the live Building Hardware Merchant 


an unusualopportunity. Write for 
the details. 


Monarch Casement Check for in Monarch Metal Products Co, 
or outswinging hinged openings. 4960 Penrose St. St. Louis Mo. 


Makers of the famous Monarch Interlocking Weatherstrip 
— — — 














POSITIVE WINDOW FASTENERS 


Winlok Window Fasteners are 
easily attached. They lock win- 
dows open in any position and 
keep them 
from rattling 
or being 
forced. Pa- 
rents buy 
them to safe- 
guard children. 
Tension in- 
stantly re- 
leased. 


Write us for 
trade prices. 


Curmanco, Inc., 98 Broadway, Astroia, N. Y. 


























On the Up Grade 


The New York American publishes the accompany: 
ing cartoon which graphically presents the case of the 
farmer in America without the usual political ballyhoo! 
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GRICULTURE is still the victim of haphazard 
production and poor distribution. 

But it is emerging steadily from the worst of its 
troubles and the effort to keep it pessimistic for political 
purposes is being overdone. 
The great truth remains undimmed by all the clap-trap: 
Self help is the best help. The farmer’s future calls 
for more cooperation. 


Penalizing the Provident 


The habit of the States to bear down on the insurance 
policyholder as a convenient source of revenue for the 
upkeep of government is found to be growing by the 
Insurance Department of the Chamber of Commerce of 
the United States, which has issued its findings in a 
bulletin: “Hidden Taxes in Your Premium.” 

The States originally levied special insurance taxes, 
licenses and fees to pay the upkeep of insurance inspec- 
tion and supervision. These taxes have been constantly 
growing ever since and a very small part of them is used 
for this purpose. 

The survey shows that last year State governments 
collected from policyholders $72,951,023—enough to pay 
an annual premium for more than 4,800,000 ordinary life 
insurance policies issued at the age of 25 for $1,000 each. 

“Of this sum,” says the Insurance Department, ‘‘only 
$1 in $27 was used for the maintenance of State insur- 
ance departments, the purpose for which these imposts 
were originally intended. The rest was used for State 
functions for which the policyholders had already been 
taxed as citizens. These State functions had no par- 
ticular relationship to policyholders as a class, any more 
than to any other type of taxpayers.” 
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Deroy Danielson Writes on “Vanishing 
Point” Editorial 


The following comments from Deroy Danielson of 
St. Francis, Kan., bring out several points that are of 
interest to the trade. 

| want to thank you for sending me a reprint of your 
excellent article, “‘Hand-to-Mouth 
Buying.” I confess that I 
missed this good stuff in the 
Oct. 14 issue, the reason being 
that I was out almost daily on 
collections. 

I assure you that I have now 
read it with much interest. I 
spent an entire evening at home 
with it and the interesting com- 
ments by well known hardware 
merchants. 

Personally, I believe that hand- 
to-mouth buying is so clearly a 
deviation from rational merchan- 
dising methods that the practice 
is being discarded rapidly by suc- 
cessful merchants. 

I do not know when it origin- 
ated. It came into prominence 
soon after the war, a sort of “War Baby” perhaps. No 
doubt some merchant with “frozen assets” and with a 
wholesaler on his phone line evolved the idea and the 
accommodating wholesaler split a keg of nails for him, 
setting aside the other half until the icebound merchants 
could pay for the first half. 

Then convention talk spread it. It sounded good, we 
fell for it, but soon found that it was not what it had 
been cracked up to be. 

A few weeks ago I read an article by a well known 
retail merchant, scoring wholesalers because they did 
not do more to help the retailer meet chain store and 
catalog house competition. He said that wholesalers 
sold chain stores at lower prices than they did the one- 
store merchant. 

If we are going to demand concessions from manu- 
facturers and wholesalers that will enable us to meet 
chain store competition it will not be secured by buying 
only one ten-inch file or three rim knob locks. I can- 
not sell nails in one-pound lots at the same rate per 
pound that I sell unbroken keg lots. 

I do not want to be understood as advocating quantity 
buying unless it “fits selling conditions,” but unless there 
is a wholesaler in the next block what would I do after 
I had sold the one ten-inch file. 

Yes, certainly it would eventually boost prices. Just 
what we are trying to prevent. We cannot go to whole- 
salers with a demand for help unless we are willing 
and ready to make some concessions ourselves. We 
can all readily understand that $10 orders are unprofit- 
able to wholesalers and I believe they are to the retail 
merchant also. Chain stores do not send $10 orders 
to manufacturers and wholesalers. 

Of course we must allow exceptions. Men with 
limited capital, just starting in business. Floods, crop 
failures, panics and other causes, when the demand for 
even staple merchandise is checked. Then the wise 
merchant will watch his step carefully. 

Now sir, can you evolve some method to get your 
excellent article to the attention of every hardware mer- 
chant? Would not manufacturers and wholesalers dis- 
tribute it to their customers and secure for it the 
publicity it deserves. Ii I were a wholesaler I would 
want every customer to read it. Dtrroy DANTELSON. 





Deroy Danielson 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 
IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers 8St.; Chicago, 108 W. Lake St. 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine ‘st. t 
Ogden, Utah, 2327 Grant Ave. 














HOLD -TITE CAPS 


Packed for convenience 
in handy 1 gross pack- 
ages or 50 gross bulk. 

Made from High Grade Tin 


Plate and No. 1 Composition 
Cork. Casabiilly sorted and weighed. 


een} 
4 ] 





Write us for prices. 





Apex Stamping Company 
Dept. ZS Riverdale. II. 











Style B 


CAROLUS CUTTERS 


The Style B is the regular Bolt Cutter with the added 
End Cut making a 2 in 1 Tool. Carolus also offers Style N, 
Straight and End Cut with Nut Splitter. Steel Plates hold 
wae rigid. Made in SIX SIZES and THREE STYLES. 

uy the Best. These Tools are Time Savers. 


If your Jobber cannot supply you, write us direct for Litera- 
ture and Prices. 


CAROLUS MFG. CO. Sterling, IIl. 
Sales Representatives—Surpless, Dunh & Co. 
NEW YORK, CHICAGO 


“GEM apsustaste 
REGISTER 


SHIELDS 
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Show housewives 
that by installing 
“Gem” Register Shields this winter, they can 
cut down decorating costs. Fit all size reg- 
isters. Attractive and easily adjustable. Floor 
Shield retails at $1.50; Wall 
Shield at 75c. 


1140 BROADWAY. NEW YORK,NY 
BUY FROM YOUR JOBBER 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION AND SOUTHERN HARD- 
WARE JOBBERS ASSOCIATION, Memphis, 
Tenn., week of May 9, 1927. otel 
headquarters, New Peabody Hotel, 
Memphis. Charles F. Rockwell, secre- 
tary-treasurer, 342 Madison Avenue, 
New York City. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L. P. Biggs, secretary, Little 
Rock. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 

HARDWARE ASSOCIATION OF THE CAR- 
OLINAS and VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
Commercial Bank Building, Charlotte, 
N. C. 

CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, Feb. 2, 
3, 1927. Headquarters, Hotel Taft. 
Henry S. Hitchcock, secretary, Wood- 
bury. Nutmeggers “Night Before,” 
Feb. 1. 

IDAHO RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Boise, Jan. 26, 27, 1927. E. E. 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, Il. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 

LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. Guy Nason, secretary-treasurer, 
Columbus, Miss. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K. S. Judson, 248 Morris 





Avenue, Grand Rapids, exhibit man- 
ager. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 

MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. FF. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 

MONTANA IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, North- 
ern Hotel, Billings, Feb. 24, 25, 26, 
1927. A. C. Talmage, secretary-treas- 
urer, Bozeman. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. W. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June 27, 28, 29, 30, 1927. H. P. 
Sheets, secretary-treasurer, 130 E. 
Washington St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, Upiversity 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 
1927. Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
22, 23, 24, 1927. George A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 

NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 

NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Feb. 8, 9, 10, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 








Spokane, Wash., Feb. 2, 3, 4, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Building, Philadel- 
phia. 

SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb. 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 

SOUTHERN HARDWARE JOBBERS ASSO- 
CIATION AND AMERICAN HARDWARE 
MANUFACTURERS ASSOCIATION, Mem- 
phis, Tenn., week of May 9, 1927. Ho- 
tel headquarters, New Peabody Hotel, 
Memphis. John Donnan, secretary- 
treasurer, Richmond, Va. 

SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 23, 24, 1927. 
Chas. H. Casey, manager-treasurer, 
Nicollet Avenue and 24th Street, Min- 
neapolis. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE CONVENTION AND EXx- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan: Scoates, secre- 
tary-treasurer, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION will hold a joint convention with 
the Carolinas Association at Virginia 
Beach, Va., June 7, 8, 9, 1927. Head- 
quarters, Hotel Cavalier. Thomas B. 
Howell, secretary, 301 E. Grace St., 
Richmond. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Building, Dayton, Ohio. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 
1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary- 
treasurer, Stevens Point. 
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Jhis coupon brings 


a free sample 


A new caster which ONE... 
doubles your sales nm “sales points” 


HERE is but little sales effort neces- 
The old-fashioned, rigid caster is out-of- sary in making a Kester customer. Any 
date—discarded for “ACMES” one of the following features of Kester 
Solder are sufficient to.make a quick sale, 
a clean profit and repeat business: 





“ACME” casters are ball bearing casters. 
They roll along silently and smoothly in 
any direction and protect the floor and floor A, Kester Solder needs no separate flux— 


ei é . ta it carries its own scientific flux in tiny 
covering. They are neatly finished, strong neaiitiin tlie, Snail. 
and sturdy. 


2, It requires only heat—a touch of Kester 


“ACMES” sell quickly. The profit is gen- and a touch of heat makes any job com- 
erous. People buy “ACMES” on sight. plete. 

Whenever a customer asks for casters show 3. It saves one-third of soldering time. 
“ACMES.” Roll ’em on the palm of your 4. Eliminates the uncertain operation of 


separate fluxing. 


5. Genuine solder made of pure virgin tin 
and lead. 


hand, or on the counter and a sale is made. 


6. Handy packages, one, five, ten and twenty 
pound spools. 


: S SS = 
is : | | To prove to yourself that Kester salespoints are 
Se se i — = facts that have built a substantial and profitable 
, | ; business for our dealers, we will send you a test 
sample free. Send the coupon today. 





Ball Bearing Casters 


Build up your caster sales and profits with 
“ACMES.” Here is a real opportunity. The 
demand is constantly increasing. Dealers every- 
where prefer to handle “ACMES” because they 
render real satisfaction to the user. 























We'll be glad to send a sample and give you full 
particulars. Write us today. 
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The Schatz Manufacturing Co. 


. lf ’ ~ \ 
Te — ?’ CHICAGO SOLDER COMPANY “ 
AGENTS: J. C. McCarty Oo. l right wood } 
1° Meee te c me oa fs 4205 _ t Avenue Chicago, U.S.A. | 
) Originators and world’s largest manufacturers | 
of Self-Fluxing Solder q 
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This Display 
Makes the sale of 





with the famous OKEH TAPES 
end fas tener Easier than Ever 


It is attractive and puts the 
Okeh Tape right out where 


| x . your customers can see it 
At rest ae to best advantage. 
eRICE 


















At work 


s  . Carry y 
i | in you 


UFFEL. ESSER, CO. 


NY. 
em Srco0ns: SAM 





Put one on your counter 
and boost your tape sales. 


Write for further details. 
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«+ KEUFFEL & ESSER Co. ; 


; NEW YORK, 127 Fulton St. Ganerel Office and Factories, HOBOREN,N. JS. 
CHICAGO ST.LOUIS SAN FRANCISCO MONTREAL 

$16-20 S. DearbornSt. 817 Locust St. 30-34 Second St. 5 Notre DameStW 
| Drawin}Matenals * Mathematical and Surveying Instruments * Mensurin3 Tapes 
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“Perfect 


HUNTS 


The Customer with a Hobby 


He usually has one little plot, carefully cultivated, grow- 
ing every sort of a vegetable that’s sold by the package. 





Perhaps a set of tools—good tools—a few garden imple- Uoinsayion 
ments and a deep-seated faith in his hobby—/is home. mr a 1 

He isn’t so hard to please—just a little economizing, doing INE : 
his own repairs during the week-end, and depending on his IKD LITE 


home-town dealer for supplies—and advice. 





If you pass his home some time this summer look over his 
rescreening job. “Perfect” was a good selection. You will ° 
be glad you recommended it. 





Your Jobber stocks “Perfect.” 


2 HNN 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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> 
BRIDGEPORT, CONN. 


Trade Mark 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 


e E. Quigley, Detroit 
Milton Pray Pg Francisco, Los Angeles, Seattie 
_ G. M. Baird & Co., Memphis, Tenn. 
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MADE OF ALUMINUM 











Sells on Sight! 


Display this attractive aluminum 
utensil where women customers may 
see it. Explain its advantages for 
cooking Spaghetti, Macaroni, or any 
food that requires draining when 
cooked. No other utensil takes its 
place. Sales will surprise you. 


Quaker Pot consists of three 
aluminum pots or kettles with cover 
and pot lifter. Women prefer it for 
cooking rice, oatmeal,’ fowl and 
meats. Food never comes in con- 
tact with the flame, cannot burn or 
stick to bottom. Convenience of 
draining prevents scalds and burns. 

We furnish free a 
beautiful window display 
to help you make sales. 

Order a sample 
Quaker Pot. Seeing ts 
beheving. 





The Ohio Metal Utensil Company 


Greenwich Ohio 





The 
QUAKER 
POT 


Steams or Boils Any Food 
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A Small Department 
with a Bid Turnover 


LOGICAL, safe way for a hard- 
ware store to-expand is to 
add a glass department. After all, 
glass is a staple hardware item— 
not a novelty that should better be 
sold in a drug, grocery, or dry goods 
store. The amount of initial invest- 
ment is trifling compared to other 
departments. And best of all it solves 
the space problem—all the room it 
requires is about 6 feet square. 
Very little—considering the turnover 
proht! 





The best way to start a glass depart- 
ment 3s to start with 


™ BEST #* 


It wins the confidence of the trade 
because it’s remarkably free from 
defects, is perfectly flat and has 
a higher tensile strength than ordi- 
nary glass. Yet it costs no more! 
SOLD AND DISTRIBUTED BY LEAD- 


ING JOBBERS IN THE PRINCIPAL 
CITIES OF THE UNITED STATES 








AMERICAN WINDOW GLASS CO. 






World's Largest Producer of Window Glass 


GENERAL OFFICES: PITTSBURGH. PA. .BRANCHES IN PRINCIPAL CITIES 
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A New Idea 
in an 


Ash Can 


ERE is a container for garbage 

and ashes that is literally shock- 

proof — a can of extraordinary 

strength and durability. Bumps, 

thumps, misuse and long years of ser- 

vice mean little to this Goliath. It is 

built to take punishment — in oversize 

doses —and still come up smiling. 
And it looks the part! 


Special features? It has plenty! The 
7-8 inch steel tube in the top roll, the 
reinforced and convexed bottom, the 


scemlone inset cover (pros! againet Double Your Profits 
auaedaadinetiamien in Clothes Hook 
in Clothes Hooks 


The demand for a clothes hook that doubles the 
storage space and roominess of the modern 
clothes closet has created a tremendous market 
waiting for DACOR clothes hooks. Priced to sell 
at less than the average hook of equal quality, 
DACOR hooks will be a leader of rapid turn-over 
items for your stock. 
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7 DACOR clothes hooks are 
stamped of steel, finished 
in nickel and each hook, 
only six inches long, is 
notched to hold six suit or 
dress hangers. Hangers 
cannot slip off or crowd 
together. 

A set of three DACOR 
hooks fully equips. the 
average closet and neatly 
accommodates 18 _ gar- 
ments. 
Easy to install, four screws 
are supplied with each 
i hook. 

rR a iy and with counter ot and a 

: : sales helps supplied; DACOR’S true merchandising quali- 

Will this can sell? The few hundred ties have cened its place in your stock. ‘ 

merchants who have been given the o 












































opportunity of introducing it, say it has A few territories open for distributors. o 
the field to itself. Now we can supply DACOR Division Fs x 
everybody. Do you wish further in- , # 
formation or shall we ship you an order DAVIS TOOL & ENGINEERING CO. Pa > 
ight away ? eee - 4 | 
a a 6525 Lincoln Ave., Detroit, Michigan fo ft 
o.. & - 
~ A T lO RY I MAIL THIS COUPON “= | ee: 
. . . . e = ” = 
; NVC e For full information regarding this f% fs * ae 
- PEER, ES new quick-turn-over item and for Soy Se ers 
Pr se my en re comatly Stines Shasand Co. a sample set of DACOR ee ee gE re 
r ‘ 
NEW YORK BUFFALO CHICAGO three to the box. Sf 2 eg a 
TO-DAY i - 2 
7 S 2” L ” a 
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sell Alligator Steel 
For general service you can be posi- 
tive that it will give good satis- 


faction. 
Joint is hinged and easily taken 


apart by relaxing belt tension and 
pushing pin. It is smooth and 
Gush on both sides of the belt and 
is “The strongest Belt Lacing on 


Earth. 
ll ‘‘Handy Packages’ for 
small users and Standard Boxes for 
large users. 
In leading jobbers’ catalogs. 
Flexible 
Steel Lacing Company. 
4616 Lexington Street 
Chicago, U.S.A. 
In Engiand at 185 Finsbury 
Pavement 
Lendon, E.C. 2 
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TWO LONDON PATTERNS 


No. 116 5 inches wide. 
No. 112 5% inches wide. 


W. ROSE Tools 


Crucible steel, 
accurately treated. 

For sale by all wholesale houses. 
Selling Agents 
WIEBUSCH & HILGER, Ltd. 
110 Lafayette St., New York 


WM. ROSE AND BROS. 
Sharon Hill, Pa. 














ToYou Who Sell— 


When you want a wrench to 
use, don’t you want one with 
a vise-like grip? One with a 
smooth-working thumb-screw 
aad lower jaw’ One that 
stands hard usage for many 
years? 

The wrench customer does 
too. So give him a COES, 
and be assured of a customer 
permanently satisfied. 


Leading jobbers stock COES 


Wrenches. 





COES WRENCH CoO. 


“In Business Since 1841” 





Worcester Mass. 

SELLING AGENTS 
a. Ge See © Ge Ge cccccss 29 Murray Street, New York 
JOHN H. GRAHAM & CO...113 Chambers Street, New York 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 


FORA AAAAAAAA AA AAA AAA AAD DONS 




















Announcing 
the 


“GREEN LINE TOOLS” 


Drop Forged of a 


Special Alloy Steel 
The Toughest Steel Known 


with a 


Green Duco Finish 


that is beautiful and lasting and does 
justice to the quality 


**Green Line’’ Tools 
Are Superior and Look It 
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The KILBORN & BISHOP CO.3 


y4 
New Haven, Conn. , 
4 
sf 
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A Special Galvanized Hardware Grade to 
Meet Price Competition 


The new “BUFFALO” SPECIAL Hardware Grade is designed particularly 
for price buyers. It is a well-made product, selling at a lower price than the 
Standard Hardware Grade, and will fill a definite need of your trade, but it is 
not “BUFFALO” Standard Hardware Grade and will never be sold as such. 


Hardware dealers are tired of buying supposedly best quality wire cloth at 
under based prices only to find they were actually receiving inferior merchandise. 


Here is the truth for your protection. “BUFFALO” Wire is not selling an 
inferior grade under the brand name of the Standard. There are two kinds of 
“BUFFALO” Galvanized Hardware Grade, the SPECIAL—which is lighter than 
the Standard—and the STANDARD 


Large stock of “BUFFALO” Standard and SPECIAL Galvanized Hardware 
Grade constantly carried for your immediate requirements. 


You receive what you pay for in either “BUFFALO” Brand. Catalog No. 
8-AB—mailed gratis. 


Buffalo Wire Works Company, Inc. 
(FORMERLY SCHEELER’S SONS) 


Established 1869 
218 Terrace Buffalo, N. Y. 


Seep [RE 
MYERS ?0é:Sling Unloader 


SEER RES LO C. 


SPSS NEETSE THREE HORSEOER SERRE SHE EERE HEE E EH HESS HH SES SED ES ESESEESSESENESESSESSESESSES SE RERD EE SS ESE Ee 
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Always a dominating factor in 
better unloading service, Myers 
Hay and Grain Unloading Tools 
are thoroughly established and 
recognized for their superior quali- 
ties—speed, ease of operation, large 
capacity and dependability. They 
start the New Year with many old 
friends and as the New Year again 
lengthens into the Old Year they 
will add hosts of new friends from 
the ranks of those who have hay, 
grain and similar crops to harvest. 


It is good business to sell a line 
mane like the MYERS. Unloaders, Forks, 
Ses | | Slings, Pulleys, Tracks and Fix- 
ae tures, all can be recommended and 
Be | sold with confidence. Myers qual- 
es | | ity makes this possible. It is a 
tangib’e trade asset worthy of pro- 
gressive dealers and should be 
considered as this at the beginning 
of a new year by those who are 
planning on bigger and  0better 
things for 1927. 

Numerous dealers have already 
piaced their 1927 specifications for 
Myers Hay Tools. If you are not 
one of this group and are inter- 
ested in supplying your customers 
with modern unloading equipment 
that is entirely dependable and 
known far and wide for its sterling TRIP CAR 
qualities, write us for catalog, in- %, . TO ANY 
formation and prices. We are ready aN ELEVATION 
: to quote direct or have one of our OF LOAD 
na representatives see you. Your in- 


Bee | quiry will receive prompt attention. 


}| Te FLE.MYERS & BRO.o. 


i] ASHLAND PUMP AND |} + 
HAY TOOL WORKS |? FOR STEEL OR 
on ~ LA * D> met Aw sees > WOOD TRACE 
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Ornamental Wire Lawn Fence 
Gates ——_ Trellis 
CTree and Flower Guards 
Rubbish Consumers 
THESE PRODUCTS ARE IN GREAT DEMAND because they are 
ea AG s the most efficient means of protecting and beautifying the grounds. 
fetus ieeei Good Profit for the Dealer. 


Bane aun , ! +. Write for Complete Catalog and Full Information. 


With 
he L “Auniiunitite- At 


2-7) H. L. BROWN FENCE anp MFG. CO. 
CINCINNATI, OHIO 
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Makes You 


SOCKET WRENCH 
"HEADQUARTERS 





| Double Dasher 


Thirty years’ experience in the man- 
ufacture of Taplin Egg Beaters has 
developed this wonderfully fine Egg 
Beater. It is not only the finest 
from the standpoint of efficiency, but 
it is full of strong selling features. 


In all these years Taplin Beaters 
have been favorably known and suc- 
cessfully sold everywhere. These are 
up-to-date, reliable beaters which can 
be handled with profit and satisfac- 
No. 477 tion. 


TAPLIN Meat Tenderer 


Makes tough meat tender. A new practical, 
attractive article 





With this carefully selected 
Walden- Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 
Socket Wrench “Headquar- 
ters.” 


No. 1100 Assortment of 113 Parts. 
including 75 CHROME NICKEL 
Steel Sockets for Hex and Square 
nuts; Speeders, Offsets, Tees, 
Assortment No. 1100 Ratchets, Connectors, Universal 
Joints, Extensions, etc. Graded in 
proportion to demand. All parts 
interchangeable. Net price, in- 
cluding all-steel cabinet, $54. 


Write us for name of the ef om 
Worcester jobber and for Socket 
Wrench Catalog No. 27. 


STEVENS WALDEN-WORCESTER, INC. 
Mfre. of Ret cama ea’ Wrenches 
and 8 “‘Speed-Up”’ Tools 
Seca Mass. 
















Stainless Steel, All Steel, Tool 
White Handle Steel Blade 


\< 


Wit 





nett 





Mixing Spoon Cake Turner 


THE TAPLIN MFG. CO., New Britain, Conn. 




















Mathias 


Established 1857 





Pliers Belts 
Tackles Climbers 
Tool Bags 


Wire Grips 
Safety Straps 
Lag Wrenches 
Tree Trimmers 
Sleeve Twisters 





Since 1857 
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Anchor | Brand 





Clothes Wringers 
ARE 





The Best Wringers Made Are 


Anchor Brand 





Lovell Manufacturing Co. Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World. 


















The Saw Test 


KE Be = LOCK 


It is guaranteed burglar- 
proof—it makes security 
doubly sure—it sells with- 
out effort. 


Francis Keil & Son, Inc. 


401-425 E. 163rd St., New York 
1876-—A Half Century of Progrese--1926 
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1924 MODEL 


We Give an Absolute Two-Year Guarantee 
Covering This Check 
Illustration shows agg Fh with HOLDER ARM; can be sup- 


plied with REGULAR A 
Operates RIGHT or LEFT-HAND doors without any change 


in the mechanism. 


Circular upon request 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 











Show More, Sell More! 





Carrick Hardware Co. are increasing their sales by using Heller Equipment 


Take the pictures out of the mail order catalog and 
they won’t do any business. 

Your display of the original article is more appeal- 
ing than any picture that may be had. 

A Heller man can show you how to get an increase 
of from 50 to 100% if you will follow his simple, 
inexpensive tried-out plan. It won’t cost a cent to 
talk to him. Just mail coupon TODAY 


700 Bryant St., Montpelier, Ohio 
7. eee ee oe. oo oe oe 
Kindly have your man call. I would like to increase my knowledge 
of Merchandising Hardware. 


RE, nas oaks SSE OE. AERO BROS OUS COBSCOD 4O060000007%007606008 
1/13/27 
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| Hardware Age Verified List RAN ITE ST ATE 
| OF WHOLESALERS AND RETAILERS 
CONTENTS OF THE SEVENTH EDITION AWN MOW E RS 
Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 
Retail Hardware Stores in United States, Canada and . 
Foreign Countries; also General Stores, Lumber Yards, etc., are good merchandise to Ca rry from 
handling hardware. | d . d A lv | 
Chain Hardware Stores in United States and Canada. a Sales stan point—an aed vaiue 
5c, 10c and 25c Stores carrying hardware in United States from the users viewpoint. 
and Canada. 
ne aE Se swe hardware and housefurnish- You'll like them. 
Manufacturers’ Agents in United States, Canada and 


Pp: a oe A 





Foreign Countries. ° ‘ . rita FANN 
Automobile Accessories Jobbers. Granite otate oi mas = 7 
Dealers in Mill, Steam, Mine and Machinery Supplies. Mowine unTmallile Company =). = i 

NSOALCE NH r) — 


Export Merchants handling hardware and kindred lines. H | 
Sporting Goods Wholesalers and Retailers. 
Mail Order Houses handling hardware and housefurnish- 


ings. 
Woodenware and Willow-ware Wholesalers. o S T A yY - W E. T 




















Paint, Oil and Varnish Jobbers. . . 
Radio and Electrical Goods Jobbers. Paint and Varnish 
Plumbers and Tinners Supplies Jobbers. Remover 
Membership Lists of Hardware Associations. IT IS THE QUICKEST 
Hardware Age Verified List of Wholesalers and Retailers is indis- AND MOST POWERFUL 
pensable in economic direct-by-mail promotion work and also a VARNISH AND PAINT 
helpful guide for salesmen’s calls. Every sales manager should sues 4 t 
have one on his desk, and every salesman could profitably carry SOFTENER MADE. 
a copy in his grip. Since the previous issue was published there : : 
have been more than 10,000 additions and corrections, and these Its widespread popularity and 
all appear in the Seventh Edition. big sale carry conviction. 
Hardware Wholesalers find Verified [Ast of great value in It is reasonably priced, car- 
“‘checking’’ their retail prospect records. ries a good profit and sells 
$12.00 postpaid readily. 
. . RELIABLE PASTE CO. 
Hardware Age Verified List Department 3223-28 Cottage Grove Avenue 
cago, nois 
239 W. 39th St. New York, N. Y. Dry Paste—Paint and Varnish Remover—Calcimine 
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Stock Boxes 


A NEW IMPROVED All meshes, all widths, 
Ox ° ° 

At Low Cost. Has All the painted or galvanized. 

Advantages of the More Painstaking care makes 

pincers our Screen Cloth wear. 

Made in an Assortment 


ioc i” || SCREEN CLOTH 


Hardware Need. 
Write for NEW Illustrated Price List “Established 52 Years” 











es 


THE GREEN CO., 250 W. 57 St., N. Y. Norton Iron Works, Ashland, Ky. 




















\Baeye) for Nite tull name 


: Russell Jennings 


stamped on aitom celerereme) mele 





Auger Bits 


: ‘ 
. =. : > . 
The original releltielic twist auger Dit, pareCnred OY 


Mr. Russell Jennings in 1855 


} | 
' 


UL (HIM 4! 


iti 


Russell Jennings Mfg. Co. 
Chester, Conn. 


400 N. Monticello Ave., Chicago, lil. 
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RUBBER GOODS AND 


370 ATLANTIC AVE., 


THE ELASTIC TIP COMPANY 
SPECIALTIES 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 
BOSTON, MASS. 





? 























>) <— =& 






















“, 





ARTICLE 
| THAT Is 
ABSOLUTELY} 
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Better 
Machine Screws 


“RITES 


To display and Demonstrate the Rite Cupboard 
Latch is to Sell it, because it satisfies that in- 
sistent demand for CONVENIENCE. 

A slight pressure on push button and door opens 
—gentle push and door closes and is securely 
latched. Fits any detail. 


YOUR JOBBER IS READY TO START 
YOU THE RITE WAY TO MORE 
BUSINESS 


Manufactured by Rite Hardware Co. 
125 W. Washington St. Los Angeles, Calif. 









for the 


Hardware Trade 


HARVEY HUBBELL= 
Nonoceront QQ) Comune 


SEW VORK, W.V. 
Se EASY compet 














3 Bits 


with each Driver 








me 


my, 








“YANKEE” QUICK RETURN 


Spiral Ratchet Drivers, subjected to the severest possible en- 
durance tests continually, here in our plant and in the 
twenty-eight years of practical use, have proven, again and 
again, the best Spiral Ratchet Screw Drivers yet produced. 
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of eee | > ROLSPIAL RATOMET DRIVER 1 
SM lip ie <a ll pee 
== |) > <> 4 = | 


‘<< NORTH 
PHIL 





BROS. MSG.C 
ADA., PA.,U.S.A 


pion: 310uAy 
Their durability is not approached by any other tool of their 


kind. 

Nearly every mechanic has one or more in his tool outfit; and 
every dealer has call for them continually. 

Can you supply them promptly? If not, we suggest getting in 
touch with your jobber. 


NORTH BROS. MFG. CO., Philadelphia, Pa. 














COTTON 


a 
———————— — 





SIZES 


No. 130A—Standard 

No. 131A—Heavy Pattern 

No. 135—For Small 
Screws 
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One of the Most Remarkable Tools for Wood 


F ORSTN ER B ITS Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 

arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 

expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 

boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


TORRINGTON, CONN., U. S. A. 
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THE PROGRESSIVE MFG. CO. - = - 








Osborne High Grade Punches 


| ‘‘Paid for Itself the First Week”’ 


That’s what one deal- 
er said about our 
National Show Card 
Writer. The occasion 
























































was a “Special Sale.” 
The signs made with Belt Punches Arch Punches 
our outfit put the sale . ° 
overs big and would Spring Punches Revolving Punches 
have cost ten to A varied and attractive line for the Hardware Trade. Also: 
fifteen dollars if Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tool 
maee wom “The above tools will please your customers, as well as »ur 
painter. Any famous Round and Oval Punches 
clerk can use Remember we have had one ‘hund years of successful maau- 
— facturing experience, employ only skilled workmen and use the 
the National. finest quality of materials. 
Write for Folder. We stand back of every tool we make. Try us. 
W rite on Catalog 
NATIONAL SIGN STENCIL COMPANY Cc. 8S. OSBORNE & CO., NEWARK, N. J. 
Manufacturers of the NATIONAL SHOW CARD WRITER ESTABLISHED 1826 
1602 University Avenue aint Paul, Minnesota 
; Glidden Glidd Am. Spec ’ 
nse Be weer eres ieee aeen men | LN TORE LADDERS 
‘te “FENCES: “Asari Gal’ Nails. a 
can, Royal, Anthony, = ° 
| 7INe s., me Prairie, Banner. Steel Gates. ou. rT_ I Insure perfect shelf service for any line of merchandise 
| CONCRETE ORCEMENT. | tread steps, properly spaced, with convenient full 
| BALE TELEPHONE Old pipliable brands. =% \= handholds on both aie rt wey Lag mounting 
| WIRE feo nn 4 | 7 or with ease. Both ds to remove or 
thy uA + stock without of falling. Cushioned Tired 
ase Trolley and Truck — prevent 











Company 
Chicago, New York, Boston 
Denver, Birmingham, Dallas 
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Quick Delivery. Write us for selling plans. 
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Protection 


In our ILCO No. 202 
Night Latch the Bolt 


te hae, 
Ls 
. 

















and In- 

| F | Per Set — 
| tJ. . are dead- 
in Solid Brass locked when key is turned once backwards. 


Bolt cannot be forced back or 
lock opened from inside by the 
knob. This Patented Feature 
makes many sales. Can also be 
used as ordinary night latch. 
Send for New Catalog No. 7. 


MANUEACTURERS VV HARDWARE W) SPECIALTIES Gi) INDEPENDENT SDEPENDENL . OCKCOND 


365 MARKET ST.. Manufacturers of Oylinder Locks, Padlocks, Instde Door Sets, Glass 
SAN FRANCISCO, CAL. Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialtice 


| Per Set 
| $740... rustproofed 
Steel 








SOLD ONLY THRU THE HARDWARE TRADE 














89 FEDERAL ST., 
BOSTON. MASS. 


| SIDE LINES FOR SALESMEN 
| Many good salesmen are looking for profitable “Side Lines” 


| to handle. 
What have you to offer? Give detaile—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find a 


reliable salesman to represent you. 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process manes 
deep, perfectly-formed socket-holes—no chips 

the bottom. The entire length of the ALL N 7: 
utilized either for solid metal at the point or ei of socket 
for the wrench. All sizes in stock “er i in.; any 
length, point or thread. Also Socket-Hea Cap th Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. tiartForD,°Conn: 








KNOBBY-LOCK 
NIGHT LATCH 





elf 














Replaces Door Knobs 
With Sturdy Lock 





No drilling or cutting of door. Your customer has but to 
replace ordinary knobs with Knobby-Lock, and he has an 
ideal lock with key, which remains his permanent property. 


Ask Your Jobber or Write for Information 


ADVANCE MFG. CO. 
620 St. Antoine Street 
Detroit Michigan 





Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 
Representative jobbers’ distribute A-P 
products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 





“M ARKWELL” 
Improved 
Glazier’s Cost—In dozen lots, 
so osc os 
Driver. baw 


Faster Than The Ordinary 
Driver 





MARKWELL NO. {| PURE ZINC OR STEEL POINTS 
* - —) me ". » 


ANAT AAAI) (25, Pacette Se ses 








PURE ZINC STEEL 
(50,000 te a box) (50,000 to a box) 
10 Bex Lote, Per Box $3.67% 10 Box Lote, Per Bor.. $3.80 
20 Bex Lats, Per Box 3.30 20 Box Lots, Per Box.. 8.55 
100 Box Lots, Per Bor a 100 Box Lots, Per Bor...... 8.40 
Prices F. O. B. New York 
H. A. MARKWELL MFG. CO., INC. 
171 Franklin Street New York 

















TOY 


Are ACTIVE Sellers 


Hardware Age regularly publishes 
many stories of profits made by 
hardware dealers who handle toys. 
What these merchants are doing 
you can do. 





Read about these successes and 
then turn to the advertising pages. 
You'll find that the toy manufac- 
turers are offering the dealer 
worthwhile merchandising helps. 


There is real money in toys. 




















PATENT APPLIED FOR 





“KEYCO” Sure Grip Pipe Wrench 


Wonderful grip. Super strength. Made from 
Alloy Steel heat treated by our own process. 
Light and handy—can be used with one_hand 
on pipe, nuts or studs. Instant release. Sizes: 
7 and 9 in. Widely adaptable. “Keystone 
quality.” Write for Discounts. 


The Keystone Manufacturing Co. 
Sales Representatives—Surpless, Dunn & Co. 


Buffalo, N. Y. 
New York Chicago 











PAINE PIPE STRAPS 


In Five Pound Cartons 


Stops Careless Waste 


Send Out on the Job in 
Cartons. 


Balance Returned in Cartons 
No Mixed Sizes 
Uniform Gauge Galvanized 
Order in Carton or Bulk * 
Shipments Prompt 
Samples Free 
Prices Right 





Order from Your Jobber 


THE PAINE COMPANY 
2951 CARROLL AVE. CHICAGO, ILL. 














Wire Products 


for every need 
Nails of all kinds, Staples, 


Cambria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 





BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 
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Classified Opportunities 



































Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section ! inch coeceeee ee eee eee eee eeeeee $5.00 50% off rates quoted 
Set Solid, Minimum of 5 lines....$3.00 Each additional inch............ 4.00 ee your paige ont soe — to 
ardware ge, ass ppeor- 
Each additional line........... .60 ' a tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Eech additional line............ .80 4 insertions, 10% off; 8 insertions, 15% 

' , P Hakpwake Ace is published each Thursday 
| Average !10 words to a line off Forms close Ten Days previous to date of 
f Allow One Line for Keyed Address Remittance Must Accompany Order publication 5 

s — 





BUSINESS OPPORTUNITIES POSITIONS WANTED 


ew TRIMMER, CARD WRITER, AD Mh he - AGE 31, 
UGH TRAINING AND 8 4 -- S’ ACTICAL 


WITH THOROU 

EXPERIENCE IN THE DISPLAY AND SALE PROMOT ION OF 

HARDWARE, PAINTS, CUTLERY, SPORTING GOODS, ETC., 

SEEKS IMMEDIATE CONNECTION WITH PROGRESSIVE HARD. 

WARE CONCERN, EAST PREFERRED. CONSCIENTIOUS WORKER. 
BEST OF REFERENCES AS TO CHARACTER, ABILITY AND 


E 
WORKMANSHIP. ADDRESS BOX H-387, CARE OF HARDWARE 


Hardware and Supply Business 3! *<Sis" York 

















— 





= 
































Established over 50 years. Located large manufac- eGQMBINATION Hardware, Implement, ‘Sporting Goods, man mupeet. 
turing city about fifteen miles from New York. enced road or inside. Capable store or department manager. References 
Stock consists General Hardware, Mill and Con- former employers. Now traveling. Services available on short notice. 
tractors’ Supplies, also Pipe, Valves, Fittings and 3 ag — or Southeast. Address Box H-382, care of HarpwareE AGE, 
General Steam Supplies, Pipe Cutting Machinery, sniiealine 
| etc. Will lease oe or sell —* b sree ESTIMATOR of : amie per ‘one dn ‘building material wishes 
ings are practically new, completely ou ed. to obtain a position, after January 1, in the Western States. Can work 
Steam Heat, Elevators, Sprinkler System, etc. from blue prints. Widower. Age 37. Can furnish best of references. 
Fixtures, Shelving, everything complete for imme- Have had 9 years’ experience with prominent firms. Address Box H-377, 
diate transfer and continuation of business. Rea- ae a a ew. One 
son for a _ - ~ = ~* oe of HARDWARE SALESMAN, SIX YEARS’ EXPERIENCE, tools, fac- 
owner, who has personally and constantly been in tory supplies, machinery and equipment, selling to wholesale, retail and 
the business and one localion over forty years. industrials, A-1 i — — for a _ 
; ; } i i : tory representatives, or a large jo r. vallabie at once. ighest reter- 
Dealings to be done direct with principal. Agents ences furnished. Address Box H-386, care of HARDWARE AGE, New York. 


and brokers not to be dealt with. Full reference 
required. Address Box H-379, care of HARDWARE 


AGE, New York. SALES ACCOUNTS WANTED 











-—. —-—_—._ — 








— -_—- — — a aa ata i aa MANUFACTURERS, ATTENTION—You want to increase your sales, 

















FOR SALE—Old esti tablished hardware, sporting goods and house fur- I want to increase my earnings, with hardware jobbers. You want to make 
nishing business in Northern Vermont. A railroad division point, repair that impression on your prospect a welcome and lasting one and I want to 
shops, U. S. Customs and Immigration Offices. Healthy climate. Popu- help you do it. Let’s get together and talk things over. Address Box 
lation 2000. Stock and fixtures inventory about $16,500. Stock can be 11-365, care of Harpware Ace, New York. 
reduced. Location best corner in town. Retiring account of age. Write ae 

-3 > ‘ARE AGE, New York ' 
ae nN Se ee ny ee ee MANUFACTURERS!’ representative wants Hardware and Auto Acces. 
ees Se ei ga SS a ate Te eee 7 sories for jobbidg trade only. Sixteen years in Middle Western territory. 

FOR SALE—PROFITABLE HARDWARE BUSINESS in East Cen- Can carry small stock in Chicago for pick up. Address Box H-385, care 
tral Kansas in good farming community. Only hardware store in town. of Harpware Ace, New York. 

Stock and fixtures about $8,000. Sales in og $46, omg 1926, —— Se ee 
Low overhead. Reason for selling, expect to buy a big store. Address MANUFACTURERS’ Agent covering the Hardware and Sporting Goods 
Box H-369, care of Harpware Ace, New York. 

trade in Eastern Canada could handle another line. Address Box H-381, 





~~~ ——__—-- —— care of HArpwarEe AGe, New York. 


FOR SALE—Hardware business in Valley Stream, Long Island; good 
location and clean, well assorted stock. Address Box H-383, care of 


HiarpwareE Ace, New York. SALES REPRESENTATIVES WANTED 











RETIRING FROM BUSINE: SS, hardware store and fixtures for rent; ms 

















old —_, for last forty years; wonderful opportunity. D. N. CLARK, 
Shelton, Conn. . 
| Sales Representatives for Canada 
HELP W ANTED Wanted by eoryer ayy of high grade all metal window ventilator ; 
admitted by the trade to be far superior to anything heretofore offered 


—Product well established in United States handled by leading job- 
bers, Department Stores and better hardware dealers. Trade adver- 











a ar ar ae ae 


WANTED-—Salesmen with retail hardware store experience who have tising, dealer helps and every co-operation. 
the ability to meet the larger merchants and also ~e - enough in work- Address Box H-374, care of HARDWARE AGE, New York 
ing their territories to call on the little stores as well efer man between ) ; 

30 and 40 years of age. To such a man we have a proposition that will | [& = ers 








net him $100 per week on a straight commission basis and an opportunity to 
grow with a national manufacturer of twenty years’ standing. Territories Ww ANTED—S ALES _ REPRESENT ATIVE, ic ALLING ON WHOL. 











open are located in Middle West and East. State your qualifications fully, SALE AND HA IN MIDDLE weer 
naming positions held during past ten years and past earnings. Address TERRITORY. a 35 Aly OERSENT | RIGHEW oe VERTIOUD LINE ‘OX 
Box 1367, care of Harpware Ace, New York. COMMISSION BASIS. STATE FULL PARTICULARS. A 
3 3 J 
WANTED: AN EXPERIENCED HARDWARE SALESMAN by a New -_ " 
York d o ouse for nearby territory ary or commis- 
ston heal. y. *.. Box H-372, care of Harpware Ace, New York City. WANTED—€xclusive distribution of hardware and specialty yey 





firm acting as Manufacturers’ fae , in Pennsylvania hard coal fields 
To be sol rg Be vane Kot, and * Store Trade. Address Box 
H-366, care of Harpware Acez, N 





cw 











Let US Help You Word Your “W 5 SALESMEN calling on retail hardware dealers to sell three good staple 
items on commission basis. BOUOUET-BROWNSON CO., St. Paul, 
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ar SCREW "LE NOX” privers ERS F 





“She Sooty in Lhe Plaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


MACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 
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WANTED REPRESENTATIVES 
TO 


IRON 



































TH€ STEWART IRON WORKS Co. 


225 STEWART BLOCK CINCINNATI. “OHIO 











Robertson “Horseshoe Magnet’ Hammers 


Permanent magnet which holds ye 

the tack in position for driv- 7 10: ae po _—_—__—= 

ing Awarded the Silver Medal ow 
& = offered) at the Panama-Pacific Exposition. 





pro fit. 
ARTHUR R.ROBERTSON 94 Portland St. Boston, Mats. STRATTON MFG. CO. __ Stratton, Maine 


STRATTON ™* “see * 
HANDLES 


For Smali Tools, Utensils, Electrical Geods, Etc. 
Enameling, both baked and air dried. 














For over 30 years the leaders in 
making tools for stone workers. 


Catalogue. 


TROW & HOLDEN COMPANY 
BARRE, VERMONT 





DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff- 

ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Aye., Chicago, Ill., U. S. A. 



















SCYTHES and AXES 


Scythes since 1812. Axes since 1880. 


RIXFORD MFG. CO. 
East Highgate, Vt. 


Waste — Mops — Wicking 
Cleaning Cloths 


eee.” Cotton—Chemical Cotten 
tton Clotheslines 


Send for samples and prices 
MASSASOIT MANUFACTURING CO. 





Fall River, Mass. U. 8S. A. 
New York Office - = = - = = © <= = = 350 Broadway 
Chicago Office --<+-+-- 189 West Madison St. 

















‘‘Superior”’ Screw Driver Bits 
Five Sizes, 144 to % inch 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 


Makers of Every Kind 
of Screw, Nut and Bolt 


pmo 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 

















J. L. THOMSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 





Get an “‘Edge’”’ on Sales! 


Dealers are doing it with the Daszey 
“Sharpit.” It puts a keen edge on any- 
thing—knives, scissors, sickles, tools. A 
quick and ready seller—and a profit 


producer 
DAZEY CHURN @ 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Me. 




































SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD. CLOTHES 
BRAIDED CORDAGE LINES, SMALL LINES 
AND COTTON TWINES ETC. SW SOR CAALOG 


BOSTON MASS. 














“Opportunity Knocks But Once”’ 


Keep your eyes on the Business Oppor- 
tunities Section of Hardware Age if you 
are looking for a good hardware business. 
You can also use this Section with suc- 
cess to dispose of a business. 

The cost is nominal. 











ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR CO. 
211 New Street. Philadelph 


BROWN @ SHARPE 
Bs suelo) 
\lade Best 
Phev Give Complete Satisfaction 
talog on request 








DF MARK C atalog 


appniang & SHARPE MEG. CO. Prov 
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INDEX TO ADVERTISERS 





THB ADVERTISERS INDEX is published as « convenience and not as « part of the advertising contract. Every care will be taken to index correctly. 
be or 


No allowance will 


made f 


errors or failure to insert. 





A 
Abbey & Imbrie 2 i wae haeueedes 22 
GE, wc ccnccecseseccvevtea ae 
ee nn Wn «ovo bbenec ohenadedewosl 109 
ee eG ES . oc ewececencceeueeeed 25 
EN i SS. Cbd eee bs eee 109 
ee ee 27 
American Gas Machine Co.............. 19-20 
American Hammer Corp................. 92 
American Radiator Co................... 69 
ee ee Gis bs ks dint nvcscsdcusewe . 89 
American Saw & Mfg. C»............... 111 
a 23 
American Steel & Wire Co............... 108 
Ee 29-30 
American Telephone & Telegraph Co..... 71 
American Window Glass Co.............. 100 
ee 95 
Ng Se Chae aden ae ew 83 
Armstrong Bros. Tool Co................ 111 
B 
Babcock Ce., The W. W...........00... 98 
I Hi aa ek eg masanbiiracale Ol Se 95 
ED Ges veé-cedeccewstéedness 109 
Pee Pee ree ee eee .. 82 
ry rn GN 6 bn on cee 4660be0 000 ove 89 
Se EY Gc cuwesssatsedeesseos 99 
Brown Fence & Mfg. Co., H. L........... 104 
Brown & Sharpe Mfg. Co................ lll 
Buffalo Wire Works Co., Inc......... vec ae 
& 
Me a ons nage cued vne ues 95 
Chicago Roller Skate Co................. 22 
rr Ce... kstkusweeneene ss 97 
a MD. kc beswaeseeweobes 92 
ey Te 91 
Coburn Trolley Track Mfg. Co........... 81 
eg a wk ecee ab be oes 5 . 102 
Connecticut Valley Mfg. Co.............. 111 
Consolidated Electric Lamp Co........... 28 
Continental Screen Co., The............. 85 
eS ee ng. SC eecuseueeenees 111 
I Ts ona ts snc was os b-s a sbnens 94 
D 
Davis Tool & Engrg. Co................ 101 
ey Ge Ge Gn ooo cc cccccccccse 111 
Detroit Torch & Mfg. Co................. 94 
ee Ts Gi, GS Whine oc bcd eweoncccse 106 
ee Gas Te Mince eadandated oe 6teeaKes 73 


DuPont de Nemours & Co., E. I.......... 16 


E 
NR i eee eee 6s sbdiwene 107 
ee Ce oc cncctenssedauctde lll 
F 
F & N Lawn Mower Co., The........... 86 
Flexible Steel Lacing Co................ 102 








G 
CE a 1 
Gilbert & Bennett Mfg. Co............... 12 
Granite State Mowing Machine Co....... 106 
ee Cs Ee cs weasel 106 
ee 90 
ST i wie el 34 
H 
Ce Ce cs caw eb adedwaee's s 105 
ee ee Bas a les oss cca ve vcwesditon 94 
es ee ee os caeebeeesee 26 
es, Tes GE Wa. . vec veccceseesesse 22 
Hubbell, Inc., Harvey.................... 107 
I 
Imd@epoem@emt Leck Coe........ccccccscscns 108 
Indiana Steel & Wire Co................ 7 
International Silver Co.................. 2 
eI nae ne ate ete’ 10-11 


Jackes-Evans Mfg. Co................... 6 
a ne peteee wees . & 
Jennings Mfg. Co., Russell 106 


Johnson Arms & Cycle Works, Iver....... 95 


K 
Keil & Sen, Inc., Francis................ 105 
Keuffel & Eeser Co.............. jaa a 
i a ne kee ete eeew ees 109 
Kilborn & Bishop Co., The............... 102 
ey aca netdeeksoneed 104 
L ' 
ee i ek ek wet 105 
Ludlow-Saylor Wire Co.................. 99 
M 
rr Cr Te... pcs weceeneeetuveces 38 
ESS 109 
one Mn. 5b os. cccccndmees eee 79-80 
ee ree 79-80 
ET Nn eecees sie gee 
Maydole Hammer Co., David............. 77 
Meisselbach Mfg. Co., Inc., A. F......... 17 
EE re eee | 22 
Metal Sponge Sales Corp................. 87 
Monarch Metal Products Co............. 94 
Myers & Brother Co., F. E........... 103, 108 
N 
National Enameling & Stamping Co..... 33 
National Sign Stencil Co................ 106 
New Jersey Wire Cloth Co...........7... 36 
Niagara Metal Stamping Corp........».. 2 
ee ee . ccccecceceveses s 
ee a SE cc ccwcdececeoue 107 
I 108 





Oo 
Gite Bietes TOE Gs occ ccccnceccecces 100 
Oliver Iren & Steel Co... ....ccccccccees 93 
ee ey Gs, Gs Tin cc cccwcesosecesoves 108 
i 
I I a a i ee a ewe e 109 
Pees Ewes Be THOSE Gi. occ cccvccecees 5 
Perfection Stove Co., Ime............00%:. 65 
Pioneer Caster & Mfg. Co............... 93 
PE E,W noc owas eevececesoe’ 108 
R 
EE EE 106 
Remington Arms Co., Inc...............-. 114 
Richards-Wilcox Mfg. Co...............+.. 67 
i ee Ce hese eetees eee 107 
EE re ee 111 
a Se Ss ais web eeme oub's ¢ 105 
a A i cea ene ee eeee 111 
Be Ge Ts. TEs vc ccc cccvcccececss 102 
S 
Samson Cordage Works................... lil 
re EE Ge WOE Geos cc wwcccovccecs 113 
Save the Surface Campaign.............. 75 
i SS 6 ceca w pee a eee 101 
ss takes be 66SS00 60% 660 68 97 
ee 9 
Stevens Walden-Worcester, Inc........... 104 
Stewart Iron Works Co......... sake eames 111 
Er ee 111 
= 
DC ME, oad che okeet de es oa ald 104 
Thomson Mfg. Co., Judson L............ 111 
Timken Roller Bearing Co............... 63 
AD Re ee lil 
Turner & Seymour Mfg. Co.............. 35 
U 
a ae ee 13 
U. 8S. Chain & Forging Ce......... e000. 31 
V 
Vaughan & Bushnell Mfg. Co............. 3 
We Rocce ccc ctccccccsees 15 
i i Ne NS ee ae 106 
W 
I i i ke ance 4 
Western Cartridge Co.................... 22 
ee ks ce ce nedeeewe 108 
Wickwire Bros...... birth « SiG eetheeaeonde 24 
ee ee a POET. ok blebs coeewe 121 
Winchester Repeating Arms Co.......... 18 
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What is the most severe test 
to put a level to? 


After a Sand’s Level has 
been milled or jointed, the 
working faces are paral- 
leled to a B. & S. Steel 
Straight-edge and the 
plumb vials are set. Sand’s 
proves the vials to the 
level. By so doing, Sand’s 
has made it possible for 
the level to be rocked from 
0° to 35° before the bubble 
in the vials will move from 
between the _ graduation 
marks. 





Picture ‘“‘C”’ 


To actually produce the highest degree of ac- 
curacy, a level should be ground slightly con- 
cave to prevent what is called a “belly” form- 
ing. This would probably not exceed 2 or 
3-1000’s. If perfectly straight, it will swing 


on its own belly. 


Picture “‘A” 














‘ BO BEE ESD I SE A Te a aaa 
Picture “B” 


Note angle of level 
on sloping window 
sill. It illustrates 
clearly how the bub- 
ble in the vial of a 
Sand’s Level follows 
the graduation 
marks with deadly 
accuracy. Every 
Sand’s Level must 
respond to this test. 











No—this is not a contest but a fair ques- 
tion—one that will reveal the true accu- 
racy of a level—a question that every 
Sand’s Level has to answer because it 
gives one of the reasons for Sand’s fac- 
tory “built-in”? accuracy. 

The Question is—‘“‘What is the most 
severe test to put a level to’’? 

The Answer is—‘‘Give any level the 
Sand’s test which is: ‘After a level has 
been milled or jointed, the working faces 
are paralleled ona B. & S. Steel Straight- 
edge. Sand’s proves the vials to the 
level by the Rocking Test. The level 
must rock from 0° to 35° before the 
bubble in the vials will move from be- 
tween the graduation marks’. (See pic- 
tures “A” and ‘“B.’’) 

Every Sand’s Level must stand this 
test. Many levels will not. Superficially, 
they are accurate. Measured by high 
standards, they are not. To actually pro- 
duce the highest degree of accuracy, a 
level should be ground slightly concave, 
to prevent what is called a “‘belly” form- 
ing. This would probably not exceed 2 
or 3-1000’s. If perfectly straight, it will 
swing on its own belly. (See picture 
"a3 

No dealer could spare the time to 
familiarize himself with all the refine- 
ments of Sand’s manufacturing processes 
and the details which insure absolute 
“factory built-in accuracy.” But that’s 
what the jobber and dealers buy and 
what they pass on to their customers— 
the details they know are there and 
which are guaranteed by the name 


Sand’s.» 








Come and see for yourself. Visit us— 
visit Detroit—see the finest level plant in 
the world and see what factory “built-in” 
accuracy really means. 


IN oe 


Sand’s Level and Tool Co. 








8629.37 Gratiot Ave., Detroit, Mich. 


Sand’s_ sole distributors of Stevens line levels! 





Sands Levels, Plumbs & Icals 


Sands Levels Tell the Truth 
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TMG 
KLEANBORE 














THE TALK OF THE NATION tegieyetgmnes 
photographed after shooting 30,000 

rounds of ordinary ammunition— bar- 

KLEANBORE CARTRIDGES = S2etSi5Frsss 

ay used. Accuracy fell off after 5,000 


rounds. 


EMINGTON’S announcements of their miraculous  ® Barrel sawed lengthwise and 


photographed atter shooting 30,000 


" > ‘ 4e* rounds of REMINGTON KLEAN- 
new invention, KLEANBORE CARTRIDGES have SORE CARTRIDGES Bewelioreny 
created a nation-wide sensation among sportsmen _ ‘rbtes<leaned.Accuracyunimpsired 


and an unusual demand for this ammunition. 


The reason: KLEANBORE CARTRIDGES cost no more 
than other makes and prevent rust, corrosion and 
pitting of the rifle bore and do away with the neces- 
| sity of cleaning. 














There is a big opportunity right now and during the 
spring and summer months to increase your small bore 
rifle and ammunition business through featuring and 
displaying Remington Rifles and KLEANBORE CAR 
TRIDGES. 


REMINGTON ARMS COMPANY, Inc 
Established 1816 


25 Broadway New York City 


Remington, 


RIFLES AMMUNITION SHOTGUNS GAME LOADS CUTLERY CASH REGISTERS 





© R. A. Co. 1927. 
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